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By What Powers 


HE idea that an entire craft from the hide-puller 
T to the retail shoe merchant has a common sym- 
pathy in business produced the organization of 
the Allied Trades Council a year ago. That super- 
body was the outcome of the industrial conference 
held in Washington during the war. Those were busy 
days and many men of many kinds learned that in- 
dustries were grouped, and that there was much in 
common between them. Exactly a month after the 
Armistice, therefore, representatives of every national 
shoe and leather trade organization met and resolved 
to perfect the Allied Trades Council. 

On Dec. 14, 1918, the “Recorder” said “This week 
marks a new program for the industry through a vol- 
untary solving of industrial problems by major con- 
ferences under the Allied Trades Council. This is 
token of the fact that the minds of the trade are broad- 
ening to the idea that the entire industry from the 
hide-puller to the retail shoe merchant has a common 
sympathy in business.” 

We think that with a year’s experience that the 
time is ripe for a definition of the function of the 
Allied Trades Council, and let us, therefore, point 
out two paths and ask “Which?” 

In the first case: There is not a branch of the trade 
dealing in leather shoes, the manufacture thereof and 
materials incidental and necessary thereto, that is not 
represented by a national body. Therefore, each of 
these crafts has a national voice in an industrial way 
sufficient unto itself and its own needs. If these vari- 
ous bodies send delegates to the Allied Trades Council 
to work in committee form to build and plan programs 
and then have the results referred back to each con- 
stituent association, it is obvious that the Allied 
Trades Council serves as an advisory super-body, a 
forum for advanced discussion and a laboratory for 
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the better service of the entire industry to the public. 
It is a work that necessitates the O. K. of each of the 
associations before the final results can be given as an 
industrial program for all to serve under and Jive up 
to. By its very method of preparation and indorse- 
ment it makes each resolution a promise of perform- 
ance and a binding agreement. It stands a platform 
of the industry, be it the decision on styles, or on prices, 
or on any national topic affecting the entire industry. 

But, if the function of the Allied Trades Council is 
to serve as a super-body, delegates to which have 
blanket authority to promulgate policies and plat- 
forms for their various associations, then it is neces- 
sary that such authorization be formally given and 
seriously considered. It is a wide responsibility to 
give to any group of men the power of surveying con- 
ditions, establishing platforms as the result of such 
sessions as cam be held periodically for that purpose. . 
It is to be considered as to whether or no the Allied 
Trades Council is the super-voice of all the associ- 
ations, and if so, if the membership in the various or- 
ganizations so understand it. 

It is the thing to do now, this definition of the 
function of the Allied Trades Council, for we are ap- 
proaching the big Convention months. Here we have 
the Allied Trades Council promulgating in advance a 
national platform with the association meetings still to 
come, and the very possibility of amendments nullify- 
ing the action of the December meeting. It is well to con- 
sider this in the light of the labors of correction put 
upon the so eminent document as the League of Nations. 


Industrial Diseases 


OICES high in authority are echoing the warn- 
ings and condemnations presented in these 
pages, months ago, regarding Socialism and Com- 
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munism. Dr. Alonzo E. Taylor, who writes as an 
expert on Evropean affairs, says: “Socialism, using 
this term in its ordinary pre-war meaning, has passed 
through insolvency into bankruptcy. Its former 
adherents have given up hopes of reorganization; all 
that remains of it as a movement in Germany, the 
land of its greatest development, is a series of political 
programs.” 

Food Commissioner Herbert Hoover says, “‘Social- 
ism, as a philosophy of possible human application, is 
bankrupt. Although Socialism has now proved itself 
with rivers of blood and suffering to be an economic 
and spiritual fallacy and to have wrecked itself on 
the rock of production, I believe it was necessary for 
the world to have had this demonstration. Great 
theoretic and emotional ideas have arisen before in 
the world’s history and have, in their bankruptcy, 
deluged the world with fearful loss of human life. A 
purely philosophical view might be that these ex- 
periences are necessary to humanity, groping for 
something better. It is not necessary, however, that 

- we of the United States, now that we have witnessed 
these results, need plunge our own population into 
these miseries and into a laboratory for experiment in 
foreign social diseases.” 

That is the very simple question which the people 
of this country have to decide: whether to shut their 
eyes to these diseases and permit foreign poisoners 
to continue to spread them among us, or to take a 
resolute stand and stamp them out. There will be no 
settling down into common sense in the nation’s 
industries until these miserable foreign fevers and 
rashes and contagions are checked and eradicated. 
They all sprang from the infection of German So- 
cialism, a fact which our wise men seemed slow to 
recognize. The Government having decided not to 
dally and falter any further, we may get curative 
results very early soon. 





More “Government Arithmetic” 


N the distribution of large sums for educational 
purposes or for anything which is included in the 
general term “higher education,” until supply 


more closely approaches demand, it would seem fit- 
ting to devote more of the money to plain arithmetic, 
through the subject of percentage, with perhaps 


enough of elementary algebra to aid perception and 
understanding of the deducing of rules and formulas. 
Special terms should be given to some Government 
employes. 

Ex-Secretary McAdoo is quoted as saying recently 
that coal operators had made as high as 2,000 per 
cent profit. Disclaiming any thought of defending 
coal profiteers, or any other kind of profiteers, we 
nevertheless challenge that statement. The secre- 
tary is mis-informed or is disingenuous, or is figuring 
upon a false basis of value. It is doubtful if any busi- 
ness makes profits of twenty times its entire capital 
in a single year, figured by using any sane estimate 
of its value.” That is what it amounts to, to say that 
a firm made 2,000 per cent. The secretary may be an 
expert in affected quadratics or calculus, but his 
plain arithmetic needs repair. . 

The circumstances which could justify any such 
figuring, even in a technical way, would have to be 
almost as unusual and extraordinary as the finding of 
the famous “leg of mutton” nugget of gold in Aus- 
tralia. A poor prospector, wandering over the desert, 
stubbed his toe over this great irregular slug of solid 
gold, weighing more than a hundred pounds and 
worth $36,000. His “capital” probably consisted of 
the value of a pick and shovel, a blanket, and a few 
pounds of bacon and flour, perhaps $10. Would 
there by any common sense in estimating his find as 
“profits” and saying that the profits of Australian 
gold mining ran as high at 360,000 per cent—then 
using that statement in an attempt to coerce legiti- 
mate gold mine operators, with regard to profits and 
wages? 

Or we might take the case of a newsboy. Many of 
these young merchants do business with a dime. 
The boy buys a supply of 10 papers at a cent apiece 
and sells them at two cents apiece. He will repeat 
this perhaps five times a day, which sets him 50 cents 
ahead. Would there be any sense in saying that the 
selling of newspapers brought a profit of 500 per cent a 
day? . The 50 cents would only be wages; it would not 
be “profit” at all. 

“Per cent” is an abbreviation of the two words, “‘per 
centum;” that is to say “by the hundred” or “on 
the hundred.” The question, “What per cent of 
interest does the liberty loan pay?”’ means simply, 
“How many dollars on the hundred does it pay?” 




















Dec. 13, 1919 





Percentage consists of comparing one sum or 
quantity with another by reducing the fractional 
comparison to the common denominator of 100.. 
It is so simple and elementary that small chil- 
dren are supposed to master it in school; but heated 
controversies in the past few years have shown grown 
up business men wandering about in a fog of figures 
of their own creating, entirely lost. If Government 
officials are to add to the juggling, Congress may be 
obliged to re-enact the multiplication table. Perhaps 
we might put it through as an amendment to the 
Constitution. 

What a pleasure it would be to find some depart- 
ment of the Government consistently, steadily and 
ably helping business instead of hammering it; build- 
ing up public confidence in business instead of under- 
mining it; intelligently aiding in the solution of busi- 
ness problems instead of creating new problems. 
What a fine thing it would be if we could be “Ruled 
by our admirations, rather than by our resentments,” 
with regard to Governmental connection with busi- 
ness! It seems a strange situation, that business must 
be continually protesting against injustice and mis- 
representation on the part of those in authority. 


An Old Trick of the Trade 


EWS reports from the Netherlands indicate 
that an old-time trick has been played there for 
the discrediting of American shoes. The Dutch 
government had attempted to break up profiteering 
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in shoes by importing and selling to the public a 
quantity of American army shoes at reasonable prices. 
Certain dealers in the Hague exhibited in their win- 
dows dissected samples of alleged American shoes, cut 
apart to show paper insoles, pasteboard counters and 
other secret sins of shoddy footwear. 

But investigation showed that these shoes were 
fraudulent in origin as well as in makeup. They 
never saw America; they were made in Germany and 
stamped with forged American trade marks, with the 
paper and pasteboard and other shoemaking frauds 
particularly specified and called for in the orders for 
their manufacture. They were never intended to be 
worn, or sold to the public at any price; they 
were intended as “samples,” but with a purpose 
exactly the opposite of that for which samples are 
usually made. That is to say, they were intended to 
repel trade rather than to attract trade; tomis repre- 
sent the goods rather than to represent them truly. 

This is an old, old trick. Its revival shows the 
importance to American manufacturers of developing 
their own direct connection with foreign dealers, or 
with dependable agencies which are above any such 
“double-cross” tactics. That is one of the ad- 
vantages the “Recorder” has had in mind for a 
number of years, in developing its foreign circulation 
in both English and foreign languages. Such con- 
nection affords a means of detecting and checkmating 
effectually any such fraud as the above. This is only 
a minor and negative advantage, but it is well worth 


while. 
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Increase “Recorder”’ value to your store through 
multiplying it by the number of your salesmen 
and other co-workers who read every issue from 
cover to cover. 

Fill out the blark herewith presented and start 


of “round table discussion” of our authentic 
and expert information will benefit you and your 
co-workers in a complete knowledge of current 
events in shoedom and in the quick solution of 
your merchandising problems. 





Increase “‘Recorder’’ Value to Your Store 


the circuit. You will soon find that this method | 
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circuit is completed, with commerts or sug- 
gestions, if any. ‘ 
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Dean of Shoe Trade Journalism Dead 


EORGE E. B. PUTNAM, gentleman of the old 
(¢ school, and one of the most lovable of men, died 

peacefully Thursday morning of this week. He 

closed his Book of Life with that quiet calmness 
that characterized his serene and wonderful life. He has laid 
down his pen. 

For thirty-two years he was a member ot the ‘Recorder’ 
family. He was the ‘daddy”’ of the staff. His genial counte- 
nance and happy optimism made him the most beloved man in 
the shoe and leather and rubber district of Boston. His quiet, 
deliberate and_ scholarly 
career was the inspiration 
of us all. He embittered no 
one—he loved, and was 
loved. 

In the days when he was 
editor of the ‘Recorder’ 
any new “cub” reporter 
joining the staff received 
a fatherly letter in which 
this one sentence was in- 
variably included, “We 
want you to become a 
member of the ‘Recorder’ 
family; you will find this a 
home for your talents, and 
pleasant associationship is 
the rule here.” That was 
“Daddy Putnam all over.” 
He could not think ill of a 
man, and never talked it. 
No one ever heard a pro- 
fane word from his lips. He 
was clean American, and 
gloried in it. He is gone 
but his spirit will never die 
so long as his message is 
transmitted from worker to 
worker and staff to staff in 
years to come. 


George Edwin Ballard 
Putnam was the dean of the 
active shoe and _ leather 
journalists of Boston, with 
a veteran’s insignia betoken- 
ing 32 years of service. He 
was “Colonel’’ Putnam to wt! 
the trade in affectionate 
greetings. His pen marked 
the early days of the 
“Recorder,” and veterans of 
the trade can turn back the calendar of years and quote you 
today some of his epigrammatical ‘‘shop talks.’’ Those were 
the days of prolific writing, and he was a master ot the art. 
In later years, beginning with nine years ago, when he 
relinquished his editorship, he turned to research work 
in the rubber industrial line, and served both the “‘Recorde1”’ 
and the India Rubber World, where he was an authority and 
historian in the progress of that great industry. Every week 
for years he kept in brisk up-to-dateness in the rubber 
department and the leather department of the “Recorder.” 





GEORGE EDWIN BALLARD PUTNAM 
1851-1919 





He could quote facts, dates and events with remarkable 
accuracy. He was in the office on Monday and said that he 
was going to take a short rest. On Thursday morning at 
8 a. m. he peacefully slept on. 

George E. B. Putnam, a descendant of the Putnams of 
Revolutionary days, was korn in Boston on December 29, 
1851; attended the Quincy School, and graduated from the 
English High School in 1869. That he was a brilliant scholar 
is attested by the fact that he was awarded the Franklin 
Medal for distinguished scholarship. He was one of the 
earliest amateur journal- 
ists. The Youth’s Com- 
panion, in the old days when 
Mr. Ford was alive and 
owned that paper, found 
Mr. Putnam on the staff. 


When he came with the 
“Recorder” he perfected . 
his knowledge of the mer- 
chant field by extensive 
traveling in practically 
every state of the Union. 
Invariably his wife at- 
tended, and hundreds of 
our veteran readers may 
remember his pilgrimages of 
a quarter of a century ago. 

His trips to the West 
Indies, Panama, and other 
sections of the Western 
Hemisphere were developed 
into travelogue lectures 
which he gave with charm- 
ing interest to so many 
audiences. He was fond of 
amateur theatricals and was 
considered one of the best 
amateur photographers. His 
was a busy life, and a happy 
one. 

He attended thousands. 
of trade gatherings and had 
not missed a single meeting 
of the Boston Boot & Shoe 
Club until the session on 
Wednesday night, but 12 
hours previous to his death. 
He was a member of the Old 
Boston Schoolboys’ Associa- 
tion, and was president of 
the English High School 
Class of 1869 Association. Prominent in the Baptist de- 
nomination, he served for many years his church. For the 
past seven years he officiated as deacon at the First Baptist 
Church, Newton Centre. He was a member of Dalhousie 
Lodge, A. F. & A. M., of Newtonville. 

He leaves a widow, having recently observed the forty- 
third anniversary of their marriage; also, a son, Russell B., 
and a daughter, Mrs. Harry B. Chesley. 

The funeral is to be held from the First Baptist Church of 
Newton Centre today (Saturday) at 2 p.m. 
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FEDERAL TRADE COMMISSION PROBE 


Investigation Asked by Senate to Discourage 
Radicalism 


Washington, D. C.—Congress, apparently, is in 
earnest in its intention to find out something definite 
about the activities of the Federal Trade Commission 
and will press the inquiry provided for by a vote of 
the Senate this week. The resolution, which was 
adopted without opposition, calls for an investigation 
bythe interstate and foreign commerce committee. 
It will go into the work and authority of the Trade 
Commission as well as the charges that the employes 
of the body have been engaged in radical propaganda. 
On this latter point there is no question that a decided 
sentiment of suspicion exists in Congress. 

Hearings will probably not begin until after the first 
of the year, as the committee is just now very busy 
with other matters of equally great importance. A 
sub-committee, headed by Senator Watson, will 
conduct the investigation. 

The resolution, as it originally stood, was for an 
inquiry into the radical tendencies of the Trade Com- 
mission, but it was amended to authorize an inquiry 
generally “into the work of the Commission, the pro- 
cedure it has adopted, the authority it has exercised, 
its attitude toward the business of the country.” 


Not In Good Odor 


Some interesting developments are expected. There 
is no question that the Commission is in bad odor 
with much of the nation’s business, because of what 
are deemed arbitrary methods, which, while seldom 
interfered with, are nevertheless suspected to be 
frequently outside the sphere of legal authority and 
an unauthorized interference with private enterprise. 

As an example of this feeling, it is said that there is 
really no legal authority for the present inquiry by 
the Commission into the business of the lumber asso- 


ciations, whose books and records the agents of the . 


Commission are now reviewing in great detail. While 
this is being done under the guise of a continuation 
of the assembly of corporation statistics interrupted 
by the war, it is believed that the real object is the 
ferreting out of information which might be of service 
to the Department of Justice in trying to make a case 
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against the associations for unlawful combinations in 
price fixing. 

While the lumber men will not make a legal test of 
the Commission’s authority, the doubt exists and it 
is not improbable that the Congressional inquiry may 
furnish information which will resulié in a test later on, 
by some other interest which feels itself aggrieved by 
the Commission’s activities. 


Not Interested In “‘Interference”’ 


There is in the present Congress an undoubted 
spirit of opposition to further interference with legiti- 
mate business and therefore there will probably be 
small response to the recommendations of the Presi- 
dent in his recent message when he said: 

“T would also renew my recommendation that all 
goods destined for interstate commerce should in 
every case, where their form or package makes it 
possible, be plainly marked with the price at which 
they left the hands of the producer. 

“We should formulate a law requiring a federal 
license of all corporations engaged in ‘interstate com- 
merce and embodying in the license, or in the condi- 
tions under which it is to be issued, specific regula- 
tions designed to secure competitive selling and pre- 
vent unconscionable profits in the method of market- 
ing. Such a law would afford a welcome opportunity 
to effect other much needed reforms in the business 
of interstate shipment and in the methods of corpora- 
tions which are engaged in it; but for the moment I 
confine my recommendations to the object imme- 
diately in hand, which is to lower the cost of living.” 


ANTI-DUMPING LAW URGED 
Cutting the Price to Get Production Feared 


Washington, D. C., Dec. 12—An anti-dumping 
bill has been favorably reported by the House Com- 
mittee on Ways and Means and the House is expected 
soon to pass it. 

The bill is intended to be an effective bar against 
the dumping of foreign goods in extensive amounts 
in this country and it is deemed especially important 
at this time when there are evidences of plans to ship 
such goods heavily into the United States. 

Examination of the latest figures as to importations 
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shows that the volume of imports is swelling rapidly. 
American producers and manufacturers are beginning 
to complain seriously. 

Not only is European competition a factor but the 
competition of Japan has to be taken into more 
serious account than ever before. In a number of 
lines of industry there are complaints of the invasion 
of Japanese goods. 

Whether the President would sign the bill which has 
been reported to prevent dumping is something not 
known. As indicated by his recent message, the 
President is not more friendly to the tariff than ever. 
It is quite plain that if foreign countries are to be per- 
mitted to dump their goods as they please in America 
through the reconstruction period, the difficulties of 
America in getting back to anything like normal 
conditions will be greatly enhanced. 


FEDERAL FUEL ADMINISTRATOR 


Hovey E. Slayton Appointed for State of New 
Hampshire 

Hovey E. Slayton, president of the F. M. Hoyt 

Shoe Company, Manchester, N. H., who was Federal 

Fuel Administrator for New Hampshire during the 





What Is Your Largest Single Sale? 


Steubenville, Ohio.—At McCoy’s. Two 
sales submitted, both made on same day, 
to Italians leaving for their native country, 
one sale consisting of seventeen pairs of 
shoes, amounting to $153 and the other 
consisting of sixteen pairs, amounting to 
$113.70. 











latter part of the war, has been again appointed State 
Fuel Administrator by Governor John H. Bartlett of 
New Hampshire. 

Mr. Slayton attended the conference of the New 
England Governors on the coal situation at Boston. 
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THE Y. W. C. A. SHOE CRUSADE 


Tested Out in Washington with Co-operation of 
Merchants 

Washington, D. C., Dec. 12— Co-operation on the 
part of Washington shoe merchants has marked the 
week’s campaign undertaken by the local Y. W. C. A. 
for the furtherance of correct walking and correct 
shoes, according to the physical department of the 
‘““Y”’, under whose auspices a series of foot examina- 
tions and of talks by orthopedic specialists has been 
held. 

In connection with the movement undertaken for 
the benefit of the membership and of all Washington 
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women, there has been maintained in the lobby of the 
gymnasium an exhibit of women’s boots, shoes and 
pumps which demonstrate fully that style and good 
looks and comfort and good sense can be combined in 
one shoe. These samples were lent by local shoe stores. 
Every evening this week, Miss Sheldon, a trained 
purse, specializing in orthopedics, has given her 
services in explaining and demonstrating the display. 

All the varieties of styles shown are featured by 
straitness of inside line, a heel space narrower than 
that for the ball of the foot, and a broad heel area, and 
are built on what is termed the “plastic last.” 

Stores whose wares were included in the exhibit 
have expressed themselves as glad to sell this sort of 
shoe and only regretful that so many women have 
prejudices against any footwear characterized as 
“sensible.” 


BOSTON SHOE TRAVELERS 
To Hold Annual Meeting Today, December 13 


The Boston Shoe Travelers’ Association is to hold 
its annual meeting and smoke-talk at the Boston 
Shoe Trades’ Club on this Saturday afternoon,. 
December 13. 

The principal speaker at the smoke-talk will be 
the Lieutenant-Governor of .Massachusetts, Honor- 
able Channing H. Cox. All members of the Boston 
Shoe Trades’ Club are invited. 


FAIR PRICE COMMITTEE REPORT 


From Newport News, Virginia, Referred Back to 
Local Committee 

We are printing a portion of the report of the 
Fair Price Committee of Newport News, Virginia. 
This report was referred back for further discussion 
to the retail shoe trade committee, of which W. H. 
Williamson of W. H. Williamson & Co. is a member. 
This further discussion was necessitated on account 
of the clause which provides for an averaging of the 
cost and replacement value of shoes. 

“No merchant may charge a gross profit exceed- 
ing 30 per cent on low grade shoes; 33 per cent to 35 
per cent on medium grade shoes; 3714 per cent to 
40 per cent on high grade and novelty shoes, made up 
of delicate material.” 


JEWELED HEELS 

A Fascinating Fashion for Party Slippers 

Fancy heels for party slippers have appeared once 
again on the fashion pages and in the windows of 
retail stores. Some are wooden heels covered with 
white kid leather, with irridescent beads in fancy 
designs upon them. Others are shiny black heels with 
jewels, like imitation diamonds and rubies, set into 
them. The fashion is not new, but it is always fasci- 
nating, and expensive, too. 
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Two Hundred Third Dinner 


Boston Boot and Shoe Club Holds American Shoe Trade Night and 
Hears John A. Bush ; 


NE of the largest nights in the history of the 
Boston Boot and Shoe Club was held at the 
Copley Plaza, December 10. No _ higher 

tribute can be paid to the speaker of the evening, 
John A. Bush, president of the Brown Shoe Company, 
St. Louis, than to say that not in years has there 
been such a representative turnout of industrial 
leaders to listen to any one man make an address. 
Practically without exception, every prominent shoe 
manufacturer, tanner and indus- 
trial man in New England was 
in attendance. The head table 
held: A. W. Donovan, Herbert 
F. Wasgatt, Elmer J. Bliss, Wil- 
liam H. Odell, Hollis B. Scates, 
Charles C. Hoyt, George W. 
Brown, J. Franklin McElwain, 
Elisha W. Cobb, A. C. Lawrence 
and Thomas F. Anderson. The 
evening typified New England 
hospitality to a fraternal brother 
from St. Louis. 


Interesting Addresses 


Elisha W. Cobb was first called 
on. Mr. Cobb made an announce- 
ment in behalf of the Boston 
Leather Trade Benevolent Society 
Inc. He asked a large attendance 
at the first annual banquet to 
be held at the Copley Plaza on 
the evening of January 14. 

Mr. Cobb was followed by 
Hollis B. Scates, president of the Massachusetts 
Retail Shoe Merchants’ Association, who spoke 
from the firing line of the retail store in its service 
to the public. 


Talk by H. B. Scates 


In an admirable address Mr. Scates reached the 
conclusion that ““The time has come when one must 
stop guessing so far as to the future. Prices are ab- 
normally high, and inasmuch as the merchant is 


always six months behind in the prices of his shoes 


to the public, it is time for him to consider well the 
safety and security of his stocks. The merchant is 
the last one to hold the bag and we don’t want you 
to go any higher, for all industry depends upon the 
financial security of the merchant, who must give to 





JOHN A. BUSH 


the public better values, because present conditions 
demand it.” 


Herbert Wasgatt Next Speaker 


Mr. Scates was followed by Honorable Herbert 
Wasgatt, associate-commissioner of the Massachu- 
setts State Department of Labor and Industry. 
Mr. Wasgatt spoke of the better relationship between 
labor and capital and of the excellent work of arbitra- 
tion and conciliation that the State 
Department of Massachusetts 
was endeavoring to do. 


Introducing John A. Bush 


President William H. Odell 
then presented the speaker of 
the evening, John A. Bush, who 
divided his address into two 
parts. He illustrated the latter 
part of his address with a large 
glass bowl, containing navy 
beans and walnuts, to illustrate 
the fact that the large nuts 
always came to the top because 
they had increased in size with 
their opportunity. The bean 
always fell to the bottom because 
it did not grow with its oppor- 
tunity; it did not increase its 
dimensions. It remained ever 
the small bean. 

The principal extracts from 
Mr. Bush’s speech are here given: 


Shoe Production Growth of St. Louis 


St. Louis, as you know, has a peculiar and very 
advantageous geographical situation. It is situated in 
the heart of the continent. It has the energy of the 
North and the hospitality of the South, the courtesy 
of the East and the vision of the West. (Applause.) 
Shoe manufacturing in St. Louis began in the year 
1878. Mr. George Warren Brown of our company, 
I feel, has the honor of being the first manufacturer 
with power machinery in St. Louis. This was about 
forty years ago. Its growth showed no important 
gain until the year 1900. It was always recognized 
before that as the largest jobbing center. Since 
that time, manufacturing shoes in St. Louis has grown 
by leaps and bounds and at present is growing faster 
than any other period in the history of the industry. 
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Yearly Business of $180,000,000 


I hold in my hand an advertisement from an old 
shoe paper—Mr. Terhune will remember it—the Shoe 
and Leather Gazette, of April 7, 1892, and in comment- 
ing for the year 1891 it shows that St. Louis had 
shipped from Boston for the year 314,000 cases of 
shoes, leading all other shoe jobbing centers by 
quite some few figures. Twenty-five years ago St. 
Louis jobbed 75 per cent of its business and today 
85 per cent of the annual business in shoes of that 
community represents its own manufactured product. 
Now 70 factories, employing over 20,000 people, 
produce about 40,000,000 pairs of shoes per year, 
which at an average of $4.50 per pair represents 
$180,000,000 in the aggregate per year. St. Louis 
has tried to build her business in manufacture 
by making dependable shoes, preferring to build 
only shoes of staple quality and not manufacture 
shoes where wear was in question. 


Emphasizes Importance of Sales Departments 


Your program says that I am to tell you certain 
things, and I am sure you won't feel that it is selfish 
or egotistical for me to say just a few words about 
our own company. I feel that we have made great 
progress in our sales department during the last 
half dozen years. And, gentlemen, the sales depart- 
ments of our business, whether it be shoe machinery, 
leather, linings, shoes, or any commodity, are the 
departments that must be on their toes in the years 
to come. Haven’t we really become soft in our sales 
departments? We have been order takers, not sales- 
men, for the last few years. In our business I have 
been very much interested to note that in the big 
volume of last year, amounting to approximately 
$32,000,000—and I am not giving figures out of 
school when I say it—it cost us 3.3 per cent to sell 
our shoes. I am a believer in good wages for the 
salesman. I am also a believer in having no unneces- 
sary cost between the manufacturer and the con- 
sumer, and the institution whose sales cost too much 
can not give the values that the institution whose 
sales are kept within a reasonable figure can give. 


Per Capita ‘Records of Sales 


Speaking of the sales department’s activities, or 
necessary activities, during the coming years, I 
feel that we are in our infancy in selling all kinds of 
merchandise. We have gone upon a hop, skip and 
jump method, without the careful analysis which 
must come in the coming years. Manufacturing has 
had its efficiency engineers. I believe that the sales 
departments must become more efficient. At the 


Brown Shoe Company we are very keen upon per 
capita records of sales. The only people who wear 
shoes are folks, and the only place you can sell shoes 
is where folks live, and the only people to wear out 
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shoes are folks. Therefore folks are the unit on which 
you should figure your sales and hold your salesmen 
to sales. 


Make an Analysis of Your Sales 


If we can:sell 75 cents per person in the State of 
Arkansas, why can’t we sell it in Missouri? If we 
can sell 85 cents per capita in Calloway County, 
why cannot we sell 85 cents per capita in Beaver 
Creek County? Gentlemen, the automobile people 
are blowing rings around us when it comes to analysis 
of sales. I know one automobile company which, 
when the time comes that it must push its sales, 
will tell you just how many cars it places every year 
in every county of this land, and just how many 
cars the agent has to take in that county the coming 
year to hold his job. You tanners ought to have 
per capita records in this way: How many shoes 
are manufactured in a given county, and how much 
leather did you get per pair of shoes manufactured 
out of that community? And if you are not gettting 
it per pair of shoes manufactured, why aren’t you? 
You can have your unit large or small, depending 
upon what works out to your own advantage. 


Great Opportunity for Sales Departments 


There is a great opportunity for the sales depart- 
ments during the coming years. Never before have 
they had such a chance as they have to display 
their abilities in the years to come. It is most inter- 
esting. I have a letter here from our sales manager 
outlining to me his plan and his problems, his figures, 
his hopes, his desires. They are principally hopes, 
but you ‘won’t have facts without hopes. (Applause.) 


Back to the Human Interest Days 


Perhaps we are comnig to a time when things will 
have to be handled a little differently, but at a meet- 
ing this noon I was impressed with the thought of 
one of our shoe manufacturers from up in Maine 
when, in commenting upon labor and the handling 
of labor, he said, “If we could only maintain that 
closer relation, like we did when we ran a little shop 
and we patted Bill on the back, and John on the 
back, and Susie on the back, and told them how much 
we liked them, and praised their work, and if we had 
anything to say said it to them direct. But in a 
big industry you know that there are so many in- 
between factors, why, it is awfully hard to maintain 
that kind of an organization. Until we can get back 
to that kind of an organization, or plant, so that our 
foremen, and so that those between the management 
and the employe can see that light, or we so educate 
them to see that light, we are bound to have our 
difficulties.” I hope that we may through that 
thought reach a solution. But St. Louis labor con- 
ditions I feel are very good at present. We will 
not worry. 
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Prices and Future Demand 


I have jotted down this general sub-heading, 
prices and future demand. Mr. McElwain, I think 
it was, at one of our national meetings—no, it was 
Mr. Owen Howe; the hide man of Boston—who 
made this statement, and I put it down and have 
kept it in my file ever since. He said: “‘] have found 
by actual experience that every increase in prices 
began with the raw material and worked up—that 
is, it began with hides and skins and worked up— 

- and every lowering of prices came from the finished 
product down, or from the consumer back to the 
hides and skins.’””’ He meant not some little fluctua- 
tion; he meant the great fundamental swings that 
your pessimist, Mr. Babson, speaks about. I think 
Mr. Howe hit the nail on the head. And, gentlemen, 
I think we should consider, not arriving at a pre- 
diction—and I don’t want to be misquoted and 
misinterpreted—I think we should consider the 
factors in favor of present price and volume con- 
ditions, and those averse, and then try and form 
our conclusions. 

First, I think every manufacturer in the room, 
and every manufacturer of most any commodity 
in the country today, has about all the business that 
he can handle. I think that is an established fact, 
although there may be spotty conditions here and 
there; but we are speaking of averages, 1 have no 
doubt in the world but what that is true. Now re- 
garding the retail demand. 


Regarding the Retail Demand 


You know New England and the East, I won’t 
comment on that, but I sent out a great many tele- 
grams to large department stores through the Middle 
West and West. I sent out a questionnaire to 25 
of our 210 salesmen who think and who know how 
to answer a questionnaire, and when the replies 
came in [ tried to make a composite of the whole 
thing. The Christmas business in department stores 
through the Middle West and West is very large. 
St. Louis, for some reason, seems to be particularly 
prosperous this year, possibly because it was not so 
much so the year or two before. The department 
stores report as much as 200 per cent increase in 
Christmas totals. I am not speaking of shoes. I 
think the shoe business, as a known fact, is not as 
good possibly around Christmas as some other time. 
Isn’t that right, Mr. Scates? But as a whole people 
are spending money. 


Business Good the Country Over 


One of the department managers in one of our 
biggest department stores in St. Louis told me the 
other day that it astonished him, if they did not have 
the line of merchandise that the party called for, 
the party would take the next best, anything to 
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spend that $10, or $20, or $30. And so business all 
over the country is good. As far as I can find out 
from the Sunny Southland, and out through Cali- 
fornia, up to Seattle and all through the Middle 
West, business is remarkably good, and I presume 
it is down here. I did not investigate the East at 
all; I was to give the western slant and the western 
thought here. And so that is a factor. You might 
call it a bull factor. 


American Manufacturers Granting Europe 


Credit 


It, however, precedes another condition. Take 
our exports. I tried to get enough export figures. 
Perhaps you leather men, who are up to the minute, 
know all about them. I never thought much of 
statistics, because they don’t show the true trend. 
Much of the leather and shoes that are going out now 
were bought heretofore, of course, but the facts 
are that October figures for shoes are more in pairs 
and dollars than September, and more than any pre- 
vious month for some time. And leather is a big 
volume, as you in the tanning business know. I 
was impressed with what George E. Roberts, the vice- 
president of the National City Bank, said the other 
day. He said, ““You cannot account for the enormous 
exports in any other way except that our manu- 
facturers are granting credit. I think some organized 
movement will be required to sustain conditions.” 
Well, the facts are that leather and shoes are leaving 
this country, and have been leaving it. Whether 
that will keep up it is very hard to say. 


Regarding Exports of Shoes 


Speaking about exports of shoes, I was very much 
impressed in the last few months in running through 
New York papers to notice these advertisements. 
Every once in a while a good retail friend of mine 
sends me one, and while he doesn’t say so he infers 
that we are selling shoes to Europe cheaper than 
we are to America. You know those kind of fellows 
that write you those letters. From some of these 
“ads,” you know, you would think that all the 
shoes in the world were concentrated at the port of 
New York for immediate export to Europe. “Ad” 
after “ad” of that kind has appeared in the New 
York papers. It reminds me of that little frog story 
I heard not long ago. 


The “Frog”? Story Is Related 


It seems that a farmer up-state, just out of New 
York, talking with a New York hotel proprietor, a 
friend of his, one day, heard him say he had a big 
demand for frogs’ legs, and that he would like to be 
able to buy a thousand frogs a week. ‘“‘Why,” said 
the farmer, “I can supply those. We have millions 
of frogs up at Bush Creek, and I will guarantee to 
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give you a thousand a week.”” The farmer went home, 
and was to furnish so many every day. The next 
day a dozen or two frogs arrived at the hotel by ex- 
press, and a few days later sixteen or eighteen. 
Then six or eight came, and then one or two. Finally 
the farmer came down to the hotel proprietor, with 
his head hung down. The hotel proprietor said’ 
“Well, how about the frogs? How about the frogs?” 
“Well,” said the farmer, “I was deceived. They 
made so much noise I thought there were a million 
of them.” 


On the Bull Side of Conditions 


And so the New York shoe exporter is making a 
heap of noise in these days, but exports that we have 
run down were very much less in quantity than the 
advertisements indicated, and I would venture to 
say that it would be pretty hard to get the volume 
of shoes that were advertised in New York export 
journals for immediate shipment. That, therefore, 
is somewhat of the bull side on conditions. 


A Word on Increasing Production 


Let me speak a word about increasing production, 
on the other side of the fence. I do not believe that 
there is a man in this room but who sincerely down 
in his heart believes that the shoe output has not 
grown steadily since the first three to four months 
of the year, and that for the past six months the 
production has been heavy compared with the pre- 
vious six months. Now let me refer to what Mr. 
Scates said. The potential buying power of this 
country, the way I see it, is vested in approximately 
5,000,000 families with steady incomes of today—it 
used to be $1,000, of today say from $1,600 a year 
to the man of big salary, $25,000 or $50,000. Very 
few of those, but include them. There are families, 
and there are discriminating buyers, who are careful 
in spending their money, regardless of pre-war, or 
no war, or war, or any other conditions. They are 
not the people who have made the enormous retail 
business of the past several years, and the past year 
especially. 


The Big Spending Class Is Awakening 


The people who made the big retail business of 
the past year are the crowd consisting of the newly 
rich and the laboring men and women, the industrial 
workers, whose salaries have advanced approximately 
from 70 to 125 per cent in some industries, an average, 
I should say, of not more than 80 per cent, but fully 
that much—75 or 80 per cent. This class are what 
we might term the easy come, easy go class. Gentle- 
men, this class are waking up. They are waking up 
to the fact that their income will not balance their 
outgo. The awakening will be slow. It has been a 
long sleep. But it is coming just as sure as I stand 
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here and just as sure as you sit there, and it is going 
to come possibly fast and possibly slow, no man 
can tell. We see it already. There is a greater desire 
of the sincere and discriminating and careful thinking 
retailer to provide better values. By better values 
I mean as good value for less money. It is coming, 
gentlemen. 

Production is increasing. When you see the Victor 
output reach normal the shortage on victrolas will 
soon be removed. That is only one of a whole lot 
of shortages that are going to be made up in the very , 
near future. 





Emphasizing Identity 
Of David Brown Shoe Company, Albany, N. Y. 


For the past 25 years the David Brown Shoe Com- 
pany has been conducting a retail shoe business at 
130 South Pearl Street, in the City of Albany, N. Y. 
It has a well-established trade and first-class credit. 

About one year ago a man by the name of Brown 
opened a shoe store at 114 South Pearl Street in the 
same city and has been doing business under the 
name of Brown Shoe Company. The similarity of 
names and of locations has led many concerns to send 
merchandise to the latter man under the impression 
that it was going to the David Brown Shoe Company. 

The David Brown Shoe Company wishes it known 
that there is absolutely no connection between the 
David Brown Shoe Company of 130 South ,Pearl 
Street, Albany, N. Y. and the Brown Shoe Company 
of 114 South Pearl Street, Albany, N. Y. 





For Accuracy in Location 

The name of the Stanwear Shoe Company, 19 S. 
Wells Street, Chicago, large distributors of children’s 
shoes, was inadvertently left off of page 102 of the 
Chicago National Shoe Exposition section in last 
week’s issue. This concern will have a complete dis- 
play of its line at Room 635 Palmer House, during the 
Chicago Shoe Exposition, January 5th to 10th, 1920. 





Sells 40 Styles in Slippers 


The Prices Range from $1.85 to $6.50 a Pair and 
Might Be Higher 


A New York merchant is offering 40 varieties of 
slippers for Christmas gifts to men, women and 
children. That seems a generous assortment. 

The prices range from $1.85 for felt juliets with 
leather soles to $5 for men’s leather everetts, and 
$6.50 for quilted satin D’Arey slipper with covered 
heels. 

The merchant says that he bought his slippers last 
Spring, “since when prices have increased 50 per cent.” 
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Allied Trade Council Meeting 


Delegates From National Association of Shoe and Leather Industry 
Study Trade Conditions | 


industry it is the custom for the style committees 

of the various associations to meet the day prior 
to the Allied Trades Council to study out and de- 
velop the program of styles for the advance season. 
Such a meeting took place December 3. It was given 
over to the consideration of styles for men, women 
and children. 

On December 4 the Allied Trades Council met and 
every factor of the industry wasconsidered from the 
hide puller to the manufacturer, the wholesaler and 
the retail shoe merchant. The best synopsis of the 
entire session is indicated in the following concise, 
clear and fair statement by a member present: 


[ the preparation of the style program of the 


Synopsis of Entire Session 


“It is evident that general statements and con- 
clusions relative to market conditions are often 
dangerous and misleading. It does not seem to be 
clearly understood by the public or casual students 
that consumers’ prices as a rule lag six months be- 
hind producers’ prices. In other words, a change, or 
a new level of prices up or down, at the raw material 
end, requires in normal times six months to work 
through to the finished end. From the time a hide 
is purchased it may be from six to twelve months be- 
fore it is on the shelves of the retailer in the form 
of a shoe. Present consumers’ prices are, therefore, 
based on prices paid producers last Spring. The 
market advance in raw material during last June, 
July and August, due to the excessive foreign demand, 
will not be fully reflected in prices to the consumers 
before Spring, 1920. 


Market Depends on Foreign Demand 


Due to the chaotic condition of foreign exchange 
forecasting a lessening foreign demand for leather 
and leather products, and due to the development 
of a saner and non-speculative attitude on the part 
of buyers, a weakness has developed in the prices of 
hides and skins. As yet this does not apply to goat- 
skins or kid leather. If this condition should contin- 
ue it would indicate that that tide has turned and 
that the peak of prices has been reached. It must be 
borne in mind, however, that the foreign demand in 
the shape of raw or finished products is the key to 
the situation and if this should resume to any large 
extent, a firmer market condition would be in- 
evitable. 


Further Research on Situation Present 


Shoe factories are sold up well into April. Pro- 
duction per man or per unit of floor space is greatly 
below normal due to an inexplainable psychological 
situation. When the maximum efforts would create 
so much wealth and happiness this condition is a mis- 
fortune. Retail business is much larger in volume, 
in unit pairs somewhat less. There seems to be a 
slight let-up in the extravagant buying. There is 
nothing, however, except less prosperous times which 
will markedly change the tendency in human nature 
to purchase more and better thing of life. This 
accounts for the purchasing of high priced products.” 

The following papers, together with that of A. H. 
Geuting and J. P. Orr in another part of the book, 
are run with the approval of the speakers or by digest 
of their remarks. 


Survey of Raw Stock Conditions 
By EDMOND WEIL of Alphonse Weil & Bro. 


The first thing that we must look into is the follow- 
ing: What is the situation relating to the ratio of the 
supply today to the supply of former times, and, 
similarly, the relation of present demands with the 
demand that there has been in the past? When we 
speak of supplies, as far as our industries and trades 
are concerned, we refer to: 

First, raw hides and skins; and then, secondly, to 
the leather made from them. 

Our supply of raw hides and skins rests on our 
domestic supply and as well on imported foreign hides 
and skins. It is on the latter that we have to meet the 
world’s competition, in particular now that the war 
and with it the abnormal times are about over; for, 
during the war we had it, so to say, almost all our own 
way, and yet, had it not been for the fixing of such 
unfairly low prices on foreign hides and skins, this 
country would probably have been, in the long run, 
and at this very time, in a stronger statistical position, 
as far as supplies of hides and leather are concerned, 
than it is today. 


Dependence on Foreign Raw Stocks 


According to statistics, which are corroborated by 
Babson’s Statistical Organization, our industries in 
the former normal course of events depended on im- 
portations of foreign supplies, divided among the 
following most important items, and the following pro- 
portions of: 
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Abt. 45/50% cattle hides 
55% calfskins 
90/95% goatskins 
80% sheepskins 
which means, of course, that our domestic supplies are 
represented by the differences. 

Our requirements are based on the consumption of 
our population and on the earnings and prosperity of 
our masses, as well as on the proportions to which our 
export trade has developed. We know that our popu- 
lation has been on a steady increase. We know that 
our so-called working classes (and I consider that 
almost everyone in the United States is a worker, be 
he the banker, manufacturer, merchant or the pro- 
fessional class, and often these are harder working 
than the so-called working classes), we know that our 
so-called working classes have been steadily employed 
in the last five years with unprecedented and never- 
dreamed-of high wages, which enabled them, on the 
great average, to set aside for a rainy day considerable 
sums which are now swelling the deposits of our 
savings and other banks. 


Credit and Exchange in Exporting 


We know also to what extent our exports of leather, 
leather goods and shoes have grown. In fact, at this 
very time one may say the whole world seems to be 
looking toward the United States for their full sup- 
plies to cover their immediate requirements. I mean 
especially our late enemy belligerents, the Balkan 
countries, Russia, and many other countries; the only 
causes to prevent the consummation of business are 
credit and exchange. 


Requirements of Europe Abnormal 


A year ago, after the memorable armistice was 
signed, we were still somewhat in the dark as to condi- 
tions that may be found pertaining to hides, skins, 
leather, shoes and leather goods in Germany, Austria 
Russia, etc. We surmised then that there existed a 
great scarcity in these countries as regards these com- 
modities, but never did anybody dream that the con- 
ditions would be found later, as we have found them 
out since, that these nations were as bare of them as 
we know now they are. 

To meet all these abnormally enormous require- 
ments what can we count on? What are the supplies 
on which the late allied as well as enemy belligerent 
countries can count on? 


Smaller Supply of Domestic Hides 


In this country, cattle in numbers have increased 
about 7 per cent, but only in numbers. The facts are 
that the increased numbers of cattle are represented 
principally by younger and, therefore, smaller ani- 
mals, for the older and heavier were killed off in pref- 
erence during the war to supply the needed food for 
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our own requirements, and especially the belligerent 
armies and starving populations of Europe, and they 
are, therefore, offering in reality but a smaller supply 
of leather yielding cattle hides. 


America Disappointed Over Imports 


At the beginning of the year, or rather in the 
Spring of this year, we were looking forward for a 
considerable increase in our supplies through in- 
creased importations of raw material, principally 
from South America, the eastern countries, Australia, 
possibly also from the Allied and Neutral European 
countries, and perhaps from Russia; but what has 
happened? 


Summary of Foreign Hides Available 


South America is virtually cleaned out, principally 
through the purchases of the United States, England, 
France, Italy and Sweden, which latter country, before 
the war, hardly made direct purchases, but secured its 
supplies from Hamburg. It is a sure guess that the 
bulk of the purchases for Sweden were for account_of 
the late enemy belligerents. 


Europe Waiting for Credit 


_ Are the belligerent countries of Europe not waiting 
for credit facilities from the United States to enable 
them to resume normal conditions of life, to resume 
industrial activity, for the possibility of which they 
necessitate large supplies of raw material? It is that 
requisite and stabilization of exchange which as yet is 
preventing them from entering even stronger the 
markets of the world for the purchase of shoes, leather 
goods, leather, and last, but not least, raw hides and 


skins. 
Our Country Must Loan Europe 


Speaking of the granting of long-time European 
loans and credits to our allies, this we must all realize 
is not only our duty to those who sacrificed themselves 
for almost three years before our entry into the war, 
not only to defend what was everything to them, their 
honor, their families, their homes, their own lives, but 
who virtually defended, perhaps without that inten- 
tion, but, nevertheless, defended our own very country 
of the United States during these most terrible and 
arduous years. kas 


Ratify Peace Treaty and League of Nations 


Permit me, therefore, at this stage to make the 
appeal to you to lend your influence and assistance 
towards the prompt ratification of the Versailles 
Treaty of Peace and the formation of the League of 
Nations with the United States in it, so that this 
financial and moral help can be extended to our 
brethren and allies, so that peace in the world may be 
re-established not only in words, but in fact. 
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Side Upper and Calf Survey 
By W. R. FISHER, of A. C. Lawrence Leather Co. 

In the present state of world-wide unrest and 
hysteria it is certainly fair to expect the business man, 
at least, to keep his head, and because there have been 
times in the recent past, for instance, the Fall of 1916 
and June and July of this year, when we did not ex- 
hibit any very strong resistance to the hysteria of the 
moment. I want to make a plea for sober and calm 
judgment and to examine briefly the situation of side 
and calf upper leather by the old, and recently much 
neglected, law of supply and demand. 

The supply and the demand for commodities are 
most seriously out of balance individually and col- 
lectively, but broadly speaking these United States 
have and our neighbors across the Atlantic have not, 
and, of course, that condition is expressed in the rate 
of exchange, and while that should be thought of as a 
very serious matter in its hindrance to the free flow of 
our exports, it should also be thought of as an indica- 
tor of the enormous demand across the water for 
commodities to fill the vacuum created by the whirl- 
wind of this war. 

I feel that we must still give a large part of our at- 
tention to the foreign demand. Our export business 
in leather has grown enormously during the war 
period so that it has become a large factor in the de- 
mand for the product of our tanneries. 

Exports of calf and side upper for the month of Sep- 
tember—the last figures we have—were the highest 
in history with the exception of the month of June of 
this year. The same may be said of total leather. 

Our total leather exports for the six months ending 
October 1 this year were at least three times our aver- 
age exports during the war years and well over four 
times the exports of pre-war years, and even allowing 
for the change in prices the comparison is striking. 

Now, the effect of the recent serious declines in ex- 
change is, of course, to retard the movement of these 
exports, but no one should argue, if for a time that is 
the effect, that therefore the demand across the water 
has been satisfied and that exports are no longer a 
factor to be considered, because I believe firmly, from 
a great deal of evidence, that the demand abroad is 
still very far from satisfied. 

Summarizing the situation, there are seen to be a 
continuing strong domestic demand for side upper and 
calf leathers and an export demand of large propor- 
tions far from satisfied, and, on the other hand, 


sufficient but moderate stocks of hides and leather in - 


the hands of tanners. 

The previous speaker has mentioned the importance 
of spreading the shoe manufacturers’ demand for 
leather more evenly over the different kinds of 
leather and over the different grades and weights, and 
your chairman has mentioned the excellent quality of 
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side leathers now being produced by a large number 
of tanners which are available to make up for the short 
supply of calf leather. These are both very import- 
ant points, and a great deal can be done by retailers 
and shoe manufacturers to help the public and them- 
selves as well as the tanners to combat the high cost 
of shoes, but spreading their requirements over a 
greater variety in kind and grade. 

Our present situation looks a good deal like a return 
toward normal market conditions. In other words, I 
feel that we are through with the violent jolts and the 
violent extremes into which we have been thrown by 
this war, and we can all do our part to keep our market 
within a reasonable and healthy range by keeping our 
heads and refusing to get excited. 


Glazed Kid Survey 


By CHARLES P. VAUGHAN, of Dungan, Hood & Co. 


Charles P. Vaughan, of Dungan, Hood & Co., Phil- 
adelphia, spoke extemporaneously on the general sub- 
ject of glazed kid. He explained the apparently large 
imports of raw goatskins by calling attention to the 
fact that stocks were severely depleted during the 
time that the embargo existed, and that the increased 
imports were absolutely necessary to enable the manu- 
facturers of glazed kid to supply the accumulated de- 
mand for leather. In considering the fact that the 
tanners had at present from three to six months’ sup- 
ply of skins in the hair, he called attention to the fact 
that the glazed kid to be made from these skins was 
practically all sold. At the present rates of exchange 
the exports of kid have been brought to a standstill. 
On the other hand the export duties imposed by 
several countries will tend to retard imports of raw 
stock. The export duty of 15 per cent imposed by 
the government of India carries with it a rebate of 10 
per cent upon skins exported to points in the British 
Empire. At the prices of skins ruling today this 
amounts to a discrimination of $2.15 per dozen. Re- 
cently India skins in the hair have been bought at 
rates which amount to $1.00 a square foot for the raw 
material. This will make it impossible for anyone to 
sell the glazed kid made from such skins for less than 
$1.50 for black and proportionate rates for colors. 
The India export duty with its discriminatory feature 
promises to severely curtail the production of glazed 
kid in the United States. It is not alone that the 
productive facilities of the British tanneries have been 
increased several hundred per cent during the war, but 
the big German tanneries are located on the west bank 
of the Rhine in what is now occupied territory. They 
are now stocked with skins by England. An unfortu- 
nate phase of the raw skin situation is the extreme 
pressure upon certain kinds of goatskins to the almost 
complete exclusion of other sorts. Mocha skins 

(Continued on page 50) 
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HE other day I was batting advertising topics back and forth with a 
good friend of mine who is connected expensively with one of the 
big general or popular magazines. 

Eventually I pricked him a little on the broad subject of the apparent 
inconsistency of advertising stone crushers in women’s fashion journals, or 
something like that; whereupon he exploded with a bang and flared back at 
me with this: 

“*All right—why do you carry advertisements of wholesale leather houses 


in the “Recorder,” a periodical for retail shoe merchants?” 


Right then and there the entire remainder of the conversation passed into 
my hands. His question gave me the excuse I now realize I have long wanted 


for relieving my system of some plain statements about leather advertising in 


the “‘Recorder.”’ 


co cho cho 
Let me epitomize what I said in drowning his further speech: 


Advertising of leathers in our paper is probably one of the most informa- 
tive features of the publication. It has unquestionably been the greatest in- 
fluence for acquainting the shoe dealers of this country with the real value 


and dependability of the standard-brand leathers. 
co cho eho 
What has the result been? 


Our advertisements of the leather houses have without doubt contributed 


far more toward educating shoe merchants to specify well-known stocks in the 
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shoes they order from manufacturers than all other similar influences com- 


bined! 
I’ll take the long end of a gentlemanly wager on that proposition! 


More than this, these advertisements have created, in the minds of the 
retail dealers, high standards of excellence in tanning methods that have 
spurred tanners to race with one another in improving their tannages from 


time to time, in the struggle for predominance. 
co eho cho 


Is leather publicity to retail shoe men logical and profitable to the ad- 
vertisers? Js it? Ask the men who pay the bills. Put that question to 
tanners whose trade-marked brand-names show up in cold type in the specifica- 
tions accompanying shoe cuts printed in literally hundreds of each season’s 


various forms of stock catalogues issued by shoe manufacturers to their dealer- 
customers. 
Ever hear of a leather house objecting to that? 
4 
The up-to-date buyer for a shoe store nowadays specifies So-and-so’s 


leather or Such-and-such a tannage, when he places an order with his manu- 


facturer, almost as religiously as he specifies the range of sizes. 
cho cho eho 


Whenever anyone wants a pink-framed mental picture of nothing at all, 
let him try to imagine the manufacturer of a good leather endeavoring to ele- 
vate it to a head-liner position and large distribution without the knowledge 
and good-will of retail shoe dealers and without such publicity to those dealers 


as good advertisements in the “‘Recorder”’ give. 


Publisher Boot & Shoe Recorder. 


Some picture! 
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Association and Organization Value 


By DAVE MORRIS, Chairman Membership Committee, Chicago Shoe Travelers 


“Lives there a man with brains so dead, 
Who ever to himself has said, ‘I know it all.’”’ 


and fundamental principles of all things 

worth while. To observe is to learn, to asso- 
ciate is to create, and to organize is to demonstrate 
the unlimited possibilities of thinking minds, to 
perpetuate progress. 

These principles should cause the ambitious to 
immediately seek association of organizations nearest 
their interests in the business world, for better en- 
lightenment in general, on subjects they are mostly 
interested in. 

No progressive man can afford to neglect the oppor- 
tunity of associating with men whose interests are 
likened to his own for their livelihood. 

It is my extreme pleasure to note that many of the 
down-state. shoe merchants, as well as local, are 


. SSOCIATION and organization are the basic 


DAVE MORRIS 


asking the salesmen to call on them if they belong 
to the shoe travelers’ association. And many of 
the latter are keeping the same interest in the re- 
tailers’ association. “Keep it up.” This is good pub- 
licity work for both organizations; and will result 
in much good for every individual. And time alone 
will prove the value of this effort. 


Urges Immediate Membership 


So, Mr. Retailer, if you are not a member of the 
shoe retailers’ association, get busy and join now. 


YOU OWE IT TO YOURSELF. And the same 
rule applies to you, Mr. Salesman; join the shoe 
travelers’ association now. 

Don’t be in the business world in innocent igno- 


rance. Like the knee pants manufacturer, doing busi- 
ness on a very small scale, who when calling on one 
of his customers was informed that his prices were 
much higher than his competitor, remarked with 
much surprise: “I cannot understand how anyone 
can undersell me. I am my own cutter, designer 
and salesman. My wife is my operator and finisher. 
My oldest son the baster and utility man. A younger 
son after school hours, my packer and shipping clerk. 
One of my daughters, the bookkeeper, etc., and the 
other, my stockkeeper and order picker; my parlor, 
is my stock room and my dining room my work room; 
how dat guy can undersell me, I can’t understand. 
He muz be a ‘kike.’ ” 

Owing to the great success of the exposition, our 
initial effort held last July, we became inspired to 
greater things, made possible through our connection 
with association and organization. 


January 5-10 the Dates 

The time is rapidly approaching when another 
event of vital importance to everyone connected with 
the shoe business will take place, under the auspices 
of “The Chicago Shoe Travelers’ Association” 
(members of the National Association), at the 
Palmer House at Chicago. 

COME TO CHICAGO BETWEEN JANUARY 
5 and 10, to the Palmer House, and see the result of 
honest endeavor, and one of the great results of 
ORGANIZATION. 

It has made “Commercial Pals’ of customer and 
salesman, and customer and house, all of whose 
interests are mutual. 


ALLIED TRADE COUNCIL MEETING 
(Continued from page 47) 


from Africa were formerly used in great quantities, 
but shoe manufacturers today will not use kid made 
from the low cost skins. Mr. Vaughan alluded to the 
fact that fully 40 per cent of our importations of raw 
goatskins have been coming from India. If this is 
taken in connection with the additional fact that 40 
per cent of the total number of skins tanned in the 
United States have been going for export some idea of 
the situation may be had. Another consideration is 
that the territory from which large numbers of African 
and other skins come is under British control. If 
Mocha, Cape and other raw stock is to follow India 
skins into the field of discrimination it may be the 
beginning of the end of the glazed kid industry in the 
United States. 
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On the Threshold of a Great Convention 
Let Us Consider Its Purpose 


IHE Pilgrims landed at Plymouth in 1620 as every schoolboy knows. It is 
conceivable that many a schoolboy of the future will know of a second 
pilgrimage into New England 300 years later—the pilgrimage of the 
National Shoe Retailers to Boston in 1920. 

The Pilgrims of 1620 landed at Plymouth because there was a rock to 
land on. 

The Pilgrims of 1920 selected Boston because there wouldn't be 
room for all the delegates on Plymouth Rock. And there are 56 other reasons. 

The first thing to touch Plymouth Rock when the Pilgrims landed was a shoe. The 
model of that shoe survives to this very day as the Colonial Model, but that old original of it 
was square-toed and uncompromising. It was a shoe you could walk miles in, a shoe you 
could kick your enemy with, and a shoe that was guaranteed to squeak as you walked up the 
aisle in church. 

It may or may not be true that the cocktail follows the flag—or at least that it used to— 
but this is certain: Wherever the flag goes, the shoe marches right under it. Yes, and it often 
precedes the flag. The Indians who crept away stealthily or approached in childlike wonder 
when the Pilgrims landed hadn't any flag, but they wore moccasins, and the model, scarcely 
altered, survives today. It may be possible to find some savage tribe that hasn't any religion, 
but it would be difficult to imagine any tribe that didn’t wear some sort of shoe. 








America’s Greatest Contribution to the World 


This fact is more significant than it may seem. It shows that man is a shoe-wearing 
animal. If he wasn't, the convention of the National Shoe Retailers wouldn't have been held 
in Boston in 1920, nor held anywhere else. It’s a safe bet that almost any self-respecting Zulu 
knows the difference between a home-fashioned sandal and a Goodyear welt. If some be- 
nighted Zulu doesn't know, it won't be long before he learns, for American shoes are sweeping 
the world, and for two excellent reasons—Yankee merit and Yankee push. 


An Industry of Ideas 


But the shoe business, like charity, begins at home, and it’s the home consumption that 
the National Shoe Retailers are primarily interested in. The first thing to touch the conven- 
tion hall will be a shoe, but the shoe that touches the convention floor will not be the shoe of 
importance. The important shoe will be the one in the minds of the delegates, for these men 
will be there to talk shoes, to think shoes, to dream of shoes at night. These men know that 
a shoe in the mind is worth two on the feet, they know that the shoe in the mind becomes shoes 
on the feet of uncountable customers. To get shoes from the mind to the feet is the most 
important of the fifty-seven purposes that brought the delegates to Boston. 
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Boston is a good place to come to. Not because it has the finest harbor on the Atlantic 


coast: with the best shipping facilities (New York papers please copy). Not because it is 
200 miles nearer Europe than New York is. Not because Boston's South Station handles more 
trains per day than any other railroad terminal in the world. Not because the Arnold Ar- 
boretum is the largest and finest tree museum in the world and the Fine Arts Museum ranks 
among the most important the world over. Not because the Metropolitan Park System, 
covering 25 miles of seashore, 45 miles of river banks and more than 100 miles of drives and 
parkways, is unexcelled by any other city on earth. Not because Boston is an acknowledged 
center of learning, with no less than nine colleges and universities in its immediate vicinity. 
Not because Boston is the greatest wool market in the world and the greatest textile center, nor 
that it leads the world in shoes and leather. 


New England Is a National Idea 


These are but the outward material symbols of an inner spiritual grace. New England is 
an Idea and Boston is its capital. Boston might be described as.a city in Massachusetts pop- 
ulated largely by natives of Maine, Vermont and New Hampshire, and as Ohio is called the 
Mother of Presidents, New England might be called the Mother of States. The Pilgrims 
didn’t stay in Plymouth. They didn't stay in Boston. America might be described as a 
country populated largely by New Englanders. They have stamped their character out of all 
proportion to their numbers. They form an important constituent in that virile, alert, ideal- 
istic, practical, carefree and intensely serious multiple personality known as the American 
Type. But if the New Englander has impressed his characteristics on his fellow Americans 
of differing blood, these fellow Americans have in turn modified the characteristics of the New 
Englander, and this has been extremely good for him. 


A Welcome Heartily Given 


The unadulterated New Englander is rather a peculiar person. He has his faults and he’s 
a little proud of them. He has his virtues, which he tries to hide. He has the reputation of 
being a trifle austere, but this is because he feels so much that he’s afraid to show how much he 
does feel. He's afraid of letting himself go. But there is nothing restrained or unstinted in the 
welcome Boston, and New England through Boston, gives to the delegates of the National 
Shoe Retailers’ Convention. It was really a sort of homing instinct that brought the delegates 
to Boston. The delegates are really either native or adopted sons, When one is in the bosom 


of one’s family, how can he help letting himself go? 
Bigger Business, Thus Better Business 


The Pilgrimage of 1620 and the Pilgrimage of 1920 have more points of similarity than 
might at first appear. The Pilgrims of 1620 had their heads in the clouds, but their feet were on 
the ground. The Pilgrims of 1920 have their feet on the ground, but their heads are in the 
clouds. The slogan of the Pilgrims of 1620 was “Civil and Religious Liberty!" The slogan 
of the Pilgrims of 1920 is ““Better Merchandising Through Merchant Betterment!’ This means 
better public service all along the line, everywhere. It’s good now, but the delegates of the 
National Shoe Retailers’ Association want to make it better. Bigger business through better 
business is what they want. And they are going to get it. They are going to get it because 
they came to Boston for it. They are going to get it because they are the kind of men who get 
what they want no matter where they go. ; 

We can figure Boston as a charming lady of silk and manners. Her age is her feminine 
prerogative. She is very much alive and up to date. She doesn’t even scorn slang for emphasis. 
She is standing at the entrance of the convention hall shaking hands with the delegates. 

‘Welcome, my boys!” she is saying to them. “More powertoyou! You'reall set! Gotoit!” 
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A Big Convention, a Real Education 


The Man Who Says ‘‘I Can't Afford to Go” Is Really the Man Who 
Most Needs to Go 


N association, society, or club is much like a savings-bank. A man gets out of it just 
A what he puts into it, plus interest. 

When any big meeting which is participated in by a large body of men comes to a 
close, there are usually a good many of those men who are enthusiastic, and tell their friends 
what a wonderful meeting was held and what a lot of good was accomplished. 

Other men who attended that same meeting will go away saying that it did not amount to 
much, and very little was accomplished. 

An analysis of the situation is sure to develop the fact that the enthusiastic man, the man 
who really got something worth while out of the meeting, was the man who put something into 
it, while the man who went away dissatisfied probably entered the meeting with the idea of 
getting something for nothing. His whole thought was to profit by the experience of others 
without giving anything in exchange. 

No sane man would expect a savings-bank to honor his check unless he had first de- 
posited money in that bank. 


A Place to Exchange Ideas 


A convention of men of any class, rightly conducted, becomes a grand forum for the ex- 
change of ideas—a place where every man has a right and opportunity of injecting his own 
opinion, depositing the results of his own experience, and receiving in exchange the benefit of 
the opinion and experiences of hundreds of others similarly situated. 

No man knows it all, nor is it possible for him to know all the things pertinent to the line 
of business to which he is engaged, because new problems and new questions are coming up 
every minute. New ideas and new methods are every day coming to the forefront. 

It is only by constant study of these problems and methods and by keeping in close touch 
and rubbing elbows with other men of his craft that he can arrive at a solution of the problems 
that confront him. 


The Testing Place for Ideas 


An idea or a principle should not be adopted simply because it is new, nor rejected 
merely because it is old. 

Principles and ideas should be adopted and adhered to when they are proven to be true, 
logical and trustworthy. ; 

Industrial changes are coming very rapidly, not only in this country but the world over. 

The comparative status of employer and employe is demanding more attention today 
than ever before in the history of the world. The old idea of ‘Master and Servant” must give 
way and is giving way to the more modern method of co-operation—a method of work together 
and share together. 

The working out of a just and satisfactory method of compensation for employer and 
employe is of vital importance to every employer of labor, whether he be the head of the 
biggest manufacturing corporation of the world or the employer of one clerk in a shoe store. 
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Merchandising in its various ramifications is looked upon in a far different light than 
that which prevailed in the years agone. 


The Merchant as a Citizen 


The storekeeper or merchant of today is not only a buyer and dispenser of merchandise 
but is a big factor in the industrial, political and social elements of his community. 

He owes his community and his customers a far larger obligation than that of merely 
exchanging a dollar’s worth of merchandise for an equal amount of the coin of the realm. 

If he has to maintain the position which he should occupy in his community and. re- 
main an independent merchant, conducting his own business with his own name over the door, 
it is imperative that he adopt the best method obtainable for the conduct of his business and 
the buying and dispensing of his merchandise. 

Within the last few years the chain-store idea has made rapid headway. There are many 
evidences that point toward a further extension of this plan of merchandising. It therefore 
behooves every independent merchant to learn all he can of what is best in modern merchandis- 
ing methods. 

This is a day of high efficiency, and the man who is to continue in business must recognize 
the fact that only through the adoption of and the adherence to the highest standards of 
business conduct can he hope to succeed. 

The shoe business has become a department of highly specialized art. 


Style Necessitates Newer Merchandising 


Mere foot coverings, although they may protect the feet from the elements, no longer 
satisfy the general consumer. Style is a big element in the game today. Never in the history 
of the shoe business has fashion been so important a factor. Along with fashion must be 
considered fit and the ability of salespeople to rightly select the particular style for the oc- 
casion demanded by the customer and then properly fit the customer’s feet. 

All this means education of the merchant as well as education of salespeople. 

The men who are prominent in the shoe business today, the men who have become success- 
ful have to a great extent won their prominence and success by mingling with other men and 
exchanging ideas. 

They have expanded and grown by absorption of the principles and thoughts of others 
and then putting the ideas thus gained into execution. 


The Veteran ‘Convention Attender's” Views 


One of the big successful retail shoe merchants of the country puts it this way: ‘What I 
have put into association work, as compared with what I figure I have gotten out of it, is so 
little that it could not be charged to expense. A little time and a little money (very little), 
the returns for which have been greater in proportion than any oil stock I have ever known of. 

' “T have been selling shoes straightaway since 1871, but am still young enough to be taught 
new ideas, and I get them and pay for them from association.” 

The convention of the National Shoe Retailers’ Association at Boston will be the greatest 
shoe school ever held in this country. 

More information and a more liberal shoe education can there be obtained in four days 
than would be possible in any other way in double that many months. 

If any merchant is saying to himself ‘*I cannot afford to go to the National Convention,” 
he should take himself off inthe corner and give due thought and consideration to the future of his 
business, and before he gets through with the argument convince himself that he is just the man 
for whom the convention is planned, and that he is just the man who cannot afford not to go. 
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W. W. WILLSON 
General Chairman 1920 National Con- 
vention Committee 
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“BOSTON OR BUST” 

The biggest, busiest and best N. S.R 
A. Convention ever held will be in Bos- 
ton, January 12-15, 1920. Your brain 
food will not depend wholly upon beans 
and fish, for the program is loaded with 
constructive thoughts that will enthuse 
and inspire every retailer to bigger and 
better business for the year 1920. 

We cannot send this valuable knowl- 
edge to you. You must come to the 
fountain to receive it. 

We are ready for you. Are you ready 
for us? The biggest, busiest and best 
national convention. 

W. W. WILLSON, General Chairman, 

1920 Convention Committee. 


x 
Ninth Annual Convention of Shoe Merchants 
Shirtsleeve Convention of 1911 Graduates Into National Assembly Occupying 


Mechanics Building, Boston 
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H. B. SCATES 
President Massachusetts Association 
Chairman Ist Division, 1920 National 
Convention Committee 
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honor of starting the events of the 

year 1920, by due acknowledgment 

not only of the first visit of the 
Mayflower, but of the second visit which 
brought Thomas Beard and Isaac Ricker- 
man, shoemakers by trade. These early 
shoemakers settled on the North Shore 
and before long a number of journeymen 
‘“‘cordwainers’ went from house to house 
to hand-fashion the footwear of the early 
settlers. 

In 1648 “Ye Goodley, Boston Company 
of Shoemakers,"’ was incorporated by the 
General Court. It is a far cry from this first 
organization to the one of the National Shoe 
Retailers’ Association which in January 
places Boston pre-eminent in the industrial 
eye. Boston is to be host to a “goodly 
company, thousands in number, represent- 
ing a billion dollars in shoes sold to the 
American public each year. 

The memorable first session of the Na- 
tional Shoe Retailers’ Association was at 
“shirtsleeve convention” on July 10, 1911, 
when Philadelphia was sizzling with the 


[ve shoe and leather industry has the 


heat. By dint of many letters, fifty pioneers 
were brought together to talk over the im- 
provement of service to the public and the 
betterment of business practices. 


High Time to Organize 


There were few successes in the retail 
shoe business in those days.. Men in the 
same line of business in cities and towns did 
not know each other, but were often bitter 
competitors whose ambitions were at times 
not advantageous to either public, their 
brothers in the craft, or themselves. Under 
these conditions it was impossible to bring 
about the forms and improvements and the 
shoe business was fast becoming dangerously 
insolvent. What was more, the standards 
of quality and the ethics of good fitting 
service were being destroyed. Affairs could 
not proceed indefinitely in that manner. 
Merchants who assembled in Philadelphia 
believed that the time had come to set up 
standards of store efficiency, the better to 
serve the American public. 

Some of the charter members will be 
present in Boston and are leaders in the 
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LARGEST CONVENTION HALL 


As chairman of the Convention Hall 
Committee, I would state that no effort 
has been spared by us to hold the sessions 
of January 12-15 amid most attractive 
surroundings. 

The decorations are most effective, and 
the 300 or more exhibiting manufacturers 
will havea fitting setting for their displays. 

The members of our committee have 
worked in close co-operation with one 
another. This convention is being held 
for the benefit of the retail shoe merchants 
of America. The retail shoe merchant 
who does not come here will be the loser. ° 





HENRY E. HAGAN JOHN FISCHER 





Vice-Chairman 2d Division, 1920 
National Convention Committee 
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deliberation of the association which has 
grown to such size and to such usefulness. 
You will find under the big roof such veteran 
shoe men as Elmer D. Gildersleeve of Pough- 
keepsie and A.C. McGowin, who each record 
a full fifty years of shoe service to the public. 
In nine years of association life the Na- 
tional now numbers three thousand membe* 


with organizations in every State oi é 
Union, and in practically every cit» e 
National Convention serves as the general 


forum tor the discussion of trade topics, 
and through it all is that one thought that 
the convention is dedicated to the public 
service. By any other purpose the associa- 
tion would have died -ears ago. Its very 
continuance is proof «/ its utility. It was 
the first National Association to place the 
shoe industry as a whole before the Govern- 
ment in wartime on a patriotic service 
basis. It believes in better merchandising 
through merchant embetterment and _ is 
frank to place its case before the American 
public for stuciy and investigation. 

It is such a convention that is gathering 
in Boston, and it fills not only Mechanics 
Building, ‘but every hotel and available 
room in ‘fhe Hub of the Shoe Universe.” 
The convention in Boston is the industry's 
acknowledgment to this great center of its 
invaluable services in footwear development. 


JOHN FISCHER, Chairman, 
Convention Hall Committee. 


Ladies to Be Entertained 

Shoe Women of America as Guesis of Boston 

The convention would not be complete 
without its entertainment features for the 
ladies. It is expected that 500 ladies will be 
in atsendance, coming from all parts of the 
country. The local committee has planned 
something for every minute of their stay in 
Boston. . There will be teas, shopping tours, 
visits to historical centers, theater parties 
and a grand ball—all in compliment to shoe 
women as business partners to the shoe men 
of America. It is hoped that the women in 
their sessions will form some sort of message to 
the womenof Americaon footwear. The wom- 
en will have a definite part in the program in 
connection with the convention. The Ladies’ 
Entertainment Committee is as follows: 

Mrs. John Fischer, chairman; Mrs. W. 
W. Willson, vice-chairman; Mrs. H. E. 
Hagan, vice-chairman; Mrs. H. B. Scates, 
vice-chairman; Mrs. A. D. Anderson, Mrs. 
I. B. Howe, Mrs. F. W. Small, Mrs. C. C. 
Ferrers, Mrs. J. J. Buckley, Mrs. E. J. 
Bliss, Mrs. H. F. McNeil, Mrs. R. L. Upton, 
Mrs. W. G. Dennison, Mrs. W. A. Oakman, 
Mrs. Frank Butterworth, Mrs. C. B. Merrill, 
Mrs. Charles H. Cahill, Mrs. W. H. L. Odell, 
Mrs. T. F. Anderson, Mrs. J. H. Stone, 
Miss Scates, Mrs. W. C. Roose, Mrs. W. P. 
Greuling, Mrs. C. F. Maxwell. 





Vice-Chairman 3d Division, 1920 Na- 
tional Convention Committee. 
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FOUR GREAT “‘NIGHTS” 

You can't afford to miss the four eve- 
nings of entertainment, the first evening 
being devoted to a Pop Concert in Con- 
vention Hall. An orchestra of 50 pieces 
has been engaged to work in connection 
with a cabaret and vaudeville perform- 


ances. On Tuesday night the Style 
Show will nationally portray shoe styles. 
Wednesday night, officially known as 
“Surprise Night,” will be devoted to 
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ELMER J. BLISS 
Chairman Reception Committee, 1920 
National Convention 


National Survey of Retail Conditions 


A Careful Review of the Merchandise Situation by President A. H. Geuting, 
- . before Allied Trades Council 


SHALL not take much time in the sur- 

vey of retail conditions but I am ina 

general way well informed from every 
quarter of the United States, and under- 
stand generally that the retailers of the 
United States are facing a slump in their 
business. The past season has sold fewer 
pairs of shoes by at least 20 per cent than 
for the same period a year ago. The people 
are undoubtedly bucking the high prices. 
Encouraged by the Government's “Don’t 
BUY" campaign and patriotic people, the 
better people, many of them, are forming 
clubs and are doing all they can toward 
fighting what is generally termed profiteer- 
ing. What they will do when they are con- 
fronted with the present market prices may 
be inferred from what is already being done, 
for my understanding of prices leads me to 
believe that in the Fall of 1920 high-grade 
shoes will have to sell from $25 to $30 a pair; 
even third-rate shoes will sell from $15 to 
$18 a pair. This means an advance on 


present retail prices of at least 50 per cent, 
and I do not look with a great deal of 
optimism on this proposition. 


deep-dyed mysteries." On Thursda 
* the banquet in Convention Hall, 
followed by the ball, will fittingly com- 
plete the festivities of the convention. 
“Eat, drink and be merry.” 
HAROLD F. McNEIL, Chairman, 
Entertainment Committee. 





HAROLD F. McNEIL 
Chairman Entertainment Committee, 


1920 National Convention 
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Fair-Price Work in Washington 

Recently I made a trip to Washington and 
there had an hour's interview with the 
Attorney General, Howard E. Figg, who 
has full charge of the Department of 
Justice program for the reduction in prices 
and enforcement of the Lever Food Control 
Act, which has been extended, as you know, 
to cover wearing \apparel and shoes. This ] 
bill gives Fair-Price Committees every- 
where unusual powers. Instances have been 
brought to our attention at headquarters 
where State Fair-Price Commissioners have 
arbitrarily ruled that shoes must be sold 
at a certain low margin\ of profit—in one 
case 30 per cent of the cost. 

It is a matter of great concern to the 
retailers of the United States, and: we are 
today bearing the burden of the entire 
industry in meeting this price situation to 
the satisfaction of the Government and to 
alleviate a real condition of confronting the 
people. We have been at our wits’ ends to 
know just how to advise our numerous cor- 
respondents as to what to do on the question 
of fair prices, and I read you here the con- 


























ee Nee 


Dec. 13, 1919 BOOT AND SHOE RECORDER 59 





DIVERSITY OF TOPICS 

The Program Committeeis preparing a 
list of events which will be of particular 
interest to not only the merchants of the 
bigger cities, but of especial interest to the 
retail shoe merchants of the smaller cities 
and towns. 

“In behalf of my committee,”* said Mr. 
Porter, “I bid all a hearty welcome. I 
feel sure that those attending will find 
something that will well repay them for 
making the effort to attend the conven- 
tion, which, from every indication, will be 
the largest in the history of the organiza- 7 

* FRED W. SMALL 


tion. 
FRED H. PORTER, Chairman, Chairman Display Committee, 1920 
National Convention 


Program Committee. 





FRED H. PORTER 
Chairman Program Committee, 1920 
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clusions that we have come to and that we 
have submitted to the Department of 
Justice for a general ruling. 

I want to say that the Department of 
Justice claims that we are sitting upon a 
social volcano and that it is imperative that 
every business institution lends itself to 
the help of the Government in stabilizing 
conditions of living in which the high prices 
play such an important part. 

In view of these facts is it not about time 
that the entire industry get behind some 
constructive scheme that will satisfy the 
Department of Justice that the shoe trade is 
doing its best in the interest of stabilizing 


National Convention 
Bs 


prices, and should not some word go out 
from each allied association that everything 
possible and practical to be done will be 
done? I believe I can speak for the entire 
retail shoe trade of the country that we will 
assume our full share in bringing this condi- 
tion about. We have for the past four 
months taken steps as fast as we can to meet 
the issue, and our members generally in the 
United States are selling their shoes on a 
cost basis rather than replacement, and we 
are about to introduce an educational cam- 
paign directed to the retail trade and to the 
public by which it is hoped much conserva- 
tion can be brought about. 


Instruction to Fair-Price Committee Men 
By A. H. Geuting, President N. S. R. A. 


E understand at headquarters that 

\\) you have been appointed on the 

Fair-Price Committee in your 
district. 

We beg to give you the following sug- 
gestions in order that your work may be 
constructive, helpful to the Government, 
helpful to the people, and remain as an 
asset to the shoe business generally through- 
out the United States. __ 

Considering the present price situation 


and the crisis in living conditions throughout 
the country which has been revealed to us 
by officials of the United States Government, 
it is undoubtedly our duty to assist in 


‘meeting this condition in every possible and 


practical way. We are assured by the 
Department of Justice that if our craft will 
prove that there is no profiteering and that 
we are doing all that we can toward re- 
ducing the price of shoes in a constructive 
way, then they will lend the machinery of 
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TO BE THE HOST OF 5,000 


We are after a 5,000 convention regis- 
tration—that’s the slogan of the Registra- 
tion Committee of the 1920 National Shoe 
Retailers’ Association—and prospects are 
bright for an even greater pilgrimage of 
all-over-the-country retail shoe merchants 
to this city for the four convention days, 
January 12, 13, 14 and 15. 

Introduce yourself by registering at 
our booth at Comvention Hall. Put your 
John Hancock inthe book. Five thousand 
keys tothe freedom and fun of the conven- 
tion are ready tobe handed out to 5,000 or 
five times 5,000 strangers within our gates. 

C. B. MERRILL, Chairman, 
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J. H. WOODBURY 
Chairman Hotel Committee, 1920 Na- 
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Registration 


the Government itself in setting the trade 
right in the mind of the public. 


Care of the Shoe 


After giving this proposition the most 
careful consideration we have come to the 
conclusion that a reduction in the price of 
shoes can only result from a campaign of 
education throughout the trade and directed 
also to the public which will bring about 
conservation of footwear. This may be 
brought about, F/ RST: By instructing every 
parent to buy children’s shoes of materials 
suited for the purpose, fitted long enough 
so that the child does not outgrow them, 
which can be done by fitting the shoes a 
little narrower. 

SECOND: Every customer should be 
instructed in the care of keeping the 
shoes cleaned, and at the same time 
introduce a nourishing oil dressing that 
will prolong the life of the leather. 


THIRD: Every little rip should be . 


promptly repaired—soles should be 
replaced before the shoe is worn down 
and out through to the welt. Many 


other suggestions can be made and 
which will be given in a booklet which 
we are about to prepare that will at least — 
save twenty-five per cent of the shoe 


Registration Committee. 


tional Convention 


bills in the United States if the public 
can be persuaded to co-operate. 

This will result in a lessened demand for 
shoes—enable the manufacturer to lessen the 
gap between his production and demand. 
It will make it possible to accumulate raw 
materials which will react on the prices of 
leather, also there will be less scarcity of 
shoe labor, and a consequent reduction in 
prices may be reasonably expected. 

It can be shown that a family, even at 
present prices, carefully carrying out our 
suggestions for conservation, will spend very 
little more per year on their shoe bills than 
they did when shoes were cheaper and 
following the present wasteful manner of 
buying and care of their shoes. 

This system may lack sensational novelty, 
but will save millions of dollars to the 
consumer in every large community and 
will cause a greater reduction in the cost of 
shoes than could possibly be effected by an 
arbitrary reduction imposed on the retailer 
through Fair-Price Committees. 


Average Net Profit 7 Per Cent 


The last Bulletin of the Harvard Bureau 
of Business Research on 145 shoe stores 
covering every kind of shoe business in every 
kind of community shows a net profit of 
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C. C. FERRERS 
Chairman Style Show Committee 





“ALWAYS ROOM FOR ONE MORE” 
We are meeting with wonderful suc- 
cess in our housing proposition: I have 
a very important suggestion, however, 
and that is: Do not delay another moment 
in sending in your order for reservations. 
Kindly make use of the card sent immedi- 
ately, so that you may be properly housed 
during your visit to the convention. Al- 
though the Boston hotels are already 
pretty well filled, yet at the very last 
moment if you find that you have for- 
gotten to send in your reservation, do not 
hesitate to come, as our committee is 
prepared to meet any emergency and our 

slogan is—‘‘Always room for one more. 

J. H. WOODBURY, Chairman, 
Hotel Committee. 








J. J. BUCKLEY 
Chairman Publicity Committee 
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7 per cent on their turnover. Suppose this 
entire profit was taken off the price of shoes. 
This would mean that a shoe selling for, say, 


* $10 would be sold for 70 cents less to the 


THE PROCESS OF CARE 


consumer. 


ABOVE DESCRIBED WILL SAVE FOUR 


TIMES THIS AMOUNT. 

We insist that there is no general profiteer- 
ing in the retail shoe business—it has never 
been proven to us. How can there be 
general profiteering when keen competition 
exists everywhere? Therefore to get relief 
from the high family shoe bill, the above 
constructive program recommends itself. 
The Government is endeavoring to reduce 
the high cost of living, and it is our duty as a 
craft to assist them in a constructive way. 
It does not follow, however, that this can 
be secured by arbitrarily ruling against the 
shoe retailers of the United States. Should, 
however, your Fair-Price Committee insist 
upon going into the actual question of 
profits upon which shoes are retailed with a 
view of determining their fairness, we would 
suggest the following system: 

As it is impossible for Fair-Price Commit- 
tees to establish standard prices because 
every manufacturer's labor costs and meth- 
ods of manufacture differ, to reach a basis 
upon which a reasonable supervision and 


co-operation may be attained, we suggest 
you call your representative dealers and ask 
them to produce their cost sheets, which, of 
course, should include every item of expense 
and should provide for every contingency. 


Pledge of Co-operation 


We are enclosing our Bulletin, in which 
such a cost sheet is produced, also refer you 
to the Harvard Bureau of Business Re- 
search Bureau report on net profits and 
operating expenses. These figures should 
be reduced to a percentage on the sales of 
the business, based upon the average of a 
period of years. Whatever this percentage 
figures, a fair margin of net profit should be 
added; upon which percentage the Fair- 
Price Committee may agree, and upon 
which basis every retailer should agree and 
pledge himself to co-operate, thereby con- 
vincing the public that the prices of shoes 
are fair. 

This price method combined with the 
educational feature in the care of shoes is, 
to my way of thinking, the best possible 
course to pursue. At least I am offering 
them to you as a member of the committee . 
for your careful consideration and the 
interest of the shoe trade of the United 
States, as well-as the public, for a fair and 
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PLENTY OF REVENUE FOR CON- 
VENTION 


Our committee is in readiness.. A 
very helpful phase of the whole work is 
the promptness with which manufacturers 
have met their obligations in the matter 
of purchase of space. This makes our 
committee feel that the manufacturers of 
the country are behind the convention. 

A splendid preparation has been made 
by all the committees. This preparation 
is convincing proof of the fact that New 
England is not asleep or cold in its plans. 
The Boston 1920 Convention will mark a 
change in the possible former opinion in 





G. O. JONES regard to New England. I. B. HOWE 
Treasurer, 1920 National Convention I. B. HOWE, Chairman, Chairman Finance Committee, 1920 
mmittee Finance Committee. National Convention 
square deal, and with the hope that through We firmly believe that nothing can be } 
these methods the Fair-Price Committee accomplished by way of alleviating the 
and the trade can enthusiastically co-operate present serious price situation in all com- | 
along practical lines in the best interests of modities by means of sensational drives ° . 
solving the problem that is confronting us all. along arbitrary lines. 
ee . 99 > . 
Stop the ‘Falling Off’’ in Pairs 
A Time to Consider the Volume of Sales 
By J. P. ORR before the Allied Trades Council 
HE outlook for the retail trade at this Human Interest in Shoes 
time is — but at Fen ae Rightfully or wrongfully—and I think 
to an optanust © eee See -_ wrongfully—we stand convicted today be- 
best figures obtainable, business has ae 
fore the bar of public opinion as profiteers; 





fall - as to number of pairs, and the , 
ee ee P shoe prices are the butt of the comedian and 


continued rise in prices is acting not alone as , ; , 
a deterrent in business but is raising a feeling the joke-smith. Both of our Ohio Sen- 
ators have written to me that the largest 


of distinct hostility against the shoe dealer by 
number of letters of complaint against 


the buying public. My personal judgment is , a 
that the shoe retailers of the country are the cost of high living are directed at 


facing a still greater falling-off in pairs with shoes. 

the coming season, and that this condition Facing this condition, I think it behooves 
will continue to grow worse in proportion us not to antagonize the Government—not 
as prices advance. From what I can under- to embark in a campaign of defense against 
stand, at least 20 per cent less pairs have the charges which we believe do not exist 
been sold this season than for the same but which the public does believe exist, but 
period a year ago, and I am inclined to feel to co-operate in every possible manner to 


that this figure is a conservative estimate. have prices brought down. 
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EVERY PRODUCT ON DISPLAY 


There has been nothing to parallel this 
Style Show which has ever been brought 
outinthisor any other country. The aim of 
this committee has been tosecure exhibits 
of such lines as the retail shoe merchant 
would be most interested in purchasing. 

The convention is a business man’s 
proposition. Come fully prepared to take 
advantage of the opportunities that will 
be offered in the way of merchandise that 
may be purchased; come fully prepared 
to: take advantage of educational 
values in the way of how to better and 
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FRANK BUTTERWORTH 


Chairman Attendance Committee, 1920 
National Convention 


In Dollars, Good—In Pairs, Not 


So far as the future of business is con- 
cerned and as long as the present inflation 
lasts, and money remains in circulation as 
freely as at present, business will continue 
good. Owing to prevailing prices the 
volume will be satisfactory despite the loss 
in pairs. There need be no alarm as to the 
prosperity of the retailer, but he must 
recognize the underlying fundamental condi- 
tions and do everything within his power, 
not alone to set himself right with the 
public at large but to feel that for greater 
and broader reasons his contribution to the 
good of the country—his best evidence of 
patriotism—can be shown by real honest 
effort on his part to return as soon as is 
practicable to normal conditions and normal 
prices. 


Returr. to Public Confidence 


Local conditions inside the stores have 
improved vastly. The gravity of the help 
situation has been materially lessened. We 
feel that we have learned much from the 
lessons brought about by the war. Some 
of the economies imposed by the Govern- 
ment are being maintained. In others we 
have gone back to pre-war conditions. 
Aside from the gravity of the price situation, 


more successfully conduct your business. 


FRED W. SMALL, Chairman, Committee 
Display Committee. 


conditions are good. Our chiefest duty in 
my judgment is to set ourselves -right with 
the public and the Government, and by the 
fullest co-operation make plain the fact 
that we are not burglars but just ordinary 
business men attempting to serve the 
public and, through best serving the public, 
best serve ourselves. 

I believe that by all means we should 
discourage new style features at this time, 
and by our styles programs show the 
Government and the people that we are 
heartily with them to bring about the ut- 
most conservation within the ranks of the 
industry itself and thereby keep present 
stocks in a marketable condition and avoid 
any waste which might drive prices still 
higher. 


“Don't Miss the Style Show™ 
By C. C. FERRERS 
Chairman of Style Show Committee 

The members of the Style Show Com- 
mittee of the 1920Convention have prepared 
a wonderful study of styles for your pleasure. 

To sum up my message in a few words, 
I would say, most emphatically, ‘Don’t 
miss the Style Show! We know that it 
is going to be ‘Dry, but it will be very 
interesting.” 








Chairman New England Organization 
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First Outline of Styles for Fall, 1920 


Allied Trades Council Styles Committee’s Report Prepared in New 
York, December 3, to Serve as Guide to Sample Making 


ring particularly to the supply of labor and work- 

ing hours, and in view of the general economic 
conditions in the industry, and the broad advantage 
from stabilization of 90 per cent distribution, your 
joint Styles Committees of the Allied Shoe and 
Leather Industries recommend the following program 
for styles of footwear for Fall, 1920, believing that 
such a program will promote increased production in 
actual number of pairs, with a result of minimizing 
the cost of footwear to the consumer. 


cE view of the unusual industrial conditions, refer- 


Women’s Shoes 


PATTERNS—For economy, the general style of 
present patterns with encouragement of economic 
cutting patterns should be continued in use, and the 
height of women’s boots remain as in the Spring, 
1920, program, with the maximum height not exceed- 
ing nine (9) inches. The manufacture and sale of low 
shoes for street wear and of boots with fabric tops 
should be encouraged. 


- BUTTON BOOTS—Indicate a limited sale, with 
trend toward shorter skirts. 


LASTS—tThe brogue last, with 334-inch vamp, 
will continue in demand for walkirg and outdoor 
wear. 

While there is a slight trend in large cities for a 
high-heel, short-vamp last with rounded or slightly 
square toe effect, this is not the time to encourage any 
radical change that might spell increased stocks and 
higher costs. This is a type of last that some may 
feature, but a very careful study indicates such a last 
is not in demand among the trade at large. 

We re-iterate the finding of the Special Style Com- 
mittee meeting of October 22 to the effect that mer- 
chandise conforming to the existing Spring, 1920, pro- 
gram will continue strong, with no innovations, ex- 
cepting, however, that low shoes and boots for next 
Fall season should be considered in the light of a 
trend toward vamps not exceeding 334 inches in 
length, calling for a slightly rounder toe. On medium 
and low heels vamps may be slightly longer. 


Colors to Harmonize with Costumes 


Acceptance of Shades Used in Standard Textile Color Card 


COLORS—We recommend for selection and sta- 
bilization that colors be restricted as follows: 

Kid Leathers, Dark Brown—The Textile Color Card 
Shade of Chippendale. 

Medium Brown—The Textile Color Card Shade of 
Chestnut. 

Medium Light Brown—The Textile Color Card 
Shade of Camel. 

Neutral Medium Gray—The Textile Color Card 
Shade of Smoke. 

Light Gray—The Textile Color Card Shade of 
Aluminum. 

Standard Bronze, Black and White. 

Calf Leathers, Dark Brown—The Textile Color Card 
Shade of Chippendale. 

Medium Nut Brown—The Standard Textile Color 
Card Shades, Chestnut. 

Old Wine Brown—Standard Textile Color Card 
Shade Morocco. 








Medium Light Brown—Standard Textile Color Card 
Shade Gold Brown. 

Black. 

White. 


PATENT LEATHER—Black. 

Ooze, Duck and Side. . 

Buck (including Suede, Kid and Kanzaroo). 

Dark Brown—Which is the Standard Textile Color 
Card Shade Chippendale. 

Medium Brown—Which is the Standard Textile 
Color Card Shade Moccasin. 

Medium Light Brown—Which is the Standard 
Textile Color Card Shade Camel. ; 

Light Brown—Which is the Standard Textile Color 
Card Shade Smoke. 

Light Gray—Which is the Standard Textile Color 
Card Shade Aluminum. 

Black, White. 
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FABRICS—Chippendale, Moccasin, Camel, Ari- 
zona, Smoke, Aluminum, White, Black. 


Men’s Shoes Outlined for Fall 


In the better grades of shoes we recommend the 
following colors: 


CALF LEATHERS—Chippendale, Morocco, Gold 
Brown, Black. 


CALF AND SIDE LEATHERS (in medium and 
low grades)—Chippendale, Morocco, Gold Brown, 


Black. 
KID LEATHERS—Chippendale, Chestnut, Black. 


Note: Cordovan will be sold in one color, Chip- 
pendale (brighter finished). Blacks will have their 
usual demand with tans very much in predominence. 
Patent leathers in black. Colored toppings in buck, 
side .-buck, kid and fabric in the following shades: 
Smoke, Camel. 

Lasts 


In the better grades the extreme long forepart, 
narrow toe will be eliminated. There will be an in- 
creased demand for the close coupled last with a 
medium-narrow recede toe, with a broad tread, com- 
monly known as the “custom last.”’ 

In some sections of the country there will still be 
some demand in the lower and medium grades for the 
long, narrow last, but there is a rapidly lessening call 
for this last. 

The staple, medium and broad-toe models will be 
good, there being an increased demand for comfortable 
lasts in all grades. 

The lasts used in brogue shoes will continue in good 


demand. 
HEELS—Heels will be around 8-8 height. 


PATTERNS AND PUNCHINGS—In the plain 
bal patterns the tendency is for a wider throat; 
otherwise, as before. 

Bluchers in the medium and wide lasts are still good 
and will be as before. 

The bal patterns still predominate in the styleful 
shoes, with bluchers good in the comfort styles. 

Button shoes in colored toppings and for dress 
boots will be sold in a limited way. The greatest de- 
mand for full-dress wear is the plain toe, all patent 
oxford. 


Brogue patterns and their modifications in both. 


tan and black will be in increased demand, including 
foxed bals and oxfords with straight tips. This style 
of shoe is the outstanding styleful development ir 
men’s footwear. This departure from the former 
prosaic type in men’s shoes is to be welcomed and culti- 
vated in that it makes possible the use of economical 


BOOT AND SHOE RECORDER 65 


cutting patterns and of upper stock other than the 
more expensive grades of calfskin. The men’s shoes 
of this type for Fall will have a greater demand than 
ever. These shoes will be made with perforations 
and pinkings and more straight tips with center 
perforations. Stitched heel seats, wide edge exten- 
sions, heavy soles, and some brass eyelets. 

These styles in oxfords will be in considerable 
demand in both blucher and lace for Winter wear. 


Misses’ and Children’s Shoes Outlined for Fall 


For Fall, 1920, we recommend that former efforts 
to hold the misses’ and children’s shoes down to 
sensible, orthopedic lasts be continued, and that the 
heights remain regular and pony cut, materials of the 
simplest, patterns economical, that production prob- 
lems be simplified in processes, so that we may get 
the largest number of pairs of shoes possible at the 
lowest material and labor cost. 

We especially recommend that manufacturers and 
merchants co-operate in giving due attention to 
utilizing lower grades of leather in good wearing 
tannage, combined with economical patterns, thereby 
producing everyday staple shoes with good wearing 
qualities at the lowest possible price, and that manu- 
facturers and merchants alike consider very seriously 
the wisdom of marketing such shoes at the lowest 
possible profit. 

We make this recommendation because the high 
cost to the consumer for children’s shoes has become 
a hardship which it is our duty to assist in alleviating 
as much as possible. 

For colors, we recommend gold brown. 

This is the shade of tan always popular in children’s 
shoes. 

Boys’ Shoes Outlined for Fall 


To follow the trend in men’s. 

The trend of boys’ styles will be black and tan, built 
of substantial leathers and wide toes, following men’s 
styles, excepting two-tones. 





Skirts Will Be Shorter Next Year 


Seven to Nine Inches from Floor Is New Style— 
Style Committee Report of National Cloak, 
Suit and Skirt Manufacturers’ Association 


The Style Committee of the National Cloak, Suit 
and Skirt Manufacturers’ Association recommended 
skirts from three to four inches shorter than at present 
for the 1920 season in its report today at the closing 
session of the annual convention here. 

The committee decreed that skirts next season 
shall be from seven to nine inches from the floor for 
women and about 10 inches for misses, as compared 
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At a meeting of the Allied Council, 
December 4, 1919, at the Hotel Astor, New 
York City, a survey of the ways and means 
that might be adopted to relieve the ten- 
sion brought about by dislocated economic 
conditions resulted in the following sug- 
gestions: 

In the first place, we must be guided by a 
sane attitude, and bear in mind that 
changes from one condition to another are 
usually of slow development. Speculation 
should be discouraged. This, however, 
should not be confused with legitimate for- 
ward buying. 

Fewer styles will result in greater turn- 
over and less basic stock and will therefore 
conserve capital and material. The in- 
corporation of patterns that will utilize 
material to the best advantage. The wear- 
ing of low shoes both in Winter and Summer 
will conserve material. 

A more extensive use of fabrics is ad- 
vocated. It is essential that there should be 
an increased demand by the public for 





Significant. Statement to Entire Trade 


Style Changes Usually of Slow Development---Conservation to Be Desired--- 
Diversity of Materials---Better Co-operation Verdict of Allied Trade Council 


shoes made from leather that will give good 
service, but which is produced from less 
expensive hides. There is an abundance 
of leather of this type. The present tend- 
ency is like forcing the milkman to deliver 
all cream, which is, of course, impossible. 
Centering the demand or style on any one 
leather is bound to maintain a high level 
of prices on this leather. A diversified use of. 
leather in all its grades should be en- 
couraged. 

On the part of the manufacturer the. 
developing of a better spirit of co-operation 
between management and men, in order 
that the benefits of maximum production 
might accrue to all interests. This, of 
course, would show up both in lessening 
of cost of production and greater prosperity 
and happiness to workers. It is not to the 
advantage of the industry to kill or smother 
the art of shoe designing, which has put 
our industry foremost in the world, but 
radical changes of any kind at this time 
are tabooed. 








with four to six inches for women and six to eight 
inches for misses at present. 

Skirts, the style makers say, will be “frankly 
short,” but without abbreviation. One thing to be 
avoided if one wishes to be stylish is the extreme. 
Tunic and plaited skirts will be worn. 

Fullness at the hips will be a feature of many of the 
smart Spring suits. 

Sleeves will fit snug and close to the tailored suits. 
The three-quarter length sleeve will be favored on 
the Etons and short, jaunty models. Sport suits for 
Spring and Summer wear are recommended. Novel 
belts of leather and metal and a new type of collar— 
long, slender and rolling—will be a detail of the suits. 
The Lord Byron and Peter Pan designs will be popular. 

The newest wrap for women is not unlike the old 
Roman toga, a gracefully enveloping garment that 
can be tucked up and pulled together. 

“Prices of coats, suits and skirts will stay up,” said 
Michael Printz of Cleveland, chairman of the Style 
Committee. 


Protest Preference to British Tanner 


Allied Trade Council Emphatic in Opposing 
Action of India Government 


It is the sense of this meeting that a protest should 
be made against the action of the Indian Government 
in giving a preference of 10 per cent to tanners in the 
British Empire by means of the export duties on 
hides and skins levied in September last. This dis- 
crimination makes it impossible for American glazed 
kid tanners to obtain 40 per cent of their normal 
supply, on which they have depended for the past 
thirty years, except on a basis of 10 per cent above 
the cost of this material to British tanners. More- 
over, it is a blow to a key industry which will reflect 
seriously against reciprocal trade relations which the 
world so much desires at the present time. 

And it is recommended that the Allied Council 
and all concerns interested in the production of 
leather and shoes take up this matter actively with 
their senators and representatives in Congress, to 
have this discrimination removed. 
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| Just like Father's 


| Rice & Hutchins’ Boy’ Shoes 











Give the Boys 
Cood Shoes. 
They Wear 
Longer 
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Oxford Styles ia 
“That appeal i t 
to the eye He | 

and 








fit the foot 
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FURTHER PROOF a 


THAT 


TOLMAN ADVERTISING MAKES GOOD’ 


FOR. 
THE SHOE TRADE 
THROUGH THE ABOVE ADVERTISING MEDIUMS NAMELY~ SHOW CARDS - BOOKLETS 
BLOTTERS : PRICE CARDS - CATALOGUES - CALENDARS -ST.CAR SIGNS AND DIRECT BY 
MAIL FOLDERS. DESIGNED BY OUR ART DEPT. AND PRODUCED ON OUR PRESSES. 


TOLMAN PRINT INc. 


183 ESSEX ST. BOSTON MASS. 
€ 


STABLISHED {675 











‘It isn’t the mere guarantee that I like. It is 
the positive assurance that the Nedlin Soles on 
the shoes that I sell will be applied correctly.’’ 


O produce shoe bottoms of uniform quality 

that will outlast leather soles of variable 
grades is one thing. To have these better shoe 
bottoms applied correctly is another. Goodyear, 
with the assistance of the leading shoe manu- 
facturers, has done both. That’s why guaran- 
teed Nedlin Soles are guaranteed, direct to the 
retailer, both for maximum wear and for per- 
manency of application. 


The Goodyear Tire & Rubber Company 


Offices Throughout the World 


Trade Mark Reg. U.S. Pat. Off. 


If you are not thorcughly familiar with 
the new guarantee on Ne@Olin Soles, 
write to us at Akron, Ohio, for our 
booklet—“The NeGdlin Sole Guarantee 
and How it Operates.” 


Goodyear Wingfoot Heels are the walk- 
ing mates of guaranteed Nedlin Soles. 
They also are guaranteed--to outlast 
all other heels, rubber or leather. And 
they’re so dependable that only 1 pair 
in 352,000 is returned for adjustment. 
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Tear Out 
That Page 








GHOVE it under the glass on your desk 

—or slit in your calendar where it will 
bob up between Christmas and New Year— 
or pin it or paste it on the wall—and for 
goodness sake don’t lose it until its message 
is written indelibly upon your mental 
memorandum pad. 
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Don't Forget That You 
Are Going to the 


CHICAGO NATIONAL 
SHOE EXPOSITION 
During the Week of 
JANUARY 5th to 10th 


at the 


PALMER HOUSE 





CHICAGO 


where 


You can buy from 150 lines of 

Men’s, Women’s, Children’s Shoes, 

Shoe Fixtures, Shoe Findings and 
Rubber Goods 





EVERY LIVE, UP-TO-THE-MINUTE SHOE 
RETAILER IN THE MIDDLE WEST 
WILL BE THERE! 


Will Your 


UNDER AUSPICES OF SHOE TRAVELERS’ ASSOCIATION OF CHICAGO 
DAVE DAVIS, Secretary 
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SPECIALS 










Tred-Lite Stepper 
Brown Elk Button, 


Chrome Soles 
793—5-8 
794— 84-11 
795—114-2 









Established 1876 


BOOT AND SHOE 
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Far Below the Market Price 
In Stock For Your Holiday Trade 


These shoes will not last long at these prices, al- 
though we have a LARGE stock on hand. 


$2.00 A Pair 


FOR TOP GRADE KID SHOES 
SOME WITH PATENT CHROME VAMPS 


All Golden Brown Kid 
Pat. Brown Kid Top 


Pat. Gray Kid Top 


$2.25 
. 2.50 
- 2.75 


All Solid Leather, 


Long Vamps 
1626—5-8 . . $2.10 
1627—84%4-12 . 2.85 


1301—124%4-2 : 3.35 
1628—Same in Gun 
Metal. 





dd 


Pat. Field Mouse Kid Top 


Black Kid McKays, Tan Lotus Boots, Good- 









75 Day Guaranteed Soles 


Brown Elk Blucher, 
Chrome Soles 


796—5-8. . . . $2.25 
7978-11 .. 2.50 
798—114-2. . . 2.75 


year Welts, Solid 
Leather 


7370—814-11 . $3.50 
7369—1144-2 . 4.00 


HENRY KLEINE & CO. 


CHICAGO TERMS} 7-10, 
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The Chicago Shoe Market 


Invites You to Attend 


The Semi-Annual 


CHICAGO NATIONAL 
SHOE EXPOSITION 


Palmer House 


January 5th to 10th, 1920 





| ie owen kind of merchandise handled in a shoe store will be represented here. 
Men’s, women’s, children’s, boys’, girls’ and misses’ shoes, rubbers and 
felt goods—all styles and all prices—for immediate or future delivery. 
Spats, foot appliances, display fixtures and other accessories. 


The Exposition held here in July was overwhelmingly successful, and plans 
have been inaugurated to make this forthcoming event in January even 


more so. 


A visit here during the week of January 5th to 10th will prove conclusively 
to all merchants that Chicago presents a logical market for the comparison, 
selection and purchase of all kinds of footwear. Come here during Exposi- 
tion Week and profit by the many advantages and benefits of the Chicago 
shoe market’s effort. 








Here Is a Handy Guide to Reliable Chicago 
Shoe Establishments 


After your visit to the Palmer House, where all exhibits will be held, be sure to call at the 
showrooms of the wholesalers and manufacturers listed below, where you will be given a cordial 
welcome, and at the same time have an opportunity to inspect the facilities and complete lines of 


these progressive houses. 


Most of them are located only a few blocks from Exposition head- 


quarters. Tear out this page and bring it with you for easy reference. 


WOMEN’S SHOES 


HARRY M. HUSK SHOE CO.......... 


327 W. Monroe St. 


HAMTON SHOE CO................... 


26 S. Wells St. 


GEO. E. HARRISON SHOE CO............ 


207 W. Monroe St. 


EE Oe EE sci din sd deas neesaees 


30-32 S. Wells St. 


HARPER & KIRSCHTEN SHOE CO........ 


231 W. Monroe St. 


MEN’S SHOES 


A. J. BATES CHICAGO COQ................ 


328 W. Monroe St. 


J. W. CARTER CHICAGO CO......... 


838 W. Chicago Ave. and 1258 Marianna 


FLORSHEIM SHOE CO.................... 


Adams and Clinton Sts. 


SIDWELL-De WINDT SHOE CO....... 


222 West Monroe St. 


WHITCOMB SHOE CO................ 
303 W. Monroe St. 


Exhibiting 
at Room 


.640 


. 538 


.418 


cae 450 


438 


CHILDREN’S SHOES 


Exhibiting 


at Room 

STANWEAR SHOE CO.......-...............685 
19'S. Wells St. 

SS 


312 W. Monroe St. 


HENRY KLEINE & CO. (Tredlite Steppers) . .591 
208 W. Lake St, 


SMITH-WALLACE SHOE CO. (The Kinder- 


ERE Jou Sia dk ne bac es haenk ea 618 
Adams and Market Sts. 
SINSHEIMER BRO. & CO. (SINBAC)...... 446 
211 W. Monroe St. 
GENERAL 


(Men’s, Women’s, Children’s, Etc.) 
GUTHMANN, CARPENTER & TELLING.. .431 


Monroe and Franklin Sts. 
H. F. C. DOVENMUEHLE & SON.......... 528 
321 W. Monroe St. 


RUBBER FOOTWEAR 


CONVERSE RUBBER SHOE CO............ 412 
618-628 W. Jackson Blvd. 


ACCESSORIES 


THE SCHOLL MFG. CO. (Foot Appliances) .421 
211 W. Schiller St. 


CURTIS-LEGER FIXTURE CO. (Shoe Fix- 
sd kan 4s 6éa0 s0enn+ dace speheeneaeee 519 
235 W. Jackson Blvd. 


























Push, Plug and Progress 


Whenever in the space of four years a concern 
grows from a small hole in the wall to one of the fore- 
most distributors of women’s style footwear in the 
Middle West it is a safe bet that energy, pluck and 
push have actuated the men dominating the concern. 
Push and pluck alone will not always bring success, 
but these elements combined with intelligent fore- 
sight and an aptitude to visualize the trend of style 
and pick the winners are sure to turn the trick. 

“In Stock First” is a slogan which was picked by 
the Novelty Shoe Company, at its inception. And 
this idea of always stocking’ the prevailing styles of 
women’s novelty footwear before the other fellow gets 
to them is the principle that has won success for this 
concern. The best evidence that the fundamental 
idea of “‘In Stock First’’ is right, is borne out by the 
fact that from a small beginning in a 7 by 10 room in 
the Lees Building, this concern has grown in four 
years until today it requires the entire building at 
30-32 S. Wells Street to house the tremendous busi- 
ness. 
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Fiveentirefloors,comprising 20,000 square feet of floor 
space, are utilized in the salesroom, offices and stock- 
rooms of this concern. The progressiveness of the 


firm is shown by their appreciation of a beautiful 
salesroom, amply equipped with attractive display 
cases and tables to facilitate showing their line. 

With the Novelty Shoe Company, “In Stock’’ is 


interpreted in its literal meaning. Making deliveries 
on time is a cardinal principle with this concern. Few 
houses have been able to make as good records and 
satisfy their customers during the strenuous mer- 
chandising conditions that have prevailed during the 
past two years. 

’ Gradually they have expanded the territory covered 
and added to their selling force until today they 
include every important town in the entire Middle West 
and employ eleven shoe travelers to keep in contact 
with the merchants. At the Novelty Shoe Company 
headquarters at Room 538 Palmer House, during the 
Chicago National Shoe Exposition, merchants will be 
given an opportunity to examine many styles of 
women’s novelty footwear that are “In Stock” for 
immediate delivery. 


Sidwell-DeWindt Shoe Company—Men’s 
and Boys’ Shoes Exclusively 


The Sidwell-DeWindt Shoe Company started over 
a quarter of a century ago to specialize in men’s and 
boys’ shoes exclusively, and as pioneers along this 
line they have demonstrated by their success that 
specializing is the proper method of merchandising, a 
method which has since become general. This firm 
has built up a large business making a specialty of 
men’s and boys’ medium price lines of welts and Mc- 
Kays—men’s canvas shoes and oxfords, work shoes, 
and outing shoes. Here you will find the variety of 
styles in all grades, mostly medium-priced, ready for 
at-once shipment. A selection may be made of many 
styles to retail at medium prices. 

In their sample room at 222 W. Monroe Street you 
will find about 400 styles from which you can buy and 
have shipped at once any desirable style you may 
need in men’s and boys’ shoes. 

Their location is in the heart of the wholesale shoe 
district and only a few blocks from the Palmer House, 
where they will display their entire line in Room 616, 
at the Chicago National Shoe Exposition, January 
5th to 10th, 1920. Their salesforce will be at the 
Palmer House to meet all the trade. 

Sample rooms and offices in the following towns: 

J. D. Carroll, 535 Ridge Bldg., Kansas City, Mo. 

W. H. Hufnagel, 1627 Locust St., St. Louis, Mo. 

A. C. McIntyre, 1810 Farnam St., Omaha, Neb. ' 

J. R. Lancaster, 519 W. Market St., Louisville, Ky. 

N. E. Schils, 2306 Ashland Ave., Indianapolis,. Ind. 

Harry Greenfield, 196 Randolph St., Detroit, Mich.. 

Jack Sehnert, 66 Cawker Bldg., Milwaukee, Wis. 
a Anderson, 121 E. Hennepin Ave., Minneapolis, 

inn. 

E. J. Getty, Chicago, South Side. 

H. A. DeVries, Chicago, North Side. 

Henry Zinn, Chicago, West Side. 

M. J. Lakofka, House Salesman. 











Display Equipment for Footwear 


Not only is Chicago. known as a ready market for 
the purchase of all varieties and styles of footwear, 
but it is perhaps the largest market in the United 
States for shoe fixtures and accessories. Merchants 
coming into Chicago to do their buying have con- 
venient access to establishments carrying complete 
lines of the latest and most up-to-date shoe display 
material and store equipment, furnishing an oppor- 
tunity for merchants to view and obtain any necessary 
fixtures for their stores. 

Foremost among these concerns is 
the Curtis-Leger Fixture Company, 
located at 235 West Jackson Boulevard, 
southeast corner of Franklin Street, 
Chicago, which is within two blocks 
of the wholesale shoe district. The 
Curtis-Leger Fix- 
ture Company is 
an old established 
concern making a 
specialty of shoe 
fixtures, and has 
achieved an envi- 
able reputation for 
creating original 
and ___ distinctive 
shoe displays that 
have received fav- 
orable mention by 
the best window 
trimmers, and that 
are being used by 
high class stores 
throughout the 
Central West. 


Its chief line consists of fancy wood carved display 
units, in popular period designs, such as Louis XVI, 
Colonial, Craftsman, etc., which are finished to order 
in walnut, mahogany, oak, ivory or other styles to 
harmonize with background or interior store arrange- 
ments. Another popular line is the glass fixtures, 
made up of separate units of pedestals and shelves, 
permitting many varied displays. Metal shoe stands, 
hosiery racks, a full line of beautiful window valances, 
shoe fitting stools, side ladders and their own design 
of attractive chair seats are included in the broad 
Curtis-Leger line. 

The Curtis-Leger Fixture Company maintains the 
most beautiful show rooms of any fixture house in 
Chicago at its downtown headquarters, where selec- 
tion can be made carefully in a natural store atmos- 

here. 

. An attractive catalog of 72 pages—“DISPLAY 
EQUIPMENT FOR FOOTWEAR” —illustrates and 
describes the entire line of Curtis-Leger shoe store 
display material. This catalog will be sent upon 
request to any shoe merchant. The Curtis-Leger line 
will be on display at Room 519 Palmer House, during 
the Chicago National Shoe Exposition. 







Specialization Brings Expansion 


Within the last few years Chicago has seen the 
advent of many new wholesale establishments. 
Among these specializing the women’s shoes is the 
Hamton Shoe Company, located at 26 S. Wells 
Street. The principals behind this concern, all men 
with long experience in all branches of the shoe busi- 
ness, saw here an opportunity for specializing in the 
wholesale distribution of women’s shoes and men’s, 
women’s, misses’ and children’s felt slippers, and 
about two years ago they conceived the idea of estab- 
lishing a conveniently located show room for the dis- 
play of this merchandise. Right from the beginning 
this idea proved a success.. Stock room facilities for 
carrying these products on the floor—ready to ship— 
were always in the process of expansion, due to the 
immediate approval of this concern’s policies, the 
result of which has been an increase of floor space 
amounting to 5,000 per cent, until the Hamton Shoe 
Company now occupies the entire premises of its 
present location, consisting of ground floor, display 
rooms, and three entire floors above the store, which 
are devoted to stock-room space. The Hamton Shoe 





Company is unique in claiming a distinction in never 
to have lost an account during the history of the firm. 
This is probably one big reason why the salesforce has 
increased from time te time until it now numbers 
15 men, whose territories are distributed in the entire 
Middle West and South. The officers of this com- 
pany are Glen C. Wharton, president, E. A. Hamburg, 
vice-president, and Ben Grenrock, general manager, 
all of whom have been identified with the shoe business 
for many years. 

The Hamton Shoe Company have engaged at- 
tractive quarters at the Palmer House for the Chicago 
National Shoe Exposition, and at Room 631 visiting 
merchants will be given a chance to observe the at- 
tractive values that comprise this specialized line. 
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F elts 1 in Stock for Immediate Delivery 


Buy Now and Be Prepared for Big Business 





Women’s fine Gray felt Slippers, 
Combination felt and Lightweight 
Chrome Leather soles, no Heel. 





HAMTON 
QUALITY 








Women’s Gray and Maroon Ribbon 
Trimmed Moccasin, soft Chrome 
Leather, padded sole. Sizes 3-8 4-8 


4-6 4-7 5-7. No % sizes. 
No. 4034C—Gray....per pair $1.65 
No. 4035C Maroon... per pair $1.65 


Sizes 3-7 3-8 4-6 4-8 5-8. No \% Sizes. 
ae per pair .80 





Misses’ or Children’s fine red felt Slippers. 
Felt Bow attached, strong felt sole. 

No 4 sizes. 

No. 6001C Sizes 9-11......per pair .60 
No. 7001C Sizes 12-2...... per pair .65 


Terms: 


2% - 10 days; 


Net - 30 
days 


No less 
than 
18 pair 
. Large 
Stock 


Order 
Today! 


lots 


sold 





No. 5120C 

Women’s Black Boudoir Slippers, Quilted 
Sock Lining, Turn Sole, Low Heel, Wide 
Width. Sizes 3-7 4-7 4-8 5-8. 

36 pair to a case. 

EDs < 5:05 -7:s 0-adtep ak oie per pair $1.65 


HANTON SHOE (70 


(inCcORPORATED) 


26 So. Wells Street, 





Chicago 
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Christmas—1919 


A? the Joyous Season of Fellowship and good will 

once more rolls around, we wish to take 
this means of expressing to our friends throughout 
the world our appreciation for their splendid co- 
operation during the past year, and to wish for them 


and theirs a Happy Christmas and a Prosperous 
New Year. | 


Che Srholl Mfg. Co. 


213 W. Schiller St., Chicagn, Fil. 3359 Bway, N. VY. 


Toronto London 
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Your Show Windows 


should receive first consideration 
in your sates var, | plans ~~ 


because ~ they are your 


cheapest and best medium 
of advertising” 


‘Use good display cards” 


Our service is just what you need. 
Drop us a line and get full information 


STANDARD SHOW CARD SERVICE Jnc 
SO W. Washington Street , Chicago, Illinois | 

















“Hundreds of the countrys hues shoe merchants 
are getting big returns from: our service. Why not you? 


























TRIM YOUR WINDOWS 
WITH CRYSTAL GLASS 


Give them that attractive selling power and harmonious display that can 
be obtained only with these crystal clear glass display units. 





The best stores all over the 
country use these fixtures for Catalog 9 
displaying men’s, women’s and Shows 
children’s shoes—all with equal Full 
attractiveness. ‘They are dur- Line 
able, bright, always remain | p,.., for it 
clean and have wide adapta- 
bility. Economical, too. 














Write for Catalog and prices. 


Crystal Fixture Co. 


359 Monadnock Bldg. 
Chicago 
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Hazen B. Goodrich & Co. 


70 Washington St., Haverhill, Mass. 


e Manufacturers of 4 











a. WOMEN’S FINE FOOTWEAR ® = 


Will exhibit their latest Spring Creations in. 


Women’s Turn Slippers 


At the Convention of the N. S. R. A. 
In Boston 


January 12-15, 1920 


BOOTH 115 


























INVISIBLE TOP-TREE 





THE IMPROVED 


TRUFIT 








Nothing will so emphasize the good lines of your Fall styles like May- 
hew’s Invisible Top-Tree. 

Hundreds of shoe dealers all over the country use and endorse these 
high grade top trees. bee ony store can afford to be without them. 
Because they improve the shoe a ye cent and last you a lifetime. 
Remember they are made of cold steel and cost you only $6.00 


Doz. pair. 
Bend for FREE SAMPLES and test it out. See how much more 
attractive and handsome the shoe looks when supported by Mayhew’s 


ree. 
We will make exchange on all 1917 Top-Trees “Direct only” at a 
charge of 25c per pair when old Trees are returned. 
ORDER BY NUMBERS 
No. 8 for open form. No. 6 for closed form. No. 4 for men. 


Better Shoes in Your Window 


SPATS 








are approved by big 
buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 


Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 


Shall we send samples 
and prices? 

















JAMES N. MAYHEW CO., Inc. 


MINNEAPOLIS -_ - - - MINN. 





Laing, Harrar & 
Chamberlin 

43 North 3rd St. 
Phila. 
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James Buntrock Shoe Mfé¢. Co. 


815-817 28th St. 
Milwaukee, Wis. 


Economy Welts for Little Folks 
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) Features 


1. Quality Shoes. 
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Leather Mid Sole. 
Sole Leather Counter. 
Kant-Strand Thread. 
Best Quality Uppers. 


Full Grain Leather Counter Pockets, 
LF Tongues and Trimmings. 


— os 
ICC 





PNA hw 






i! 9. Highest Quality of Workmanship. ——— a 
4 6.10. Easily repaired and will not lose their Smo. Qtr. 

Dh shape. ce ital $3.15 
H Snciacsscasnss 3.35 
f} 11. Goodyear Process throughout. Oe 3.75 
h 213 ~=Button. 

if Sizes 5-8, 8144-11, 114-2, 

! Cand E Widths 





oe 





QUALITY 


it 
MILWAUKEE 


Hi-Cuts 


109 Smoke Elk Blu. 


Outer Sole of Guaranteed Long-Wearing, a aa 
t pata 309 Bik. 
Non-Slipping Loxsol. 
809 Bik.Box “ 
Leather Inner Sole. 09 Choc. “ “ 


5-8 $4.40 
8%-11 4.75 
114-2 5.10 
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REG, U, S. PAT. OFF. 





(PAT 


111612 


A FEW LEADERS 
FROM OUR 
EXTENSIVE LINE 






NORTH & JUDD 


MANUFACTURING CO. 


NEW BRITAIN 


CONNECTICUT 


SAMPLES FREE BUCKLES 


UPON REQUEST 


WHOLESALE ONLY 





INQUIRIES SOLICITED 


STANDARD BUCKLES FOR FOOTWEAR 


616 


ENTED) 


FOR 


ALL REQUIREMENTS 











To GT 





4 
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Christmas drawing nearer 
every day reminds us that 





Reg V3.Pat. orriee 


will figure in a larger pro- 
portion than ever in the se- 
lection of Holiday gifts, and 
what more useful and practi- 
cal gift could any one 
chooser 








Emery @ Beers Company Ine. 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 
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The Third Sole Worn Through, the - 
“Redline Lining Still Unbroken 

















Our National Consumer Advertising campaign 





is teaching shoe-wearers. all over the country 
the advantages of “Redrtinerv lined shoes. 
Are you prepared to meet the demand ? 





Farnsworth, Hoyt Co. (Makers) Boston, Mass. 
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LITTLE MISS ARMORTRED 


Young ladies and girls like this member of the ARMORTRED family—little 
MISS Armortred. 


It’s easy to be happy in her company, for while she’s unobtrusive she’s always 


on hand to SUPPORT young feet in ticklish places. 
ARMORTRED Rubber Heels are a necessity to misses’ and girls’ shoes. They 


make walking easier and safer and save dollars on the repair bills. 


Fathers and Mothers will thank you for making them acquainted with AR- 
MORTRED Heels for growing children—and surely there’s profit in that for 


you. 


QUABAUG RUBBER CO. 


North Brookfield, Mass. 


Suggestion: Put this advertisement in your display window. 
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IN STOCK 















No. 1700 
MAHOGANY 
CALF 


39> 


BAYONET LAST tings 
INSTOCK  -=»tiGé “ 
AA-A-B-C-D 


[*X STYLE it equals any shoe you can get 
today for $10.00 to $11.00, and should give at 
least 25% more service. 

Heavy single oak bend soles, full grain 
inners, leather heels, and counters. Just send 





























us a trial order! 


Marion Shoe Co. 


Marion, Ind. 
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STYLES IN STOCK 


Here Are a Few “ Crawfords” That Are in Particular Demand Now 


:| 1 
OOO Ie Ie 


(1990990909999 90909090 Ic 
3c 


a es 


a a a ae ae | 
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cc le ae 
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Illustrating . ; 

Stock No. , B 538—Light Weight Mirror Patent Dancing Oxford, 
> Imitation Ten tea Hollow Heel, Peg Top Piece, gend 
B 536-B 537 . Box, Winsor Last. is 
" WIDTHS AA TO D 


B 536—Brogue Boot Bal. Scotch Grain Vamp and > 

Wide Extension Edge, Brogue Last. Price $10.00 

B 537—Brogue Ocford. , Price... ...........+0005 
WIDTHS AA TO D 


—— as 





1) 
JOO ee 


a ae! 


Illustrating 
Stock No. 
B 2657-B 2658 


B --| Veal Bl 
B 539—Cherry Calf, Tuxedo Bal., Brown Nubuck ae Fibre Slip), Foy Trot Lest,” Price. Ful Double Sele Cape 
with Bound Edge, Pointer Last. Price $10. 2658—Gun Metal Blu., Munson Last. Price 
WIDTHS AA TO D WIDTHS B TO E 


a a a a a a a aes 
3c 


Oooo ee ee ee 


CRAWFORD SHOES—are of high quality material and our central location enables us to obtain the highest 
type of skilled labor. Order now as these styles are some of our most popular sellers. 
Sample pairs sent Parcel Post, no charge—Send for Catalog—Prices subject to change without notice. 


—— 


CHARLES A. EATON COMPANY 


“ THE STERLING SHOEMAKERS OF NEW ENGLAND” 


BROCKTON, MASS. 
BOSTON: 183 Essex St. ATLANTA: 238 Peachtree Arcade 


NEW YORK: 127 Duane St. DETROIT: 461 Book Bldg. 
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Dependability 


Just what does this slogan of ours mean to you. 


It means a recognition on our part of every clause in the con- 
tract and an accepted order is a contract to us. 


It means that your merchandise will be a reproduction in every 
respect of the sample from which you place your order. 


It means that your goods will be of the materials stipulated, 
of the quality you have a right to expect, delivered on time. 


It means shoe insurance for you and the farther you are from 
the great producing centers, the more vital your need of it. 


It means DEPENDABILIT Y in all that the word implies. 


P. J. Harney Shoe Company 
Factory and General Offices 


LYNN’ - ‘MASSACHUSETTS 


BOSTON OFFICE—183 Essex Street 
IN-STOCK DEPARTMENT—78 Lincoln St., Boston 


BRE RLM EE 


Sty 


“ee ee 
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TONY RED and CRESCO 


The Satisfaction Leathers 


HE continuous call for RESCO, ever since we 
TONY RED during the first introduced it, has 
past nine seasons is due to far enjoyed a steadily increasing 


more than the popularity of I] 
call. 
the color. 


The established Creese and CRESCO, because it is the 


Cook quality in TONY RED one waterproof leather that 
CALF has been always pres- takes a polish, is the most out- 
ent to make TONY RED standingly satisfactory leather 
spell SATISFACTION. for winter wear. 


TONY RED) |CREESE 


(Made 7 


CRESCO COOK CO. 


“You Can't Think of Either Without the Other”’ 








Tanneries at 


Boston Salesrooms 


95 South Street 


Danversport 


Wolfenstein and Shanahan (O(= "oF 4 3) ia am ™ 


Ton wed 
39 Spruce Street Tare 706 Broadway Leather Trades Bldg. 
New York Q_y Cincinnati, 0. St. Louis, Me. 


bbbtbtt titi iiiiiiiiiiiiiiiiiiiiliiiiiiiit) 
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Dec. 13, 1919 BOOT AND SHOE RECORDER 





oe 
~~ 


J ye the Lucky M 


Nath’] Adams 
Martin J. Bolger 
Jas. C. Hall 
Frank B. Newhall 
Frank Reese 

W. A. Seavey 
Frank J. Slagle 


Ther Sales for Spring Show Why! 


LL “the lucky seven’’ have completed their spring selling trips 
and all have scheduled a record business on La France Shoes. 


Their success is further unmistakable evidence of the public conf- 
dence in the known value of trade marked merchandise. 


The La France trade mark is ‘“‘the warrant of value that makes 


you sure.” 














WILLIAMS CLARK§$& CO. 


“the warrant of value 
that makes you sure” 
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FACTORY BOSTON OFFICE. 
ABINGTON, MASS. 10 HIGH STREET 





PUTT 





_ CL 


ol a be pL 


renee , 
MILWAUKEE 


MILWAUKEE 





HH. HANDELAN & STAFF 
CHICAGO 


The “House of Foot-Fitters” wishes 
all retail merchants everywhere A Very Happy Xmas 


and Prosperous New Year! Shake hands with us at the 
N. S. R. A. Convention, Boston, January, 1920— Milwaukee, 1921. 











Bdmone 
: r ; LER ty 
Milwaukee Wisconsin 
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UNDREDS OF SHOE RETAILERS, WHEN IN ATTENDANCE 

AT THE ANNUAL CONVENTIONS OF THEIR NATIONAL 
ASSOCIATION, COMBINE BUSINESS WITH PLEASURE, 

and for this reason it has been suggested that the 1921 Con- 
vention be held in Milwaukee, and that the date of the Con- 
vention be such as to enable delegates and attendants to really 
enjoy their short vacation period. Shoe merchants 

should have vacations as well as other varieties of 

business men, but many thousands cannot afford 


to make two trips. 


ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE CoO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO 
MENZIES SHOE CO. 
OGDEN SHOE Co. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 


Albert H. Weinbrenner Co. 
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You can place full confidence in this Trade Mark, 
because of what it means to Shoe Wearers 


Weyenberg Shoes for Service—Milwaukee 











MILWAUKEE 





~ 
ast 


Aa 


ar e™ ‘ak 
LEATHERS 
PRY 


~~ ton 


Ent eit YY : yy 
P in 
a 4 ~~ ; 


7 a 


Pn bt 50% 


Wp W/O 

: A Me 

The P & V trade mark is an unmistakable 
endorsement of good leather. It is an assur- 
ance of maximum wear to shoes made up of 
any of the various kinds of P & V Leathers. 
It has required three generations to perfect 
P & V Leathers to their present high grade, 
standards. This means that when you 
specify P & V Leathers in the shoes you 
buy, you are offering your trade the com- 
posite result of many years of quality leather 
production. 


Best values are the outgrowth of long, 
specialized experience. 


Pfister & Vogel Leather Co. 


Milwaukee 


Wisconsin 
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Rich's FAMOUS. 


wis MARLOWE 


Style 7661—Welt Black Kid . Style 4866—Single Sole Mc- 
Lace Oxford, 15-8 Spike Heel. Kay, Patent Leather Pump, 
N. S. R.A, 17-8 Leather One-Half Louis 


BOSTON, 1920 Heel 
MILWAUKEE, 1921 “fag, made of Tabasco Brown 
Kid. 


When you know that the 
name on the shoes you sell 
is backed by an organiza- 
tion built upon the founda- 
tion of integrity and quality 
you know that you are 
making friends for your 
store. No name can 


express more of integrity, 
Style 7931—Goodyear Welt, : 
Black Vici Kid Lace Oxford, quality and style than 
Plain Toe, 17-8 Leather One- “Julia Marlowe’’ shoes. 
Half Louis Heel, White Welt- 
ing. 
Style 4841—Same Style as 7931, 
made in Single Sole McKay. 


Ask for Complete Catalog. 


THE RICH SHOE CO. 


MILWAUKEE, WIS. 


| 


f 
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PHILADELPHIA 
IS THE 
WORLD'S 


GREATEST 
WORKSHOP 


ONE VISIT TO 

OUR CITY WILL 

CONVINCE YOU 
WE HAVEOVER 
THIRTY SNAPPY 
STYLES ON THE 
FLOOR, ALL LEA- 
THERS, WELTS 

AND TURNS 

ONLY 











FOUR VERY 
DAINTY BOOTS 
FOR STREET 
WEAR TO AT- 
TRACT THAT 
PARTICULAR 


CUSTOMER OUR CATALOG IS 


READY IF YOU 
WISH ONE 


IN STOCK FORJ IMMEDIATE DELIVERY 


No. 1232 Havana Kid Vamp, Field Mouse Top, Lace AAtoC............-- $9.00 
No. 1234 Havana Kid Vamp, Field Mouse Top, Button AA to C............-- 9.50 
No. 1250 Patent Colt Vamp, Black Kid Top, Button AAtoC.............. 7.00 
No. 1260 Patent Colt Vamp, Pearl Grey Top, Button AAtoC.............. 8.50 


44-inch Vamps. 19/8 Full Louis Covered Heels. Hzavy Turn Soles 


W.T.HOLMES COMPANY 


~ EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET - - PHILADELPHIA 
































O00 
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WHITE CASKO 


(CLOSE students of conditions agree that 
a very big white season is to be with us 
next Spring and Summer. 


Our No. 31 White Casko is the finest smooth- 


est and strongest white mercerized cloth pro- 


og 

: 

; duced. 
: 

: 

. 





If you see a sample you will be sure to want it used 
in your white shoe orders. 


Tell your manufacturer you want CASKO SHOE 


CLOTHS used in your shoes. Every kind of fabric 
for the outside of a shoe is included in the CASKO line. 





All Staple Colors or to Match Any 
Leather. 











CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U.S. A. 








New York Chicago Boston St. Louis 
A. J. HAAS J. K. REYNOLDS CO. A. W. BLISS H. C. KORNDOERFER & CO. 


10 Spruce Street 221 W. Lake St. 106 Beach Street Leather Trades Building 
Rochester H. J. FRALEY Cincinnati 
W. A. BENNETT, JR. 


GEORGE C. SMITH Pennsylvania 
1015 Second National Bank Bldg. 


4 Church Street Representative 








F 
3 
: 
5 
: 
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A Real Thrift Leather 


| jgpteeersa Kid will give your customers appearance, 
comfort and service equal to that of genuine glazed 
kid at lower cost. 


And moreover—NOVILLA KID will not scuff. Specify 
“NOVILLA”’ and make more sales. 








CASTLE KID COMPANY 


Originators and Sole Producers 
CAMDEN - . - - NEW JERSEY 
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pring styles 

that are the- 
final word in_2 
modishnesg. 


Permanent 


trade builders. 








John. Kelly. Inc. 


Rochester,N.Y. 


New York Ciby: Ruom 10S Grahen 
Chorch © Duene Sts. Ar John C.Halliwe 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 


part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 


the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 


sense. 


The shoe is for 

the foot and not 

a store house for 
The Cotniteed Aedadiamnenting Thank to on appliances. 


integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and brokenarches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 


Johnson City, N. Y........ 124¢Main 
Lynn, Mass..... .. ....306Broad Philadelphia 


Marlboro, Mass 11 Florence , 
Milwaukee 258 Fourth Rochester, N. Y........... 130 Mill 
St. Louis 1423 Olive 




















Red Cross Christmas Seals Are Conquering Tuberculosis 


] 




















=) (=) | J | Fe) —)] I) F- 


No. 1207—Brown Elk, 9-inch Top, 
Munson L 


unson Last, 
544; Youth’s 1 


Boy’s Sizes 24% to, 
2% to 2. ‘ 


No. 1208—Same in Smoked Elk. 











Boys’ Heavy Shoes— 
Made in Goodyear Welt 
Bull Pup by Name and by Nature 


STRONG— PERSISTENT 


In Stock 


All BULL PUP numbers have double 
oak soles and grain leather insoles with 
viscolized chrome liners that keep the 
feet dry. 


Ask for Catalog and Prices 


GRAHAM-BUMGARNER | 
COMPANY 


‘*Pioneer Shoe 
Manufacturers’’ 


PARKERSBURG 
WEST VIRGINIA 





oI | 


1c 
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A Lucky Number---924 


Represents One of the ‘“‘ Keith’s Konqueror’’ Winners 


A Wine Cordovan Bal on the Dunlap Last. 
AA, 7 to 11: A, 6 to 11; B, C, D, 5 to 11. 


Price $11.25 


We have ample quantity on hand at present time to supply demand 
for the sizes needed. Order while you can get yours. 


ny & 


THE PRESTON B. KEITH SHOE CO. 
BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 


1920 
7 CONVENTION 
N-S-R-A- 
BOSTON 
Don’t forget the date of the N. S. R. A. Convention in Boston, Jan. 12, 13, 14, 15 
We will be there. 




















Children’s Shoes of Known Standard are most satisfactory, 
both to the dealer and the customer. 


4 
: F 40 ‘ F Special 


RRR ARAMARK RRR HHT RRR RARE 





Coming to the Convention? 
Stop at the “Essex” 


Leading hotel for the shoe and 
leather tradesmen. Time now to 
make reservations for rooms dur- 
ing the big days in January. The 
N.S. R. A. has planned for the 
greatest convention in its history. 


Genuine Goodyear Welts 
IN STOCK 


400 ROOMS—300 BATHS 
$1.50 4 DAY AND UP 








The Essex Hotel Co. 


ATLANTIC AVE., ESSEX AND EAST STS. 
Boston, Mass. 





Send for Catalog 


WILLIAMS, HOYT & CO. 
ROCHESTER, N. Y. 


McCARTHY BROS., Proprietors 
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“CONSTANT COMFORTS” 


No Better Gift for Christmas 











THESE ATTRACTIVE STYLES 
IN-STOCK AT RIGHT PRICES 
THE TIME IS SHORT— 
HURRY YOUR ORDER 










REG.U.SPAT.OFF 











/l 


1920 


4-Blk. Kid 34 Fox, Imt. Perf. Tip, 714” CONVENTION 159-Blk. Kid, Pl. Toe, 714” 
Polish, 13-8 Heel. In Stock A, -Q\.D.A.- blucher boot, 13-8 heel. In 
N S R A Stock A, B,C; D. Price. . $7.25 


, Coon Sa” Sareea ae $8.00 
BOSTON 











DON’T WAIT TO 
WRITE—WIRE! 








113-Blk. Kid Pl. Toe lace Oxford— 661-Blk. Kid 2-strap Sandal— 
13-8 heel. In stock A, Ornament—12-8 heel. In 
i oS Se... era rare $5.85 Stock B,C, D, E. Price $4.50 


AULT-WILLIAMSON SHOE CO. 


Black Kid Turn Specialists 
AUBURN : $ MAINE 
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ant we go on record as claiming national popularity and 
supremacy for COTERO Spats, you can be sure that 
we can back up our claim. 

The recommendations of merchants who use them are our sure 
reliance that COTERO Spats are what. we claim them to be— 
Supreme in Style, Fit and serviceability. 

No. 130-As illustrated on left No. 140-As illustrated on right 


Price $14.50 Price $15.50 
Same in 10 Buttons The only no Buckle Boot 
Price $13.50 Top worked out in felt 


NOW IN STOCK in following colors: Castor, Fawn, Taupe, 
and Brown. Wire your order at once. 


Also makers of the famous COTERO Tongue 
Pad. The one that sticks to the tongue 





























*. 
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COTERO CUSHION MEG. CO. Scranton La 
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er, 


“*The Welt Stitchdown 
that has made good.’” 











Now’s the Time to Place 
Orders for 


“Youngster” 


Oxfords 
for 1920 


They’re built on 
Footform Lasts. 
No Tacks or 
Nails. 


Shoes of Service 


and Style 


TRUITT BROS., Inc. 
BINGHAMTON-~ - - NEW YORK 








Make Buyers 
Out of Passersby 


Hugh Lyons window and store fixtures are 
built by master craftsmen—under the super- 
vision of window display merchandisers, and 
they aid in building up sales — increasing 
volume of business—because they are the 
work of men who thoroughly understand the 
value of attracting attention—making buyers 
out of passersby. 


Hugh Lyons catalogs, brimful of practical 
fixtures of beautiful design, will be sent to 
you upon request, together with our views 
upon any window or store display problem 
which may confront you. Our organization 
is at your service. 






































HUGH LYONS & COMPANY 
0-00 See =) om oe OO) Os ee ©) ee 7-0-9 9 - 0 





LANSING -— MICHICAN 
SALESROOM CHICACO SALESROOM 
STREET 234 S. FRANKLIN ST. 
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ce e)HE number of jewelers 
Gs selling watches without 
GD) ° 

" the maker’s name is neg- 


ligible. Why? 


What’sinaname? Youchoose 


between names in buying, be- 


cause one name means more 
than another. 


Whether you buy shoes for 
yourself or for an entire com- 
munity, the name’s the thing 
that establishes the wearer’s 
confidence. 


Public preference for branded merchan- 
dise is far more in evidence now than 
ever before. Women know the famous 
shoe for women, and give their confidence 
where local and national reputation are 
joined in the two names — yours, and 


QUEEN QUALITY SHOES. 


THOMAS G. PLANT CO. 


NEW YORK BOSTON CHICAGO 
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INTRODUCING 
TWO SALESMEN- 
who take 
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These gentlemen are calling upon the shoe trade. They sell nothing except an 
idea. And the idea is that Korxole, the flexible cork innersoling that’s built 
into the shoe, makes a better shoe. This is why: It is waterproof, insuring dry 
feet. It is flexible, requiring little “breaking-in.” It is durable, usually out- 
lasting all other parts of the shoe. It is comfortable, yielding softly to the pres- 


sure of the foot. 


These men will explain how Korxole is built into the shoe at the factory and 
how the retailer can obtain these innersoles by specifying them by name in his 
next order for shoes. 








Many other interesting points will be brought to your attention. So watch out 


for Mr. Barnes and Mr. Smith. 


It may be some time before these men get around to your store. In.the mean- 
time, if you want information or literature, write direct to us. 


Armstrong Cork Company 
132 Twenty-third Street Pittsburgh, Pa. 


Branches in the Principal Cities 





Products, Armstrong Cork Products Company, 403 Shoe 


Distributors in New England for Korxole and Allied 
and Leather Building, 207 Essex Street, Boston Mass. 
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(rown Spats 


The Snugfit Gaiter 


MAKE SATISFIED CUSTOMERS | 
WHEREVER THEY ARE SHOWN | 


Show Either ‘Contour Spats” (10 and 12 Button) 
or “Contour Shoe Tops” (14 Button) — And — 


THE SALE IS MADE. 


CO 





















ARIE Sas 





1 ET OPER NE 
nas neitaietaes arcane 


QUALITY — FIT —STYLE 
nae : LIST 
The Predominating Features Which Have Made Pe 
Crown Spats’ Reputation Contour Spats, all 
coiors . . . $13.50 
READY FOR IMMEDIATE DELIVERY Seaentnon ae 
In All Desirable Shades otters . . - SUGGS 
ANY QUANTITY—ALL SIZES 10 Button Box Cloth 
“a 
There is Pleasure and Profit 14 Button 
In Handling Crown Spats Ta. te j 











SEND SAMPLE ORDER TODAY 


ROSENWASSER BROS., INc. 


Long Island City, New York 
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F. B. Higgins Co. Aurora, Il. 


INCREASE YOUR DRESSING 
SALES 






HERE IT IS. At-Last-A Creme Dressing will increase your 
dressing sales. Hundreds of satisfied dealers all over the country 


are reporting BIG SALES of At-Last-A Products. 








For 
re 
1 Lisi, 


Sw 


\ \ 


\\ \ N VIN 





\ 


\\“ 





AT-LAST-A CREME \ 


soo ig“ a — and largest bottle NS w \ N rN 

— A Per tom * , - + « $24.00 LEATE \\ \\\ 

Dry Cleanser At your jobber or write direct to \SHOES V 
SAV MASINESS \ 
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| JUST ONE WORD 


Gee 


THE ADVANTAGES OF 


(2) 


P erfection 


‘ELITE | 


added to your shoe sales talk is all that is © 
spats. 


necessary to sell your customers 














ta 
There is a consistent demand everywhere 
for ELITE SPATS—they give true satisfac- 
tion. 


With the Sharp Shoulder and Broad Wear- 








Write us today for samples—we’ll make an © ° 
immediate shipment. ing Surface 
In felt, 10-button, $13.00 a dozen. , 
12-button, $14.50 a dozen. They don't ecratoh floors They do protect 

Kersey from $24.00 a dozen up, all colors. They don’t wear slippery They do stop uneven wear 

Men's felt 51 button gaiters $1 1.00 sical They don’t drop out They do prevent runover heal 

en’s Box Clot utton gaiters -00 and up 
PUT ’EM WHERE THE WEAR COMES 


BROOKLYN SLIPPER CO. TRADE SUPPLIED BY 
409 Osborn Street, Brooklyn, N. Y. F, W. Whitcher Co., reel 
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ADVANCE NOTICE 
Send Your Orders Now! 


1920 Directory of Shoe Manufacturers 


(17th Original Edition) 


American 
Shoemaking 


IMPROVED itaeheeRM ME ACCURATE 


REVISED Shoe Manufacturers COMPLETE 
CORRECTED HANDY 





Covering all the improved features of previous editions, thoroughly and carefully revised to date. 
More important changes have occurred during the past year than ever before. Over 200 new firms 
and readjustments, changes in addresses, new superintendents and buyers, changes in lines of produc- 
tion, etc. 

Remember this is the only Directory giving complete description of product, output in plain figures, 
special buying hours, and containing the names of actual manufacturers—no jobbers included. 


PRICE $2.00 POSTPAID 


“RED BOOK’? SHOE TRADES DIRECTORIES 
Published by 
SHOE TRADES PUBLISHING CO. 
SUCCESSORS TO 


American Shoemaking Pub. Co.,.Superintendent and Foreman Pub. Co., Rogers & Atwood Pub. Co. 
683 ATLANTIC AVE., BOSTON 
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No. 197—all Regent Kid, 8 1-2-inch 
2 inch 


Lace, Imitation Turn, 2 1-8-in 


Leather Louis Heel, 89 Last. AA, 


4to7 1-2; A, 31-2 to8; B,3to8: 


C, 2 1-2 to8; D,21-2to8....$7.25 





These Numbers Are In Stock Today 
Ready to Ship Now 
Order at Once 


THE HOLTERS COMP ANY 


CINCINNATI 


No. 204—Beaver Brown Brazil Kid 
Top, Patent vamp, 9-inch Lace, 
Welt, 2 1-8-inch Leather Louis 
Heel, 89 pans. AAA. 5 1 ~ 8; 
AA, 4 to 8; A, 3 1-2 to 8: 21-2 
to 8; C, 2'1-2'to 8; D, 3 3 t0 8. 


8.75 
No. ee as above only Dull 
TEE TED c ccccceconcees cose 


BOOT AND 


No. 196—All Regent Kid, 2 1-2-inch 
Lace, 1 1-2-inch Military 
itation Straight Tip, 92 


A,4 
C, 2 1-2 to8; D, 21-3 to8. 





SHOE RECORDER 


166—All Glazed HM, 8-inch 


Welt, Imitation Stra! nt Tip, 
13-4 = Cuban yy 
4to 8; A, 3 1-2 to 8; B °C, D309. 


Add 40c for sizes 8 1-2 and 9. 





Dec. 13, 





aa Holtershoes 





Will be shown 


National Shoe 


Jan. 5th to 10th at 
Palmer House 


HAVE A LOOK 


at the 
Chicago 


Exposition 











No. 195—All Glazed Kid, 8 1-2-inch 
Lace, Welt, 2 1-2-inch Leather Louis 

= Last. AA, 4 1-2 to7 1-2; 
£2008 ; B,3to9; C,3to9; D, 


Add 40c for sizes 8 1-2 and 9. 





No. 200—Dark Brown Kid, 9-inch 


Lace, Welt (4-inch vamp). 2 1-4- 
Last 


inch ‘Leather ver Heel, 97 
AAA, 5to8; AA,4to8; A,3 1-2 to 


8; B,C, D,21-2t08......- $10.35 
‘o. '199—Same as above in all 
Glazed Kid...... Coccccecere 75 
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T the entrance to the present No. 1 WALK-OVER Factory stands, modestly but un- 
dauntedly, the little shop where Franklin and Betsey Keith, parents of George E. 
Keith, put honesty and reputation and pride into boots and shoes. 

Nothing could have been farther from their thoughts than that these boots and shoes 
were destined to be the predecessors of millions of others, going, in ever-increasing volume, 
for the last 45 years, to the world’s farthest corners, the earth’s most remote places, tributes to 
the genius of their son. 

e Who, gazing upon this little shop and the mammoth factories completely surrounding 
it, can say that business is dull or prosaic, that trade does not have its romance, its peaceful 
conquests, its bioodless victories? 

The name Keith has long been identified with the shoe industry. 

Levi Keith (1738-1813), the great-grandson of the Reverend James Keith (1644-1719), 
the Scotch preacher-pioneer, and founder of the family in America, established a tannery and 
shoe-making shop on a site only a few hundred feet from the present WALK-OVER plant. 

Between Levi Keith and George E. Keith there are three generations of Keith shoe- 
makers, Benjamin, Ziba and Franklin, respectively the great-grandfather, grandfather, and 
father of George E. Keith. 

. Among George E. Keith’s earliest recollections are the memories of days spent working 
in this little shop. ‘ 
_In 1860, when 10 years old, he began working out of school hours in his father’s factory 
assisting in making rands aig oe the leather through a machine operated by hand 
ower. All during the Civil War he worked in his uncle’s and father’s factory mastering 
s craft so well that at 24 he was a foreman. 

In 1874, with total savings of $1,000, and against the tearful protests of his mother, 
who with the recollection of war failures fresh in her mind, was naturally fearful of the 
uacertainties of all such ventures, he founded his present business. 

Mr. Keith’s original number of employes was 10, the first year’s business, $20,000. 

Contrast those figures with the present employed force of 5,500 and a business in 1919 
of about $30,000,000, not forgetting the other thousands of men and women, the world over, 
speaking various tongues, engaged in marketing WALK-OVER shoes; and the other millions 
S — invested in modern, convenient and beautifui stores where those shoes are offered 

or sale. 

The secret? Hard work, close and intelligeat application to business, personai sacrifice, 
a steadfast devotion to ideals and a courage that never wavered. ? 

The nimble hands of the boy at the bench were directed by the same keen brain that 
has made the name Keith and the word WALK-OVER synonyms of industrial triumph 
founded upon the firm rock of integrity. 








~ r 
GEO. EK. KEITH COMPANY 
_Makers of WALK~OVER Shoes for Men and Womerv 
CAMPELLO, BROCKTON, MASS., U.S.A. 
EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND THE ———S—-~=-: 
WORLD OVER, INCLUDING NEW YORK, LONDON AND PARIS gS 
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Buyers’ Easy Reference Directory 


“hose totally different shoes” 


Women’s 
Brogue Oxfords | 


IN STOCK 


Stock No. 4559—Pfister & Vogel's Russia 
Calf B e, Goodyear Welt, 12-8 inch 
Military Heel, Heavily Perforated. Widths 
BOT FR cccccccccccccsves $7.00 










Stock No. 5555—Same as abo 
Ptister & Vogel’s Black Calf. 
i | ar 


BLUESTEIN BROS. 


173 Summer St., Boston, Mass. 


PS {SS | aS SS a] ~— —- — + + ~. 














made for our American 

_ Glazed Kid of which we 
are justly proud. To maintain 
a reputation is no less difficult 
than to obtain one, but by un- 
varying standards of manu- 


facture it can be done. We 
keep quality high. 
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BLACK BOUDOIRS 


$1.50 Less 2% 10 days 

Sizes 214-8, Immediate Shipment 
Red and Tan $1.75 

Send us your orders. Dept. X. 


THE BAKER SHOE CO. 
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C#ine 
‘Welt Footwear 
Sor Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 

















CORDO TAN DYE 


A permanent dye that changes a faded tan or light colored leather, 
calles kid to a deep, rich cordovan brown, the popular shade 
today. 

CORDO TAN is the result of exhaustive experimentation and 
research, and is absolutely guaranteed to do all we claim for it. 
Send for trial 50c package with 10c added for parcel post— NOW 


4 Pints $0.75 $1.50 
Quarts 3.00 5.00 
Gallon 7.50 


ARISTO PRODUCTS 
602 Myrtle Ave. 
BROOKLYN - - - NEW YORK 


We have taken over the business of the New York Shoe Dyeing Co. 
ARISTO BLACK DYE will dye any leather a permanent jet 


Pints 
% Gallon 
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“Say It With Flowers” 


N. FISHELSON & SON 


THE COPLEY FLORIST 


14 Huntington Avenue, Boston, Massachusetts 


Official Florist of Shoe and Leather Fairs 
since the Fairs have started in Boston 


PHONES—71671 BACK BAY 5069 BACK BAY 


PIERCE BUILDING 
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FootStards 


ace MA 


CUT SHOWS 

_— FOOT GUARDS 
oe a «= AS:«SWORN =sIN 

: : SHOE 

After use of one FOOT-GUARD, customers 


come beck for a pair, because they not only correct 
weak feet, but also give unusual comfort to normal feet. . 


Write Us For Prices and Details 


FLEXIBLE ARCH SUPPORT COMPANY 


69 E. 12th Street New York, N. Y. 














Trade-marks in Foreign 
Countries 


of Protecting your Foreign 
South American Countries and 


Countries award exclusive trade-mark sighte 


mark to t, ive 
© piracy valuable 
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A Helping Hand to Retailers 


The retailer who handles the Union-Made shoe opens 
his doors to the trade of every man in the community. 


Union Stamp shoes alone appeal to all the buying 
public. 


Furthermore, the retailer is assisted by our nations 
al campaign of advertising to practically all 
the union workers in all trades in this country. 


Cash in this season on Union Stamp shoes and pre- 
pare yourself today for visiting salesmen by send- 
ing for our complete list of manufacturers of Union 
Stamp footwear. 


Boot and Shoe 
Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street Boston, Mass. 
COLLIS LOVELY - : : General President 
CHARLES L. BAINE__ : : Gen’l Sec’y-Treas. 








<oo! & SHOE <o0! & SHORE 
WORKERS UNION WORKERS UNION 
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" ; 
: LAST CALL 
| BEFORE CHRISTMAS 
, 
; INDICATIONS POINT TO THE ‘ 
BIGGEST HOLIDAY TRADE IN r 
: YOUR HISTORY ‘ 
" i 
" THAT MEANS YOU WILL NEED PLENTY OF INFANTS’ SHOES OF THE BETTER KIND _ §& 
D H 
i! BETTER “SIZE UP’? AND MAIL OR WIRE YOUR ORDER TODAY fo 
E LA 
ORDERS FILLED WITHIN 24 HOURS AFTER THEY ARE RECEIVED ‘ 
= LF 
: REGULAR HEIGHT 
! 354 68 ff 
ee i re ee” Sr NNR ss is, hs oe en cio cuiwededabnseed cnet ekah aces cmedewndare $2.65 $2.90 i! 
rN RE MN OI 666.05. 65.6 4.5.9. 4.06 0 dH bods 4/SbSOs RES CLETAEKDE SES OTROS He dR RR MAR 2.35 2.60 5 
Cooks aaccie s c6 dk ie oa caide aid S eine 6d madiernaeracee aura RaS-OS SAIS AA CERES a eMeae 2.65 2.90 1) 
PONY CUTS " 
’ 1021—Golden Brown Top Patent Vamp.and Foxing Lace...........ccccecececcccccescscscecscsccece $2.80 $3.00 A 
‘ BEE —Picke NEGUS TOS PACERS VAN ONG FORING BUttO 6. .o.6 aioe ci icc ss cewseseseecescasesewess 2.80 3.00 x) 
: BEF aes NEOESS TOM FAMERS VAMOS ONG TORING LACE c o.6cccicc csccc cise sce se sesesicncasscisnnsdaee ee 2.80 3.00 L 
; ee ee ee NEG eo. ii ccc dnse cs oe eadaes Mdeadajsecltacepevew ene hewians 2.90 3.15 K 
‘ EEE OAD Pe eee ee Re ee EN tn ee ee tee er 3.00 3.25 x] 
“B & P” FIRST WALKS H 
1 (Feather Edge Turns without Heel) i 
i 560—(Special Grade Sines 3-5) —Black Bid Button 2... o.oo cesses cece scceesecnecacctesseseee $1.75 ru 
: 510—(Special Grade Sizes 2-5)—Patent Foxed Mat Top Button... ............. 0. cece cece ev eees 1.75 5 
F 511—(Special Grade Sizes 2-5)—Patent Foxed White Kid Top Button...............c0eeeeeeseeee- 1.90 4 
Fi 521—(Special Grade Sizes 2-5)—Golden Brown Lace.............. 2. cece ccc e eee eerste eeens 1.90 A 
‘ 614—Patent Vamp Gray “Kid” Top- Button with Tassel (1-5) ............ 2... cee eee eee eee eee 1.60 ; 
. ee i inc o. cs nace g oe ad ad cee cba aa bdan Edw adaree Rene eetes 1.75 Hi) 
i ee 8) rT ee a rer rrr a # 
1 ee dg neg 445d vn ad a hel oie ¥ eaceiesin.a foe Haivaiaca gains waist eee a bee aad 1.50 5 
4 ry I NE I IE ioc ce kiken Su hinder Ka Os Ondae ecb eae ee Haan ele sae lec mete 1.40 x 
4 cr 
, Terms 5%, 10 Days, F. O. B. Oswego, N. Y. i 
‘*B & P’’ Turn Shoes Are built on new and ‘Roomy Lasts.”’ ; 

They are Just What You Have Been Looking For. 5 

We also have several styles of Infants’ Hand-Made Moccasins and Soft Sole Shoes in Stock. i 

- 

Factory 1 offers to the trade, Boot Socks and Foot " 

Comforts (Double Eiderdown Slumber Slippers). 

Factory 2 offers to the trade, Infants’ Soft Sole and Turn Shoes i 

and Hand-Made Moccasins = f 

‘6 ” : 

The “B & P’” Footwear Co., Inc. 

i 

OSWEGO, N. Y. : 

Dept. 3 
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BROGUES | 


BOTH BEAUTIES 


SP pence te 
a 


iF 











PRICE 


$10.75 I 9 20 


sia resiaali 
STOCK NO. 524 N S-R. ION STOCK NO. 587 

BROGUE LAST A A: BROGUE LAST 
Gallun’s 4 Norwegian Brogue Bal., Rawhide BOSTON 


Slip Sole 


Sizes and Widths: AA and A, 7 to 11; B,6 to 
§ 
Booth No. 67 






Gallun’s 4 Norwegian Brogue Oxford, Raw- 
hide Slip Sole 


Sizes and Widths: AA and A, 7 to 11; B, 6 


11; C, D, 5 to 11 to 11: C, D, § toll 


Measure their value by increased sales, not price we put on 
them, and you’ll wonder how in present times so much 
shoe can be had for so little. 


Send for Catalogue showing full line of Dalton Shoes 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 


| 
[ 
| 
| 
| 
| 
| 
| 
| 
| 
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Moving! 


Into new and larger 

quarters—in the cen- 

“One Minute ter of Chicago's fa- 

from mous business district, 
State Street” “The Loop.” 

It means the expansion of 

our Service Department 

—increased production— 


Remember! larger display rooms— 
Our New more satisfactory service than 
Add ever to our customers. 

pawees Come in and see our new 


206 S. Wabash  quarters—we'll be at home 
after the middle of December 
at—206 S. Wabash—on the corner 
of Adams and Wabash. 


The Adler-Jones Company 
333 So. Market St. Chicago 
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Comfort Health 
ae 79 
The Dayton’’ Foot-Warmer Insoles 
MAKE A DIFFERENCE AT THE END OF THE DAY 
Besides the unsurpassable quality of these foot- will be especially pleased with the comfort obtained 
warmer insoles, they are guaranteed to keep the feet through the use of a pair of “The Dayton” Foot- 
warm and dry, thus producing Health and Comfort. warmer Insoles. 
Those working out-of-doors during the wintry weather They fit any shoe, both men’s and women’s. 
DAYTON INSOLE CO. - 123 Mill Street - DAYTON, OHIO 
-" KS -) 
Fi, 
assets We’ 7 
fi n ere a \ 
© 
rs ; 


Carry Premier Spats 


Your pump and oxford customers 
want spats—and they want assured 
style at a conservative price. 


Therefore — carry spats — 
PREMIER spats. They are 
made in all the desired styles, 
colors and heights, in 
kersey and felt. Prompt 
deliveries assured. 


a $ a © a 9 ee ond 


Samples on request. 





Premier Gaiter Co. 
Incorporated 


120 Grand Ave., 
BROOKLYN, NEW YORK 


Pg et a. 
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These men know the value 
of Goodyear Repairing Machinery 


OODYEAR Welt Shoe Machinery remakes the shoes brought you for repairs. It does 

not cobble—it rebuilds them. People know this. And so they take their shoes to 

the shops where they can get them rebuilt by the Goodyear Welt Shoe Repairing System. 
Such shops prosper. It saves you time and money and brings you increased business 


through satisfied customers. 
Write for plan and catalogue of the various style outfits we make 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


BRANCHES: 
30 Euclid Arcade 18 So. Market Street 1423 Olive Street 708 Broadway 37 Warren Street 124 Main Street 
i k Johnson City, N. Y. 


eveland Chicago St. Louis Cincinnati New Yor! 

93 Centre Street 145 Essex Street 87 Main Street 258 Fourth Street 619 Mission Street 236 No. High Street 
Brockton Haverhill Auburn, Me. Milwaukee San Francisco Columbus, Ohio 
130 Mill Street 221 No. 13th Street 16 No. 2d Street 306 Broad Street 11 Florence Street 216 Chartres Street 
Rochester Philadelphia Harrisburg, Pa. ynn Marlboro New Orleans 

301 American Casualty Bldg., Reading, Pa. 














Red Cross Christmas Seals Are Conquering Tuberculosis 
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O20 
CONVENTION 


QUALITY. 


N-S'R'A: 


BOSTON 





MUWAUAER 


_—~ 
JANU, 12-15 





The Mayer booth is lo- 
cated on aisle Chateau 
Thiery, booth No. 84, 
where we will be glad 
to meet show visitors. 





Supreme Quality Plus National Publicity 


N° LINE of shoes possesses finer quality than the HONOR- 
BILT, or is supported by stronger selling propaganda. 


When you handle HONORBILT SHOES you receive advertis- 


ing and selling help that quickly converts your stock into 
profitable sales. 


Does the Line You Handle Give You the Advantage 
Offered by the HONORBILT Line? 


Better investigate our proposi- 
tion; it obligates you in no way 
and is pretty certain to show you 
the way to a bigger and more 
profitable business for 1920. 














Send for our catalog showing the 
HONORBILT quality line for 


men, women and children. 


io. 734—Vici Kid Bal., Tip, 


No. 168—Gun Metal Calf Mar- 
Narrow Recede Toe, En - 


tha Washington Lace, 8-Inch 

Hi 7 Cut, Imitation Tip, Mat Last, 1 inch Wide Square 

Calf Top, Narrow R fe Toe, Single Sole, Welt, B-D, 5-11. -4 
e ” No. 733—Brown, Same as No. 


13 1% in hes Single = 
t 
No he? Ten, Save as No. 168. MILWAUKEE, WISCONSIN 
No. eat oat “es Dongola, 
Same as No. 
No. 114 Chomiate, Same as 


No. 172. 
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MEN’S and * 
WOMEN’S 











| = MAIN FLOOR 
5S AT NSRA. 
5 CONVENTION 






WELCOME IF YOU 
PREFER TO CALL at 













HARD | HEADS 
SOFT WORDS 


O GET THEM-—+f they are hard to land. Though we 
have had a rapid fire ad campaign right along we're still 
on the hunt for more to serve. venmuamnd tactics 
now have the call—at close quarters. 


You know many don’t rush. Take the man who has been 
used to buying along certain lines for years. Habit, reluc- 
tance to change and a general indisposition towards state- 
ments about better products, make it difficult to have him 
give a hearing to the fellow who solicits a share of his 


patronage—deservedly. 


In your case, it is a cinch to back your stand. All you 
need is a willing ear. Show your full hand and you'll 
make a winner. So shoot up to Boston, and land these 
folks we can serve so well, by tackling them when they 
have time galore, and a nose for news about the good 
things our regular friends thank us for. 


At close range, talk as man to man with the many suc- 
cessful dealers you will see. It won't be difficult to add 
another batch of friends to be in line for the preparation 
we are now making to extend our service.” 


—From the AD-MAN 
to the SALESMEN. 


ae AND UNION eos WELTS 


LOOK LIKE SHOES TH 
MIGHT COST MUCH mone” 
BRANCH IN 


PHILADELPHIA CLEVELAND 
BALTIMORE DETROIT 
PITTSBURGH ia CHICAGO 
FACTORY | FACTORY 2 








=| 

. 207 ESSEX STREET 
= BOSTON OFFICE 
- LOADS OF SHOES 
~ FROM $5.90 TO $8.15 
” IN STOCK NOW 
| BUY WHILE 
™ THEY LAST. 
=| BRANCH IN 

= MONTELLO 

o\ BROCKTON 


CORERURURRERRRERRGEREEOS 


CITY OF 
BROCKTON 


HOME OFFICE STOCK HOUSE SALES ROOMS 
196 CHURCH STREET, NEW YORK CITY 
BOSTON OFFICE 207 ESSEX STREET 
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STYLE 5737 


—GROVER SHOES— 


Win Permanent Customers 


The really profitable trade for you, Mr. 
Retailer, is the trade which comes again 
—and again. 


That kind finds its ideals in footwear 
best expressed by GROVER SHOES. 


In GROVER’S the service test confirms 
the verdict of the eye. These shoes look 
good and make good. 


Spring samples include a wide range of 
stylish models, as well as the time- 
honored 


Soft Shoes for Tender Feet 


Standard for fifty years. 


J. J. Grover’s Sons Co. 


Lynn, Mass. 


BOSTON [NEW YORK 


LOZ ve 
CONVENTION 


N-S-R:-A: 


pias Tow 
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You Will Win 


the appreciation and de- 
pendence of your careful- 
buying feminine customers 
by featuring the K. M. 
Stone line of high grade 
Brooklyn-made turns. 


These splendid examples of 
modern shoemaking will 
mean much to your busi- 
ness. 


May we send you our com- 
plete catalog? 


See Our Exhibit—Booth 9O— 
National Shoe Retailers’ 
Association, Mechanics 


Hall, Boston, Jan. 12 to 15. 


K. M. Stone Importing Co. 


12-14-16 East 22nd St., New York 
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Made in all the better grode 
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MOORE- ATAFER’ 
“AIOE ° MFG °CO° 
BROCKPORT. N.Y. U,4A. 
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Gun Metal Calf Brogan Bal. 


Aristocrat Last 


This shoe was one of the new styles added to our Fall line. It took 
at once and has been selling steadily. Has a 12 iron edge, carries a 
‘“‘Wingfoot” rubber heel and with its pinked vamp looks as snappy as a 


shoe could look. 
PRICE $10.00 
Widths AA to D. Sizes 5 to II. 


EK. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
CHICAGO, Republic Bldg. 
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ART IN SHOES 


means the perfect evolution of the combined arts of shoe conception, design and manufac- 
ture. Art in Shoes is the big underlying idea of the first semi-annual Cincinnati Shoe 
Fair of January 8th, 9th and 10th. This great national shoe exhibit is big with possibi- 
lities to the merchant in its broad and far-reaching presentation of the developments 
made in shoe conception, design and manufacture up to the present, and their 
influence on the shoe trade of the future. The Cincinnati Association of 
National Shoe Travelers is behind this Fair—the first of its kind. The Asso- 
ciation is honestly striving in every way possible to make the Fair of interest 
and of genuine value to every retailer who attends. 


COME! 
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Never did the general run of outdoor workers demand 
more service and comfort from their rubber footwear. 


Never were there so many men to supply. 


Never has your opportunity been greater for 
enlisting permanent year by year customers 
if you sell “U. S.” Rubber Footwear — 
the safest and most serviceable a man 

can buy. 


Prepare for the call of the many 
men in your locality who read 
our educational advertis- 
ing on “U.S.” Rubber 
Footwear in publica- 
tions that reach 
more than 
6,000,000 
outdoor 
workers. 
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BOOTS AND SHOES 


Shortage of Goods Continues to 
Trouble the Trade 


Time is short and is rapidly lessening, 
with but two weeks left in which to 
deliver goods on this year’s contracts, 
for all goods not delivered on orders 
taken at this year’s prices are automati- 
cally cancelled with the closing of the 
calendar year. Few, if any, manufac- 
turers have delivered or will deliver all 
the boots and shoes which have been 
ordered of them, even if the present 
coal situation allows preduction to 
continue. Some of the leading com- 

* panies—and perhaps all of them—vwill 
have to cancel orders well up in the 
hundred thousands of dollars, if they 
insist on the exact terms under which 
the orders were taken. And that they 
will do this is practically certain, for it 
is more than likely that goods produced 
today, from materials bought today, 
made by labor at today’s rates, cost 
more than the prices at which the orders 
were taken last January. This state of 
affairs is unfortunate all along the line 
from producer to consumer, while in 
the case of the latter, he becomes a non- 
consumer, in many cases, because of 
inability to get the goods. Under such 
circumstances it is to be hoped that the 
Winter may be a mild one, and there is 
one consolation for the retail shoe mer- 
chant, namely, if his customers cannot 
get rubbers, they will wear out more 
leather shoes, and sales of leather foot- 
wear at current rates are more profitable 
than those of rubber boots and shoes. 


TENNIS LINES 


Spring Deliveries Ordered Hastened 
Ahead of Normal 


There is a sort of advance demand 
being noted, even in the retail business, 
for fine tennis shoes. It is explained by 
the fact that many people have gone, 
or are preparing to go, to warmer cli- 
mates and fashionable Winter resorts, 
and are purchasing Summer footwear 
now to be worn at such places. There 


are some high-class retailers who never 
pack away their Summer specialties, 





The Rubb er Realm 
Market Review of Rubber 





TAAL OUTCAST 


and who cater to just such trade. The 
steamers going to the West Indies and 
the Bermudas and Bahamas are not 
only carrying tourists, but also Summer 
footwear. Meanwhile, the demand for 
Spring deliveries to wholesalers is that 
shipments be made in January, instead 
of March, as is usually the time for 
early shipment. Thbis state of affairs 
has kept every tennis shoe factory busy 
with practically no let-up since Septem- 
ber of last year, yet there are orders 
unfilled which will keep factories going 
to full capacity if the coal situation, 
which now menaces, returns to normal. 


CRUDE RUBBER 


Unsettled Market, with Little but 
Speculative Buying 


The market is somewhat unsettled, 
with a fair proportion of speculative 
buying. Fluctuations, however, are 
confined within narrow limits, and 
buyers’ and sellers’ views are practically 
only one-half cent apart. An unprece- 
dented phase of the market last week 
was a number of sales of pale crepe and 
ribbed smoked sheets, both at the same 
figure. Until this month first latex 
pale crepe has always maintained at 
least one cent premium over smoked 
sheets, but last week’s report showed 
this reduced to one-half cent, while 
later reports show sales at even prices, 
not only spot and nearby, but forward 
for the whole of 1920. However, quota- 
tions génerally show a return to a differ- 
ence between these two leading grades 
of plantation rubber, with the proba- 
bility of the one-cent premium being 
restored within a week or two. Upriver 
fine para is lower, but other South 
American grades steady, and none seem 
to be receiving much attention at 
present, and, in fact, transactions have 
diminished considerably within the last 
week or two, and it is evident that many 
consumers are pursuing a waiting policy, 
buying as little as possible prior to the 
beginning of the new year. 


We quote spot prices: 


First latex pale crepe....... 514%@52% 
Smoked sheets............ 514% @52 
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Brown Crepe..............47 @48 
Upriver fine para..........48 @48% 
er eee 48 @48% 
Upriver coarse............ — @35 
Islands coarse.............— @21\% 
Caucho ball upper.........— @35 
Caucho ball lower......... — @23% 
Ties Sr eRe — @23 


Centrals and Mexicans.....34 @35% 
Guayule (20 per cent mois- 
WUE 6 odes. cbs honk caee MET 


SCRAP RUBBER 


Dullness Continues, with Prices 
Nominal 


Business in scrap rubber has quieted 
down to almost total inactivity. The 
spurt of a week or two ago, which it 
was hoped would continue, has entirely 
died out. The main reason assigned for 
this is the present coal situation, which 
most seriously affects reclaimers, who 
not only refuse to buy, but who are 
endeavoring to postpone the shipping 
to them of stock contracted for. Under 
such conditions, dealers are unwilling 
to buy, and quotations are, to a certain 
extent, nominal. It should be borne in 
mind, as has frequently been mentioned 
here, that quotations given are dealers’ 
buying prices to collectors, and that 
the collectors must buy enough under 
these quotations to pay expense of col- 
lecting, sortirg, packing and marketing. 

We quote: 

Boots and shoes: $8.00 to $8.25 in 
Boston; $7.75 to $8.00 in New York; 
$7.50 to $7.75 in Philadelphia; $7.50 
in Chicago. 

Trimmed arctics: $6.25 to $6.50 in 
Boston and New York; $6.00 to $6.25 
in Philadelphia; $5.75 to $6.00 in 
Chicago. 

Untrimmed arctics: $1.00 lower than 
trimmed arctics in all markets. 


New Shoe Stores 


Jos. Dworkin, Shoe Department, 
Gainesville, Texas. 

Dixie Company (Canaon & Harris, 
Prop.), Murfreesboro, Tenn. 

Lincoln Clo. & Shoe Company, Shoe 
Department, Milwaukee, Wis. 
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The Comfort Shoe 


for those who work 


A truly serviceable shoe, durable, com- 
fortable, and economical, made for both 


men and women 


The 


For Men, Youths, and Boys 


In Bals and Oxfords, in Regular 
and English lasts, Brown Duck 
Uppers, Leather Trimmed, Ken- 
dex Insoles, Red Fibre Soles and 
Heels. 







CRAFTSMAN 


For Women and Misses 


Women’s 81% inch Bals made on 
Regular and English lasts, Brown 
Duck Uppers, Leather Trimmed, 
Kendex Insoles, Red Fibre Soles 
and Heels. 


Women’s Oxfords made on Regu- 
lar and English, and Misses’ on 
Footform and English lasts. Con- 
struction same as the Bals. 


Send for Complete Illustrated Catalogue 


LA CROSSE RUBBER MILLS CO. 


LA CROSSE, WIS. 
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SILVER 
Slipper Cleaner 
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It’s a lot easier to sell a pair of silver slippers 
when you can assure the purchaser that it is 
quite simple to keep them bright and new 
for a long time. 
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Cinderella Silver Slipper Cleaner is much : 
more than a cleaner—it contains elements 
that actually renew the worn spots, deposit- 
ing a fresh coat of real silver on the places 
where the metal has been scuffed and worn. 
The combination of cleansing and renewing 
properties that are distinctive qualities of 
CINDERELLA Slipper Cleaner accom- 
plishes a miracle—that brings you repeat 
sales and steady demand. 
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SILVER 
win! SLIPPER 
rm CLEANER 
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pase 0 wt 


Put our claims to the test 
—with a sample we'll gladly 
send you free. 





The Cinderella Quality line includes Slipper 
Cleaner and Kid Polish, Boot Cream and 
Dye in all colors. 


EVERETT & BARRON CO. 
PROVIDENCE, R. I. 
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. aggre Everett & BARRON Co. * 
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PROVIDENCE, R.1. 
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Novelty Footwear | 
Coupled With ‘ 


Style Stability 


. Is not impossible — we are demonstrating 
: that fact every day 
P H. & M. SHOES possess a style Yet they are thoroughly practical and 


r novelty because of the original and dependable because the novelty features 
{ in many cases exclusive patterns we are built on a foundation of Style 














2 ‘ create. Stability. 
The ASTOR— Patent vamp, black suede quarter, suede covered Louis heel, welt sole 





And there is Quality in every pair 








a 











SHoEs 


are stylish-very stylish 
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RETAIL TRADE 


Big Public Demand for Brogues and 
Heather Stockings 


November business has not been ‘as 
satisfactory on the whole as that of 
October, although exceeding that of 
November a year ago. October was 
a banner month with many merchants, 
much of the regular needs of the general 
public being supplied. It was pointed 
out by one merchant, however, that the 
extremely large sales of oxfords and 
spats would mean a large trade in high 
shoes yet to be transacted. 

The call for brogues and heather 
stockings is continuing as evidenced by 
a display of these lines occupying the 
whole of one of the large J. L. Hudson 
Company windows. 


EVENING SLIPPERS 


Unprecedented Demand, Many So- 
cial Activities the Cause 


There is an unprecedented demand 
for evening slippers, according to R. L. 
Thompson, manager shoe department, 
the J. L. Hudson Company. This is 
undoubtedly due to the increase in 
formal social activities which were 
largely omitted during the seasons the 
country was at war. Every woman has 
to replenish her shoe wardrobe to con- 
form with the season’s social affairs. 


NEW FRONT 


Installed in Up-Town Walk-Over 
Shoe Store 


A new vestibule front is being in- 
stalled at the up-town Walk-Over store. 
This replaces windows that were flush 
with the street, one on either side of a 
center door. The floors of these win- 
dows were flush with the floor of the 
store and cases raised from the floor on 
legs were used for the displays. While 


these were an innovation in window 
fixtures, it has been concluded that they 
were not of the value they should be to 
this business. 


The new windows will 












News in See Markets 


and Merchandisi 
ments in America’s Shoe 
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Detroit 


extend back 12 feet in the form of an 
“L” on either side leading to an en- 
trance, of which there are two. Be- 
tween the doors another window display 


will be made. This arrangement allows 
for two entrances to the store, which is 
not a wide one, but gives a maximum of 
display space, each leading to an 
entrance. 

The ceiling of the vestibule is circu- 
lar, affording good light to the windows 
and allowing the words ‘‘Walk-Over”’ in 
leaded glass to be seen at the inside end 
of the arch. 


CHRISTMAS TRADE 


Bright Outlook—‘‘ Men’s Gift Week”’ 
at Hudson Company’s 


Christmas trade in Detroit is expected 
to exceed anything hitherto experienced. 
Preparations are being made to take 
care of a larger number of customers 
than ever before. Reasonable and 
seasonable merchandise is being more 
and more advocated by merchants and 
the idea is being accepted by the public. 

The J. L. Hudson Company have 
instituted a novelty in Christmas selling. 
The event is known as the ‘Men’s 
Gift Week.” Thousands of circulars 
have been mailed to prospective cus- 
tomers and the event is to be largely 
advertised in the newspapers. On the 
10th floor of this building is a large 
auditorium where concerts and gather- 
ings are held. This will be turned into 
one huge display room of merchandise, 
suitable for “‘gifts for men.”” Not only 
will the merchandise be displayed on 
this floor, but stocks will be carried and 
the merchandise sold there. For in- 
stance, there will be two tables of men’s 
fancy slippers displayed. Salesmen will 
be in attendance who will fill the needs 
of the public from the stocks placed on 
that floor. 

Stores that have dispiay space at their 
disposal will find this a splendid oppor- 
tunity to concentrate upon the buying 
of gifts for men. On the other hand, if a 
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display of women’s lines were made, 
and men only allowed to inspect and 
purchase them, it would be a favor to 
poor man, even’ though it might not 
prove quite as profitable to the mer- 
chant. Poor’man is always at a loss 
to know what to give the woman in the 
case. 


“OPEN”? APPEARANCE 


Presented by Remodeled Shoe De- 
partment of Hudson Company’s 


The remodeled shoe department at 
the J. L. Hudson Company’s store 
presents an “open’’ appearance. The 
seating capacity has been greatly in- 
creased by the removal of a large num- 
ber of fixtures which served to divide 
the department into a number of small 
rooms. 

These have been concentrated at 
the sides, leaving a large open space in 
the center. 


FORMAL OPENING 


Of Children’s Shoe Department of 
The Canton Company 


The formal‘opening of the children’s 
shoe department of The Canton Com- 
pany has been announced. The entire 
second floor of the building is devoted 
to boys’ wearieg apparel. Clyde E. 
Hornung, formerly with E. J. Hickey 
Company, is manager of the shoe 
department. 

The walls of this floor are finished to 
represent an imitation stone wall, being 
lined off in white to represent the stones. 
The fixtures and furniture are in French 
gray, cartons being gray also. 


DETROIT BRIEFS 


A Group of News Regarding Men 
and Stores 


Oscar C. Denzig, assistant manager 
of the Emerson Shoe Store, was married 
on Thanksgiving day. 

The Bilt-Well Boot Shop has very 
attractive windows, branches and foli- 
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SPECIALISTS IN 
Wemen’s Footwear 
Welts, Turns and 


McKays 
IN STOCK 








COLLINS & STAPLES 
_ Makers of HAND TURNED 
PUMPS 


Full Louis Heels 
Patent Leather and 
White Polar-Kloth 


Factory,118 Pheenix Row 








Beston Office, 110 Linceln St. HAVERHILL, MASS. 
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WHITES THAT ARE WINNERS 
TIAN MAIN’ ware SHOEWOMETES 


WN TURNS” MPRAYS 


HARTMAN < SHOE COMPANY 


HAVERHILL, MASS. 





The Line of 100 Styles 
ef Comfort Shoes 


Juliets — Oxfords — Bals 
—Polish—Button—Theo 
Ties — Points 

Gored Front Oxtords — 


Women's 

and Mc! 

Lined — 

TIMSON BROS., Inc. 
Boston, Mass. 








IMMEDIATE DELIVERIES 


Patent Leather Hand- 


BARNETT SHOE CO. 








110-112 Summer St., Boston, Mass. 








eth | America’s fevemnost 
@x\ \ FELT SLIPPER 





Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Louis, Mo. 








PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 
Women’s Turn Slippers 


276 River Street . Haverhill, Mass. 





Boston Office, 207 Essex Street 














age representing Fall, and in each cor- 
ner a shock of corn with a bright yellow 
pumpkin nestling at its base. 
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The B. & B. Shoe Store under the 
management of Billy and Barney Deal 
has been opened at Mt. Clemens. 


Brockton 


SHOES AND SOUVENIRS 


Manufacturers Making Plans for 
the Convention 


Brockton will be well represented at 
the Style Show that is to be held in 
Mechanics Hall, Boston, in connection 
with the National Shoe Retailers’ 
Association Convention from January 
12 to 16. Manufacturers in this city 
who have secured exhibition spaces at 
the Show are preparing samples for the 
inspection of the thousands of merchants 
who will be present. They are planning 
also to distribute attractive and useful 
souvenirs as a means of enabling mer- 
chants to carry away with them pleasant 
and permanent reminders of made-in- 
Brockton lines of footwear. The nature 
of these souvenirs is being kept under 
cover, but there is no doubt that mer- 
chants who receive them at the Show 
will be very agreeably surprised by their 
practicability and permanent qualities. 


FITTED UP EMERGENCY ROOMS 


South Shore Concern Has One of the 
Most Complete in This District 
In compliance with the Massachu- 

setts law, which requires manufacturers 

employing more than 100 people to pro- 
vide emergency rooms in the factory, 
shoe manufacturing concerns in Brock- 
ton and on the South Shore have in- 
stalled such rooms. One of the most 
complete of these is that of E. T. Wright 

& Co., Inc., in the South Shore town of 

Rockland. This concern has not only 

complied with the law as regards the 

installation of an emergency room, but 
they have gone further and fitted up 
what might be termed a miniature 
hospital. Every detail is complete to 
the last degree. Nothing has been left 
undone which will render prompt and 
efficient service as regards any sort of 
accident which may occur in the plant. 

Hygienic and sanitary in the highest 

degree, all the fittings and installations 

are of the most approved and complete 
description. In short, E. T. Wright 

& Co., Inc., have equipped their emer- 

gency department in a way which far 

exceeds any requirements of the law. 


VISITOR FROM NEW ZEALAND 
Member of the Trade Calls at Brock- 
ton Factories 

Charles J. Ward of Wellington, New 
Zealand, manufacturer of men’s high- 
grade Goodyear welt footwear, was in 


Brockton last week, visiting local fac- 
tories under escort by the Brockton 
office of the United Shoe Machinery 
Company. Mr. Ward, who operates 
the largest shoe manufacturing plant in 
New Zealand, was in charge, during the 
World War, of the New Zealand pro- 
duction of Army shoes. He was in the 
United States twenty-three years ago 
and he says he notes great changes in 
the size of the factories and methods of 
production since that time. He came 
to get in touch with American methods 
of shoe manufacture. While in Brock- 
ton he visited the plant of George E. 
Keith Company, Wall, Doyle & Daly, 
Inc., and other concerns. He expects to 
return to New Zealand early in January, 
covering by round trip upwards of 
20,000 miles. Mr. Ward has taken the 
“Boot and Shoe Recorder” for many 
years. He says it is of much assistance 
to him in keeping in touch with what is 
going on in the shoe trade of the United 
States. 


NEW SHOE CONCERN 


Formed to Manufacture Line of 
Men’s Footwear 

Brockton’s newest shoe manufactur- 
ing concern is the Union Shoe Com- 
pany, a corporation formed under 
Massachusetts laws to manufacture 
men’s shoes, with a capitalization of 
$50,000, $20,000 of which has been 
paid in. A factory location has not yet 
been fully decided upon. The officers 
are: President, Dr. James Alfred; 
treasurer, Robert Leavitt; secretary, 
Adolf Rosen, and clerk, Max Ginsberg. 


SHOE SHIPMENTS FOR NO- 
VEMBER 
Total Number for the _ Eleven 
Months Shows a Good Gain 
Shipment of shoes during the month 
of November were 48,844 cases. The 
total shipments for the year to Decem- 
ber first were 680,652 cases, as against 
572,839 cases for the corresponding 
period of 1918, showing a gain of more 
than 100,000 cases for the 11 months of 
the present year. 


APPOINTED GENERAL MANAGER 


Of One of Brockton’s Shoe Manu- 
facturing Concerns 

C. J. Fielding, for the past 17 years 

manager of the order and stock depart- 

ment of M. A. Packard Company, has 
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resigned that position to become gen- 
eral manager and sales director of the 
C. E, Lynch Shoe Company of this city. 
Mr. Fielding was surprised at his home 
recently by a party from M. A. Packard 
Company, headed by Treasurer John S. 
Kent. Mr. Fielding was presented with 
a gold watch inscribed with an expres- 
sion of appreciation of long and faithful 
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service with the Packard Company. 
President Oliver M. Fisher and Treas- 
urer John S. Kent of the Packard 
Company were present in addition to 
J. B. Thyng and D. R. Goodin of the 
traveling force, as well as a large num- 
ber of factory employes. An entertain- 
ment was enjoyed and refreshments 
served. 


Haverhill 


NEW FACTORIES TO BE BUILT 


Project for Modern Structures in 
the Shoe District 


Lt.-Col. William H. Root of this city, 
member of a prominent firm of building 
contractors, is promoting a_ building 
project for Haverhill, which will include 
three modern factory structures with a 
total area of 70,000 square feet, calling 
for an investment of more than a 
million dollars. Lt.-Col. Root is finan- 
cially interésted in the plan. The land 


on which the buildings are to stand is , 


between the railroad and the county 
bridges on Washington Street and the 
Merrimac River. It has a frontage of 
330 feet on Washington Street, 200 
feet on the side facing the bridge and 
220 feet on the side adjoining the 
Boston and Maine railroad. 


ONE BUILDING ENTIRELY 
LEASED 
By Local Concerns Engaged in Shoes 
and Kindred Manufactures 


Each of the new buildings will be 
eight stories and basement, with 10,000 
square feet to each floor. One building 
will be begun the Spring of 1920. Other 
buildings are to follow as tenants are 
assured. The location of these pro- 
posed buildings is one of the best in the 
city, light being afforded from all sides 
on every part of all floors. It is in the 
heart of the shoe district, close to the 
railroad station and is, in short, one oi 
the most desirable sites for factory 
buildings in Haverhill. Local capi- 
talists are financing the proposition 
and nearly $100,000 has already been 
subscribed. At present the land is 
covered with small buildings, which 
will be razed as soon as real estate 
transfers are completed. 


WILL MOVE TO NEW QUARTERS 


Concern Soon to Occupy Factory 
Now Approaching Completion 


The Claremont Shoe Company, one of 
Haverhill’s newest concerns manu- 
facturing women’s turn footwear, now 
located on River Street, will remove, 
in the near future, to a new factory on 


Hale Street which is now in process of 
construction. The Claremont Shoe 
Company expects to occupy the new 
quarters by the first of the coming year. 


WOOD HEEL DEVELOPMENT 


Production of These Goods Is 
Steadily Increasing 


Maintaining its long-time position as 
a leader in the production of wood heels, 
Haverhill continues to forge ahead in 
the production of these goods. Old 
concerns are increasing their output 
and new concerns are being established. 
The demand for wood heels from local 
manufacturers of women’s footwear is 
greater than ever before, while shoe 
centers all over the country are calling 
for Haverhill wood heels. Manu- 
facturing changes which have recently 
taken place in this line are: Charles M. 
Wilde Wood Heel Company, removed 
from Wingate Street to a new factory 
building on Groveland Street; Wason 
Wood Heel Company has enlarged the 
quarters on Phoenix Row; The Superior, 
New England, A. R. Wade & Co., Pen- 
tucket and other wood heel concerns 
are expanding their production by 
taking on new factory space. 


CONCERN BUYS STITCHING 
ROOM 


Change of Ownership in Established 
Business 


B. E. Cole Company, Inc., with 
factory on Walnut Street, have pur- 
chased E. C. Miller stitching room, 
occupying quarters in the same building. 
This will be operated as a part of the 
Cole plant. 


MANUFACTURER’S SUDDEN 
DEATH 


Member of the ‘Local Trade Dies 
Suddenly 


Thomas F. Barry, for the past twenty 
years conducting a heel making business 
in this city, died suddenly on November 
29. Mr. Barry had been visiting the 
home of one of his employes and seated 
himself in his automobile when he was 
taken ill and died almost immediately. 
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BULLETIN NO. 10 
Every trade advantage is 
possible to dealers buying 
the models of fine shoe- 
making we show. We can 
provide styles and work- 
manship at prices that 
make it pay to send orders 
our way amples? Sure! 
Any time. Write today 
L. SCHAPIRO SHOE to. 
73 South St., Boston, Mass. 














HOUSE SLIPPERS 





2% 10 Days 
Shipments day or- 
der received. 

The Baker Shoe Co. 
280 River St. 






Turn Sole 








Sizes 244 to 8 Haverhill, Mass. 








Childrens Shoes : 








“ELAM”? 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 








Newcomb-Anderson Shoe Co. 
SOFT SOLES FOR 
JOBBERS ONLY 


Sold Up Solid to April, 1920 











SOFT SOLES 
A Wonderful Line for the 
Wholesale 


r 
All leather 
ranging in — 
from $4.llu ee 
Alsoa line of ladies’ 
Pump Straps in all 
my and colors, 1 
iece and 2 piece. 
NU BABY SHOE CO } sry Lynn, Mass. 








Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 


HenryKleine &Ce. 














SOFT SOLES 


We make a 
Baby Sh ine © of Soft Sole 


Seiten. price list. 
THE REYNOLDS SHOE 
& GLOVE CO. 
So. W. Cor. 3d & Main Sts. 
Cincinnati, Ohie 
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La Crosse Boot and Shoe Mfg. Co- 
La Crosse, Wisconsin 
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Manufacturers of 
MEN’S FINE 

SHOES 
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ettleton Shoes 
sunt A.E.Nettleton Co. 
SYRACUSE, N. Y. 
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TDBARRYC2 


Brockton, Mass. 
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He was born in Ireland about forty 
years ago and came to the United 
States as a boy. He was _ highly 
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respected by his associates and friends 
and all those with whom he came in 
contact in business life. 


Denver 


THE RETAIL TRADE 


Present Business Is Good and 
Outlook Bright 


The retail shoe business continues 
good in this city according to local 
shoe merchants. What is more the 
outlook shead is very bright. Colorado 
has just finished harvesting a worth- 
while crop and as a result the farmers 
have plenty of money, which is being 
placed in circulation and all lines of 
business is being benefited. Colorado 
has her largest wheat crop in history, 
according to reports of the State co- 
operative crop reporting service, which 
estimates that the wheat harvest here 
amounted to 17,694,000 bushels, largely 
due to increased acreage. The acreage 
planted to corn was the largest in the 
history of the State, but only 66 per 
cent was harvested, or approximately 
11,000,000 bushels. The State produced 
5,642,000 bushels of oats, a falling off 
from last year. Barley, potatoes and 
field beans also fell off this year, but 
fruit, grain and sorghums made an 
appreciable gain. 


NEW STORE 
Opened in Loveland by Read 
Brothers 


Read Brothers have opened a new 
store in Loveland, Colorado, which will 
handle a stock of shoes for men, women 
and children exclusively. The store is 
located in the old post office building at 
Fifth and Cleveland Streets. Read 
Brothers also operate a store in Greeley. 


ON THE JURY 


John J. Fontius Impaneled to Serve 
in County Court 


The jury impaneled last week to 
serve in the County court here is made 
up of leading business men of Denver. 
On the jury is John J. Fontius of the 
Fontius Shoe Company, 838 Sixteenth 
Street. 


NAME CHANGED 


Now Gordon-Buskirk Clothing 
Company—Capital, $25,000 

The Gordon-Sheehan Clothing Com- 
pany, Montrose, Colorado, has changed 
its name to tbe Gordon-Buskirk Cloth- 
ing Company and has increased its 
capital stock to $25,000. The officers of 
the company are: Charles A. W. Gor- 


don, president; Frank H. Buskirk, 
secretary. The firm carries a large 
stock of shoes. 


DENVER BRIEFS 


Group of News in Local and State 
Shoe Stores 


Austin & Connell, La Salle, Colorado, 
is closing out its stock of merchandise. 
The firm has a large shoe department. 

M. J. Conway has moved his store 
to 421% Main Street, Canon City, 
Colorado, for the former location at 
526 Main Street. The establishment 
carries a line of shoes. 

H. F. Adams and Robert F. Adams 
have purchased the Sunderlin Mer- 
cantile Company at Hot Sulphur 


, Springs, Colorado, from C. Sunderlin. 


A large shoe department is a part of the 
business. 

The Douglas Shoe Company will soon 
have to move its store at 1410 Elm 
Street, Dallas, Texas, as the building 
has been leased by a drug company. 

The Michaelson Store, this city, con- 
ducted a very successful Thanksgiving 
sale, which speeded the sale of its shoes 
to a big extent. 

M. Tober, head of the Tober Shoe 
Store, 1521 Lawrence Street, this city, 
has just recently returned from a three- 
week buying trip in the East. Business 
is reported good at the Tober Store. 

Nichols & Lathrop is a new men’s 
and boys’ store that has just opened for 
business in Montrose, Colorado. Shoes 
will be carried in stock. 


A PROGRESS STORY 


Frank Mendicino of Cow Boy Boot 
Factory Principle 


Frank Mendicino, proprietor of the 
Cow Boy Boot factory at Grand Junc- 
tion, Colorado, and who also does a 
big retail shoe business, has purchased 
a building at 412 Main Street that city, 
and expects soon to move into his new 
home. Mr. Mendicino went to Grand 
Junction five years ago, with but $84 
to his name, and today is doing a big 
business and is able to pay $12,000 for 
his new business home. He first worked 
as a shoemaker for John A. Silcott and 
saved his money. Later he bought out 
the Silcott establishment and has since 
conducted the business at 358 Main 
Street. The business has grown and 
now six people are steadily employed. 
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TRADE EXCURSION SALE 


Recent Successful Event of Whole- 
sale Houses 


Wholesale houses in Dallas, Texas, 
recently held a very successful mid- 
season trade excursion sale along the 
lines of the one held in Denver some 
time ago. Retail merchants were in- 
vited to Dallas and their railroad fares 
were allowed on a certain amount of 
purchases. Shoe houses taking part in 
the event were as follows, Graham- 
Brown Shoe Company and the J. W. 
Jenkins Shoe Company. 


NEWSPAPER ADVERTISING 


By the Broadhurst-Young Shoe 
Company 


Of late the Broadhurst-Young Shoe 
Company of this city has been indulging 
in newspaper advertising that is con- 
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siderably out of the firm’s beaten path. 
The ads each day appear in the same 
style large type and are usually run in 
two paragraphs. A recent ad read as 
follows, “‘A quartermaster saved us 
$85,000,000 a year by pressing the A. E. 
F.’s uniforms into bales instead of ship- 
ping them in packing boxes. Dealers 
in good footwear are saving the public 
lots of money by selling one pair that 
will wear instead of several pairs that 
won't.” 
BUSTER BROWN 


Shoes Advertised by A. T. Lewis & 
Son 


As a means of advertising its line of 
Buster Brown shoes, the A. T. Lewis & 
Son firm here is giving away free to 
boys and girls Buster Brown pencil 
tablets. A pair of the shoes must be 
purchased, however, in order to secure 
one o° the tablets. 


St Louis 


FOR BOSTON CONVENTION 


St. Louis Shoe Trade Has Com- 
pleted Attendance Arrange- 
ments 


St. Louis manufacturers, wholesalers 
and retail shoe dealers have completed 
arrangements for attendance in force 
at the Boston Conveation in January 
of the National Shoe Retaiiers’ Associa- 
tion, and only minor details remain to 
be worked out. 

The plans of the wholesalers, repre- 
sentative ‘of St. Louis, the Shoe City, 
were completed at a meeting held last 
week at which it was finally determined 
that tbe wholesale section’s display at 
the convention should embrace the 
showings of twenty houses as follows: 
The International Shoe Company, four 
branches, a3 fotlows: Roberts, Johnson 
& Rand Branch, Peters Branch, Fried- 
man-Shelby Branch, the Shoe Specialty 
Manufacturing Co. The Browr. Shoe 
Co., Inc., two branches as follows: 
The Brown Shoe Co., Inc., the United 
Manufacturing Co. The Hamilton- 
Brown Shoe Co., the McElroy-Sloan 
Shoe Co., the Pedigo-Weber Shoe Co., 
the Vinsonhaler Shoe Co., the Johansen 
Bros. Shoe Co., the Johnson-Stephens- 
Shinkle Shoe Co., the Samuels Shoe Co., 
the James Clark Leather Co., the Brauer 
Bros. Manufacturing Co. (leather goods), 
the Lund-Mauldin Shoe Co., the F. C. 
Church Shoe Co., the Dittmann Shoe 
Co., the Central Shoe Co., the Tweedie 
Boot Top Co. 


TWENTY CONCERNS EXHIBIT- 
ING 


Will Represent Expense of Between 
$10,000 and $12,000 


Central in the plans of the manu- 
facturers and wholesalers are the prepa- 
rations for the exhibition of St. Louis- 
made footwear at the convention, for 
which an excellently located space, 
22x 84 feet, has been obtained, and 
which will be utilized in the most 
effective manner. 

In this display the twenty separate 
exhibits of the twenty concerns partici- 
pating will be ranged around the outer 
line, the center of the space thus being 
formed into a reception room, in which 
the visiting trade and others attending 
the exhibition will be entertained and 
given opportunity to meet representa- 
tives of the St. Louis shoe trade, as well 
as inspect the product of St. Louis 
concerns. 

Each of the twenty concerns exhibit- 
ing will present its product in a hand- 
some plate-glass case, sufficiently ele- 
vated to enable easy inspection of the 
footwear. These cases will be of exactly 
similar construction and dimensions, the 
measurements as finally determined 
being 6x 5x3 feet. The cases will be 
double sided for display purposes, thus 
rendering it possible for those passing 
outside the cases, as well as those inside 
the reception space, to inspect the shoes 
exhibited. These will be of the very 
highest type of manufacture put out by 
the St. Louis houses and will, it is be- 
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TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 


Standard Kid Mfg. Co. 
207 South St., Boston, Mass. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


Creese & Cook Co. ‘Sout Street 


Tanneries at Danversport 











T. W. GODSOE, Pres. 
W. G. DONALD, Vice- Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
corors MAT KID 


95 South Street, Boston 








Manufacturers of 
Exclusively 
Fine Calfskins 
von HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS. 








GUARANTEED 


HUB TWO YEARS 
GORE Hub Gore means Quality and 
A Service, because the Best of 
Materials and Highest Skilled 
Labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 











DO YOU KNOW? 


that you can buy it—or 

sell it— through the 
ft ; ‘Where to Buy” columns. 
This feature in its quick 

ug iY service is a time saver in 

: meeting immediate needs 




















| UNIVERSITY = 


| Elecreor UNDRY 


MAKERS OF FINE — 
ING PLATES, COPPER 
STEEL FACE teecraoryres 


CAMBRIDGE, MASS 
r > 








COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
14 INDIA STREET, BOSTON 











Everybody in the SHOE TRADI 
knows us, originators ot labels 
for Shoe Cartons. Send for sam 
ples which spez ak for themsceive: 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 








Telephone Beach 4960—4961 








| Shoe Polishes : 





The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Ce., Inc. 
67-69 Murray St. 
New York 

















Where to Buy 


Rubber Footwear 











MAKERS OF 


DISTINCTIVE 
RUBBER 
FOOTWEAR 


CAMBRIDGE RUBBER C0. CAMBRIDGE MASS| 
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lieved by those having the exhibition in 
charge, be a revelation to that portion 
of the trade not yet acquainted with 
the St. Louis market. 

The plans for this display are under 
joint arrangement and management, 
each of the twenty concerns repre- 
sented being equal in the presentation 
of its product. The present calcula- 
tions of those concerned with the ar- 
rangements are that the twenty displays 
thus united will represent an expense of 
between $10,000 and $12,000 in them- 
selves which, perhaps, will give some 
idea of the extent to which the St. Louis 
houses are going to demonstrate to the 
shoe world what St. Louis, the Shoe 
City, is now and has been accomplishing 
in the production of footwear. 


Copley-Plaza Headquarters 


In addition to the displays, the St. 
Louis concerns will maintain head- 
quarters at the Copley-Plaza Hotel, 
rooms having already been engaged 
therefor. In these headquarters the 
visiting trade will be welcomed and 
given every attention possible. Desks 
and chairs will be placed for the visiting 
retail shoe merchants to make them- 
selves at home, while stenographers will 
be provided for correspondence pur- 
poses, arrangements made for handling 
mail of those who desire to consider the 
St. Louis rooms their headquarters, and 
other facilities offered which will render 
every convenience to the visiting retail 
shoe merchants and others. It is in 
general the plan of the St. Louisians to 
make it a slogan of the conventior, 
“Meet me at tbe St. Louis head- 
quarters.” 


Good- Will Feature 


Another interesting feature of the St. 
Louis plans is that no effort will be 
made to close sales of footwear either 
at the display space or at the head- 
quarters rooms. The only determina- 
tion is to make definite and permanent 
the impression developed at the St. 
Louis convention of last January, that 
there is no place in the world more 
hospitable and no shoe men better 
fellows than those which St. Louis has. 
Indeed, in the present condition of the 
shoe trade it would be difficult indeed 
for St. Louis houses to take on more 
business than they now have, their 
capacity being sold up so far as can at 
present be determined from the view- 
point of labor and material supply. 


SPECIAL TRAIN 


St. Louis Delegates Arrive 8.45 p. m., 
January 10 


The present plans, unless they are 
interfered with by the coal strike and 
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the railroad administration, are that 
the St. Louis party will leave St. Louis 
in a special train Friday, January 9, asa 
second sectioa of the fast noonday train 
of the New York Central lines and run 
through solid to Boston, arriving in 
Boston at 8.45 p.m. Saturday, January 
10. These plans also contemplate that 
those desiring shall remain in the sleep- 
ers until Sunday morning, the train 
being parked in the yards near the Hotel 
Lenox. The train will include, in addi- 
tion to its sleepers, a dining car, club 
car, observation car, smoking car, etc. 
The return trip from Boston will be 
made independently by each member of 
the party, as practically every one so 
far registered has plans of varying 
extent as to stay in the East. 


Special Committee 

The arrangements for the entire affair 
are in the hands of committees, each 
having jurisdiction over special features. 
The General Committee is headed by 
Harry Vinsonhaler, of the Vinsonhaler 
Shoe Company, with A. G. White of the 
Brown Shoe Company, Inc., as secre- 
tary and treasurer. The Hotels and 
Transportation Committee is headed 
by W. H. West of the Shoe Specialty 
Manufacturing Company, the specialty 
branch of the International Shoe Com- 
pany. The chairman of the Booths and 
Display Committee is James T. Pedigo 
of the Pedigo-Weber Shoe Company, 
and the Publicity and Advertising Com- 
mittee is headed by Wylie Creel, vice- 
president of the Lund-Mauldin Shoe 
Company. This last-named committee 
is preparing an exceptionally attractive 
and effective souvenir for distribution 
at the St. Louis display and also at the 
St. Louis headquarters at the Copley- 
Plaza. 

RETAIL SHOE MEN 


Throughout Missouri Will Attend 
Convention in Large Numbers 


Coupled with the efforts of the St. 
Louis wholesalers and manufacturers in 
connection with the Boston Convention 
are the plans of the Missouri Retail 
Shoe Dealers’ Association, whose State 
convention at St. Louis will follow the 
Boston Convention within a few weeks. 
Under the active direction of President 
Jos. J. Sensenbrenner and Secretary 
William Graham, efforts are being di- 
rected to gathering a large Missouri 
representation at the convention. Not 
only are the members of the State 
association being urged to attend the 
convention, but every shoe merchant in 
the State is being invited by letter and 
circular to join the party bound for 
Boston, whether member of the State 
organization or not. The entire State 
is being very thoroughly canvassed and 
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all who plan to go are being invited and 
urged to join the St. Louis party in St. 
Louis and make the trip through to 
Boston in the special train. Already a 
very live interest in the trip has been 
developed and the State officers are 
receiving daily many inquiries as to 
dates, rates and other facts necessary 
for making plans to attend. The pres- 
ent outlook is that the attendance from 
out in the State will be exceptional. 


Contest for Members 


The Associated Shoe Retailers of St. 
Louis, also, are working in conjunction 
with the wholesalers and the State re- 
tail merchants. President Arthur E. 
Ebbs of Swope Shoe Company and 
Secretary Charles E. Williams of the 
Williams Shoe Company are in active 
charge of this work and are being 
materially assisted by a contest for new 
members which is being carried on and 
in which three prizes of trips to Boston 
are being sought by the campaigners 
entering the contest. The city has been 
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divided into three sections, excluding 
the down-town section, and one prize 
goes to each of the three districts. In 
each district the contestants work within 
the district bounds, but they may also 
all enter the down-town district, in 
which no contest is being permitted, to 
solicit members. It is expected that 
this contest will result in doubling the 
membership of the local association. 
The present indications, in fact, are that 
it will more than double it if the rate of 
speed attained is kept up. 


Big Plans Made 


Broadly speaking, the plans of all the 
parties to the trip to Boston, the whole- 
salers and manufacturers, the State 
retail shoe merchants and the city re- 
tail shoe merchants, are that the 
Missouri representation shall be the 
largest and that the presentation of the 
St. Louis product shalt be of the most 
artistic and dignified character. That 
it will create a decided impression is 
already assured. 


Cincinnati 


THE RETAIL TRADE 


Influenced Adversely by the Coal 
Miners’ Strike 


The retail shoe business on the whole 
in this city has not missed entirely the 
bad effects of the nation-wide industrial 
upheaval caused by the coal miners’ 
strike. While the effects have been but 
indirect, they nevertheless have been 
noticed to a considerable degree by the 
local merchants. 


A STYLE SHOW 


On January 8 by Local Retail Shoe 
Merchants 


At a recent special meeting of Cin- 
cinnati shoe merchants it was decided 
to line up with the Cincinnati shoe 
travelers who are conducting the Cin- 
cinnati Shoe Fair. They are going to 
co-operate in every way possible and 
besides devoting every shoe display 
window in the city to Cincinnati-made 
footwear during the fair week, they 
have decided to conduct a style show 
also. 

This means that on Thursday night, 
January 8, the Shoe Fair will hold its 
style show, and on the following night 
the Cincinnati retail shoe merchants 
will hold theirs. It has been decided 
that the Shoe Fair style show will be 
conducted exclusively for the retail shoe 
buyers, and that the style show of the 
focal shoe merchants will be conducted 
for the benefit of the public on an invi- 


tation basis. Cincinnati, therefore, will 
have two style shows, both with living 
models, in conjunction with the fair. 


WELFARE WORK 


Of Cincinnati Association of Na- 
tional Shoe Travelers 

An important meeting of the Cincin- 
nati Association of the National Shoe 
Travelers was held Friday, January 5, 
at the Hotel Sinton. Reports from vari- 
ous committees were read. The Com- 
mittee on Welfare, under the chairman- 
ship of Ed. W. Hughes, showed that the 
Cincinnati boys do not forget their 
brothers in the industry when one gets 
sick. Mr. Hughes reported having sent 
flowers to one or two of the members 
recently. This welfare work is looked 
upon as being very essential by the 
local boys. W. Greebaum, chairman of 
the Membership Committee, made a 
report which showed that the Cincinnati 
Association hasn’t been asleep in its 
drive for new members. The associatioa 
roster now carries 124 names. 


The Entertainment Committee’s 
Report 

The report of Charles Auer, chairman 
of the Entertainment Committee, gave 
assurance that the entertainment of the 
visiting delegates at the National Shoe 
Travelers’ Convention, January 6 and 
7,: will be one of the great features. 
Mr. Auer, besides announcing the de- 
tails of the luncheons and banquet, 
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41 BEDFORD STREET, BOSTON 








ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 

Let us recolor your faded or off colored shoes 
to latest fashionable and permanent cordovan 
shades. NO PAINT! 

Write us for full information. Send pair for 
“show me” demonstration. It will pay you! 

ALBANY SHOE REPAIRING CO. 





Recoloring ee 157 Kingston St. 
‘oston, Mass. 








OF QUALITY BUCKLES 
FOR THE SHOE TRAD 
aioe = tens = os etme! 

- Ww. OULTAS 
PAROVIOENCE A.4. 


| Flo mark oC mark of 


| é00d shoe buckles 

| ever since 1905 

| L.ALTERSON & CO. Gaye 
PHONE GREELEY 666 


| 162 W 34% St., New York City N.Y. _ 








RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDING 
BRAID ON THE REEL 
MANUFACTURED BY 


H. W. RAMSAY 4&4 COMPANY 
77 BEDFORD STREET, BOSTON, MASS. 

















Fox cee Shoe 
Tongue Pad 


The one having 
the 2-ply Feature. 


Made Ezclusively by 
THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 











INFORMATION Wiercan: 
“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Men’s Shoes 








Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Salesroom 
New York, N. ¥. 





Factory 
The Shoe 
Abovethe Mark Brockton 








THE“ TOQUGAS” SHOE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

1618S St., Bost 














Stock Dept. 5 ER 
Is at Your Service i 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











Where to Buy 


Men's, Women’s and Children’s Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 














IN in 


Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 








ELIAS BERLOW 


Shoe Exporter 
108-110 Duane St., New York, N.Y. 
Cable “‘Bershu”’ 

We Will Handle Your Foreign Business 








SPOTETE 


Popular Priced and Good Style 
McKAY SHOES for Little People. 
TOCK 


Write F. W. HAHN CO., Rochester, N. Y. 
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presented for approval the official pro- 
gram of the National Convention. 

The Entertainment Committee also 
announced that it had decided to pre- 
sent two complimentary tickets to the 
banquet to each Cincinnati manufac- 
turer and jobber who has taken display 
space at the Shoe Fair. 


W. T. Dickerson’s Report 


W. T. Dickerson, chairman of the 
Shoe Fair Committee, gave a detailed 
report on the progress and outlook with 
regard to the fair’s success. Mr. Dicker- 
sop expressed much gratification over 
the manner in which manufaciurers 
have engaged display space. He also 
stated that he has been assured of a very 
large attendance. The Fair Committee 
chairman’s report embodied the plans 
relative to the style show which will be 
conducted on Thursday night, January 
8, by the local shoe manufacturers and 
traveling men for the benefit of the 
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visiting retail shoe merchants. This 
show promises to be a revelation of 
smart styles presented on living models. 


E. K. WOODROW 
Returns to City from Eastern Trip 


E. K. Woodrow, sales and advertising 
manager of the Krohn Fechheimer Com- 
pany, returned this week from a trip to 
the East, where he attended a meeting 
of the Association of National Adver- 
tisers of America. 


COMMITTEE SELECTED 


By Retail Shoe Selling Group on 
Style Show 


The Retail Shoe Selling Group has 
selected H. R. Rogers, John Kipp and 
Chas. Voller as a committee for con- 
ducting the style show put on by the 
Cincinnati shoe merchants in connec- 
tion with the Cincinnati Shoe Fair next 
January. 


Lynn 


LYNN FINISHES STRONG 


Shoe Shops Run to Capacity as 
1919 Ends 


Lynn shops start the last month of 
1919 going to full capacity. The out- 
put of shoes from the factory will be 
greater in value for this year than for 
any former year in the history of the 
city. That is because of the rise in 
prices. Whether or not the number of 
pairs is greater is a matter that is yet to 
be determined. 

The chief change in style is from high 
cut to low cut shoes. A year ago this 
time the factories of Lynn were fuil of 
boots. Now there are low cut shoes all 
the way from the cutting room to the 
packing room. 

Black is the chief leather. Patent 
leather, glazed kid, bright cabretta, 
and mat and suede calf are all being 
cut. Brown, of the dark shade, is the 
second leather. 

One leading manufacturer is showing 
samples of shoes with 334-inch vamps. 


DOLLAR PER HOUR 


That Is the Price Paid to Shoe 
Cutters 

Some Lynn manufacturers are paying 
cutters $1 an hour for cutting the 
uppers of shoes. On this basis, the cost 
of cutting figures around 9 cents a pair. 

Buyers who compare this Lynn price 
with, prices of other shoe centres, are 
likely to find that it is cheap. 

The Lynn price secures continuity of 
production, which is necessary to a 


large output of shoes. Also, the price 
of $1 an hour secures the best possible 
shoes from leather, because the cutter 
can afford to take the time to place 
each pattern with care, and cut the 
finest parts of each skin for vamps, and 
other parts where the wear comes. 


Banquet Service Men 


Incidentally, there are 1000 cutters 
of shoes in Lynn and they will banquet 
December 10, 200 of their craftsmen 
who served in the Army or Navy. 


A YANKEE TRICK 


Measuring Foot With Carpenter’s 
Rule and Jackknife 


Everett Dunbar, veteran Yankee 
shoe man, was called upon to measure 
a foot the other day. He didn’t have 
his size stick handy. So he did this. He 
had the customer stand with the heel 
of his foot against the baseboard of the 
wall. He stuck his jackknife into the 
floor at the toes Then he took a 
carpenter’s rule, and measured the 
distance from the wall to the jackknife. 
It was 11 inches. From this, he readily 
figured that the foot was size No. 8. 


LITTLE SHOES 


Lynn Firm Makes Some No. 1 and 
No. 1% Shoes 

Some little footed women there are 

about, for a Lynn firm has made up 

some shoes size No. 1 and No. 1%. 

Such sizes are made only on special 

orders. The regular run of sizes in 
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Lynn shops is from No. 2 to No. 8. 
Not many of the No. 2 sizes are made. 

A size No. 1 measures 8 2-3 inches in 
length. A size No. 5, an average size, 
measures 10 inches in length. 

The making of these small size shoes 
offsets more or less some of the talk 
about women’s feet growing larger, 
because of war work. 

The Duchess of York had a foot 534 
inches long and 134 inches wide, accord- 
ing to the chroniclers, and that is the 
smallest foot of record. 


KEEPS FACTORY GOING 


Superintendent Buys Rice & 
Hutchins, Inc., Factory F 


W. J. Clark, superintendent of Rice & 
Hutchins Company factory F, Marble- 
head, bas bought the factory, and will 
continue the business under the name 
of W. J. Clark & Co. The factory 
makes turn shoes for misses and chil- 


dren. 
TACK DETECTOR 


X-Ray May Show Up the Tack in 
the Sole 
The Campbell Electric Company of 
Lynn is experimenting with an X-ray 
machine, to be used for the detection of 
tacks left in the insole of welt shoes. 
Every shoe merchant knows of the 
trouble these tacks cause. 
The same company also has developed 
an X-ray machine for the examination 
of the bones of the feet. 


TO START NEXT YEAR 


Lynners Will Make McKay Shoes in 
Beverly 

The Reliance Shoe Company expects 
to start soon after January 1 making a 
popular line of women’s McKay shoes. 
Jacob Glen and Isidor Linde of Glen, 
Linde & Co., dealers in leather and rem- 
nants, Lynn, are members of this firm. 
Charles Sager, who was superintendent 
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in the factory of John R. Donovan 
Company, will be superintendent of the 
new factory. The company has taken 
two floors in the Association Factory 
No. 2, on Rantoul Street, Beverly. 


SIX THOUSAND AT “‘THE SHOE”’ 
These Are Busy Times at Beverly 


Six thousand employes are now on 


‘the payroll of the United Shoe Ma- 


chinery Company at Beverly. This is 
the largest number of employes in the 
history of the plant. There are 1,000 
men on the night crew. Some may take 
this activity at the shoe as a barometer 
of the shoe trade for 1920. 


YET ANOTHER 


Even Water, Just Plain Water, Will 
Cost More 


Tanners of Peabody will have to pay 
more for water. The city will boost the 
price from 15 to 20 cents per 1,000 
gallons. Also, it will put in new pumps 
and provide more water for the tanners. 
They cheerfully pay the price. The 
more and the better water used, the 
better the leather. 


STITCHERS’ UNION 


Largest Women’s Organization in 
Shoe Industry Numbers 4,000 


The Lynn Women’s Stitchers’ Union 
now has 4,000 members, and claims to 
be the largest organization of women 
in the shoe industry. 


INTERESTING EXHIBIT 


E. E. Bates Displays Tanned Head 
of Bull 


The tanned head of a bull is dis- 
played in the store of E. E. Bates, 
dealer in shoe findings, Lynn. It is 
1% inches thick. It is about as thick a 


piece of leather as shoemakers of Lynn 


have looked upon. 


Philadelphia 


UNSKILLED WAGES DROP 


Threaten Sales of Some Stores, 
But Not Shoe Prices 


Wages have begun to fall in Phila- 
delphia territory and shoe men are 
wondering just what the developments 
will be and how soon they will affect the 
trade specifically. 

This statement, it should be under- 
stood, refers to the wages of unskilled 
workers only, but it is taken quite 
generally to forecast a trend downward 
all along the line, though, in brokerage 
parlance, the shoe labor ‘‘market still 


rules high with stiffening tendencies.” 
Unskilled labor is now plentiful at 23 
and 25 cents an hour, ten-hour day. 
Looking ahead, however, there are 
two ways in which the significant drop 
interests the trade here. The first is 
the probability that the movement will 
spread to the case of skilled labor at a 
little later period, with a reduction on 
costs followed by downward trend in 
prices. This, of course, can not very 
well work out fast enough to affect 
retail prices for Spring and Summer. 
The developments of the next few 
months probably will shed some light 
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Where to Buy 


Men’s Shoes 











FINE FASHIONS FOR MEN 


UNION PLAIN 
MADE CARTONS 


FISKE SHOE & LEATHER CO. 





717-719 Atlantic Avenue, Boston 








Where to Buy 


Miscellaneous 











‘WOOD SOLE 
SHOES 


ROCKER BOTTOM 
14-inch boots. high lace 


boots and shoes. Write 

for catalog. 

REECE SHOE COMPANY 
Columbus, a 











“CHICAGO 








SALES LETTERS 


MULTIGRAPHED— 
FILLED IN--SIGNEDB— 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 
Send for Free Samples. Large Variety of 
Color Effects Agents W: 
WIN-DECO DISPLAY SERVICE 





93 Federal St. Boston 














SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
— to use and where to to get it, 

art of ‘“‘Recorder’’ service to 
pd ants. 
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LARRIE H. SASS 
On the Pacific Coast 





ity 
J. B. LAUGHLIN 
Throughout the Middle West 





Style No. 4107 
of the 

Full Louis Heel 

Popular 77 Last 

Don’t Miss It 
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CHARLES L. MARKS 
Eastern City Trade and 
Southern Territory with 
New York 
1008 Marbridge Building 


E & M Shoe of Qual 
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One of the Most Popular Spring Sellers 
Brown Suede Turn One Eyelet Collar Tie 
EMERY & MARSHALL CO. 


In New England 


WARREN H. TUCKER 
Office at 183 Essex St., 











BOO OOOO oOo CC Ce ee ee ee ee ooo. 


__s"s"—"" "== = = = a a a a a ae ee oe oe ee oe ae ee oe oe ae oe ae ae oe ae oe ee oe ae ae om oem 






































RII III IMI INN 
Cc Testes fee feather Bago oo ooo ooo goo oo goo 626 2526252625252 0FNINNINNN NNO oe 
Ic Ic messi ies sss sissies a goog ooo 6 262625252626 IR IN ININIMIMNItoIoro4tc 
INNO CeCe ee IC Ie 
= ee ee a eo Se ae ae ae eer al 
ee ‘occ 








te aes Ic Ic Sc Sc [= IC 
1c s IC ge oe oe or 5e aslaslaslaele ton tate =< — oo a kes 2 a ee 


enn e—  e e) Sie sie sis sits sie sis as ats ahs att us abst ss ch as a ue se she a ae ue aes) ae ae a a ae ae a me | 











Dec. 13, 1919 


on" how soon after that it may be 
felt. 
Retail Sales 


The other angle is how it will affect 
retail sales. And this is the viewpoint 
from which a certain section of the 
retail trade is particularly interested. 
Merchants whose trade lies principally 
among the laboring classes are starting 
to figure margins very closely, and 
several of them admit that they are 
buying very cautiously of high-price 
lines, for which there has been an 
abnormal demand from their customers 
in the last year or so. 


CHRISTMAS DEMAND GOOD 


Heavy Models, Low-heel Boots and 

Pump Sales in Increasing Pro- 

portion 

Christmas retail trade has opened 
well, but with prices a far more im- 
portant factor in governing the volume 
of sales than they were at this time last 
year. There is to be noted a decided 
increase in the proportion of demand 
for the heavier models in most types of 
footwear. This tendency affects both 
men’s and women’s lines. Heavy 
brogues seem to be in constantly in- 
creasing demand. An increasing num- 
ber of women’s pumps and low-heel 
boots also is being sold. For the rest, 
so far as styles generally are concerned, 
both the taste of the public and the 
stocks on hand of the retail stores 
continue to fit each other very nicely. 
Conservatism continues to rule the 
styles. 

FACTORIES SOLD UP 


Find Difficulty in Meeting Demand 
of Trade for Fill-ins 


Factory men say that they can not 
meet the demands which are being made 
on them now for fill-ins. Stocks on hand 
in the factories are far from plentiful 
and rather limited as to styles and sizes, 
but while they are not able to give the 
trade all it is demanding, they have, so 
far, generally managed to help out their 
customers in a limited sort of way. 
They report, too, that while orders for 
early delivery in the coming season have 
been very good, and that on the whole 
they have all the business they can 
attend to for some time and in many 
instances have been forced to put a 
check on selling, there is no denying 
that there has been an _ increasing 
tendency on the part of buyers to hold 
off on purchases for the later end of the 
season. This, however, does net worry 
them much. It is regarded more as an 
evidence of a little caution rather 
than any want of confidence. The 
factory men are facing the same situa- 
tion themselves, and in the natural 


course of events must meet it, when 
prices do finally recede, before the rest 
of the trade. 


REPAIR BUSINESS BOOMS 


Shoe Stores Getting Larger Share of 
Work Than Formerly 


Repair business among the regular 
shoe stores is on the increase. This, 
of course, would be a natural result 
from the decrease in the actual number 
of shoes sold, even though shoe sales, 
measured in dollar values, have in- 
creased. But it is also due in part to 
the high prices which the independent 
shoe repairers have been charging. 
These shops first made their appeals 
to the public on low charges for their 
work and rising prices ‘of shoes. For 
months past, however, their prices 
have been mounting in Philadelphia, 
and shoe merchants assert now that 
they are getting a large part of the 
trade which for a while went to these 
special shops. Other things being 
equal, the regular trade has advantages 
which they lack, both in the consumer’s 
good will and the opportunity to close 
the repair sale at the psychological 
moment of the new shoe purchase. 


GROCER AIDS SHOE TRADE 
Tells Civic Club Wages Have Risen 


Faster Than Footwear Prices 


Shoe men for several days have been 
expressing gratitude at a good turn done 
them by Albert Kaiser, president of the 
Philadelphia Retail Grocers’ Associa- 
tion, in an address he made at the Civic 
Club, which received quite some pub- 
licity. Mr. Kaiser was pointing out 
that the high cost of living was not 
nearly as high as it seemed when 
measured in terms of work-time units 
instead of dollars. To illustrate, he 
made the statement that the average 
working man used to pay two days’ 
work for a pair of shoes, and that now 
he need pay only one and a half. 


MOIRE-TOPPED BOOTS 


A Successful Novelty Selling Heavily 
at Geuting’s 


The most successful novelty which 
has been sprung for some time by any 
of the big stores in the center of the city 
is a line of moire-silk-topped dress 
boots, which the Geuting stores have 
been offering. In black satin, with 
black moire tops, in patent leather, 
with gray or beaver moire tops, and in 
brown kid, with beaver moire tops, the 
Geuting stores have been measuring 
their sales of these shoes by the hundred 
pairs. They are being pushed at the 
$10-no-tax price which the Geuting 
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stores have been featuring so heavily 
this season. 


HERMAN BUCHBORN 


Vice-President of Keystone Leather 
Company Passes Away 


Herman Buchborn, vice-president of 
the Keystone Leather Company, died at 
the Hahnemann Hospital here following 
an operation for appendicitis. Mr. 
Buchborn was 57 years old. He was 
born in Germany, but came to this 
country while still a boy. He was for 
many years general manager of the 
Keystone Leather Company. <A few 
years ago he was elected vice-president 
and made his home at Old York and 
Valley Roads, buying part of the old 
Sharpless estate and transforming it 
into one of the show places of that 
section. Mr. Buchborn was a member 
of the Manufacturers’ Club. He is 
survived by his widow. 


A TIMELY AD 


Geuting Stores Feature Shoe Ex- 
hibition of Y. W. C. A. 


The Geuting stores have seized upon 
the event of the shoe and foot lectures 
and moving picture demonstrations 
which have been given at the German- 
town branch of the Y. W. C. A. as a 
“tie-up” for a timely bit of advertising. 
Their announcement congratulates the 
Y. W. C. A., saying that the Geuting 
stores ‘‘are delighted to see this awaken- 
ing among intelligent women for normal 
shoes for normal feet,’’ etc., and goes 
on to call attention to the Geuting 
“Shoor-Tred”’ shoe, with a reproduction 
of part of an advertisement along the 
lines of foot education appearing in 
January of 1914. 


DEMAND FOR FABRIC 


Cloth-top Material Makers Look 
For Increased Business 


Makers of cloth-top fabrics are look- 
ing forward to an exceptional increase 
in business in view of the shortages in 
the leather markets and high prices. 
They argue, too, that the resistance of 
the public to the cloth top is bound to 
lessen as these conditions go on. A 
large percentage of consumers, they 
declare, may always be relied on to 
refuse cloth tops. But they feel that 
now the “‘virtue” of the cloth top is 
becoming more or less of a necessity, 
that the combination of  circum- 
stances in the leather ‘shortage and the 
great improvement in the quality of the 
textiles which today are being offered 
to the industry are making rapid inroads 
on the ranks of the conservative con- 
sumers the country over. 
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A REVIEW 


of the year 1919, discloses a HIGHLY 
SATISFACTORY DEVELOPMENT of OUR 
WOMENS'S SHOE BUSINESS. 


The many added SHOEMAKING FEATURES, 
and CARE given to STOOK-SELECTIONS, have 
obtained a GRATIFYING UNIFORMITY of OUR 
PRODUCT. In this regard, we shall CON- 
TINUE OUR EFFORTS, and we are now TAKING 
IMPORTANT STEPS to PROVIDE A LARGER and 
MORE PROMPT SERVICE to OUR CUSTOMERS. 


YOU as a RETAILER, will PERFORM A BEAL 
SERVICE to YOURSELF, by CONNECTING with 
THIS LINE of WOMEN'S SHOES, either 
DIRECT with OUR PACTORY, or THRU ANY 
of THESE OFFICES. 


Lint City 


a 
MANCHESTER, NEW HAMPSHIRE. 





Sample Rooms 
BOSTON 
#207 Essex St. 
John M. Meggett. 


BALTIMORE, MD. CHICAGO, ILL. SAN FRANCISCO, GAL. 
#404 West Baltimere St. #1726 Republic Bldg. #735 Pacific Bldg. 
Weaver. H. B. Rosenthal Ee de 
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TENNIS PROSPECTS STRONG 


Wholesalers Foresee Even Greater 
Rush for Sporting Times 


Wholesalers are looking forward to a 
still better public demand for tennis 
and sporting lines generally next Spring 

. and Summer. The public temper has a 
tremendous effect on such goods, which, 
of course, are purchased very largely 
by the younger element. During the 
war a tremendous percentage of ihe 
male section of this element was in the 
service and there was also a very marked 
absence of “‘flaire’” in the costumes to 
be observed at the Summer resorts. 
Last Summer the reaction set in 
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strongly, but war conditions had not 
yet been left far enough behind to make 
it complete. This Fall, however, there 
has been a veritable ‘rush of interest 
back to affairs athletic, and the trade 
can not figure out any way in which the 
momentum of this rush now can possibly 
be checked before an exceptionally good 
Spring and Summer is passed, and 
probably not then. Prices, it is felt, 
are not going to have very much of a 
dampening effect on the movement, 
though naturally they are bound to be 
high. In fact, the difference in price 
between leather and canvas is relied on 
to act rather as a stimulant to many 
lines. 


New York City 


FAIR-PRICE LISTS 


Two Schedules Published — In- 
creases and Decreases Noted 


New York shoe merchants are watch- 
ing with interest for any effect of 
the “‘fair-price’ lists published in the 
papers and compiled by Col. Michael 
Friedsam’s committee on clothing, dry 
goods and shoes. The lists are pub- 
lished once a week, and while not fixing 
the prices on the articles mentioned, are 
supposed to form a guide for the shop- 
ping public. The lists are compiled from 
the advertisements in the daily papers 
and are selected from the offerings of 
reputable firms. The first list covered 
the period from November 17 to 23 and 
the second from November 24 to 30. 
The prices of shoes in the second list 
showed a slight increase from that of 
the first. Men’s shoes in the first list 
were priced at $5.95, $6.45, $7.90, $8.75 
and $10.00; boys’ shoes at $3.25, and 
women’s shoes at $3.45, $4.95, $5.85, 
$8.75, $8.95, $9.45 and $10.83. In 
the second list the prices were: Men’s 
shoes, $5.95, $9.75 and $10.00; boys’ 
shoes, $3.15, $4.50 and $5.00; and 
women’s shoes, $3.90, $4.95 and $9.75. 
In comparing the two prices, Arthur 
Williams, head of the parent Fair-Price 
Committee, pointed out that the aver- 
age on men’s shoes increased from $7.81 
to $8.57, boys’ shoes from $3.25 to 
$4.22, and women’s shoes decreased 
from $7.46 to $6.20. 


Customers’ Attitude 


So far, merchants report that their 
customers have not mentioned or dis- 
cussed the fair-price lists in their stores. 
The average sale is considerably above 
the price quoted in the list and in most 
cases far above the maximum price 
figure given. If there is any tendency 


on the part of the public toward lower 
quality shoes or greater economy ia 
purchase it is not yet apparent. 


COLDER WEATHER 


Boosting Sales—Demand for High 
Shoes Increases 


On the whole, the colder weather is 
boosting sales. Three of the largest 
stores that heretofore have been selling 
approximately the same number of 
pairs as last year, now report that their 
sales in pairs are running ahead of 1918. 

More seasonable weather has in- 
creased the demand for high shoes, 
although low shoes are still being sold in 
good quantities. Spats and woolen 
hosiery are still going well and promise 
to be good sellers througbout the Winter 
season. Some merchants report they 
are running low on spat and hosiery 
stocks and are finding it hard to get 
immediate delivery on new merchandise. 


FEW NEW STYLES 


Fancy Shoes Have Little Call—Con- 
servative Types Best 


Few new styles are being offered the 
public in shoes. Some stores continue 
to push the French last pump, but ap- 
parently the vogue is not gaining wide- 
spread favor. Conservative styles and 
leathers are in the best demand and 
fancy shoes have little call. On high 
shoes Louis heels appear to be pre- 
ferred to the military or walking heel. 


A SPECIAL SALE 


Of 1,000 Pairs Men’s Shoes at James 
McCreery’s 


James McCreery & Co. disposed Yof 
1,000 pairs of men’s shoes at $9.75 in 
one day recently. The advertisement 
stated that the shoes were regularly 
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priced at $12.75, but a delay in ship- 
ment made the $3.00 reduction possible. 
The shoes were Russian calf bals, black 
domino calf bals (plain or buck tops), 
Russian calf bals (plain or buck tops), 
patent colt bals, patent colt buttons, 
and black domino calf buttons. At the 
sale the customers seemed to express a 
preference for black, plain-top shoes. 


BUYING SPARINGLY 


Local Retail Merchants Placing 
50 Per Cent of Spring Orders 


While manufacturers and their agents 
report that out-of-town retail shoe 
merchants are placing heavy orders for 
Spring, and in some cases for next Fall, 
the leading New York retail shoe mer- 
chants are buying sparingly. One of 
the leaders of the local trade said that 
he was placing only 50 per cent of his 
normal orders for Spring and would wait 
until he saw how the public accepts the 
new high prices before ordering more 
stocks. ‘Prices for Spring will show a 
greater advance, compared with this 
Fall,” he said, “than present prices 
show over last Fall and Winter. It 
doesn’t seem reasonable that the public 
will purchase as many pairs. If the 
manufacturers’ arguments of short 
stocks and higher prices later on in the 
Spring season are true, I'll pay the 
prices and pass them on to my trade.”’ 


SIZE DECREASE 


At the Regal Shoe Store, 1161 
Broadway 


The Regal Shoe Store at 1161 Broad- 
way has been decreased in size, and 
men’s shoes only are being handled at 
this branch. The store is located on the 
corner of 27th Street, in the heart of the 
wholesale garment district, and not in 
the shopping section. According to an 
official of the store, women workers in 
the district prefer to do their buying in 
the regular shopping district, while men 
will purchase their requirements near 
their offices or places of employment. 


ON DISPLAY 


French Model Pump at: Arnold 
Constable & Co.’s 

Arnold Constable & Co., who now 
handle the Sorosis shoes, are displaying 
the French model pump in their win- 
dows on Fifth Avenue. The regular 
shoe stores on the avenue still adhere to 
the policy of not showing or advertising 
this style. 


CHAIN STORE EXPANSION 


The G. R. Kinney Company In- 
creases Its Links to 100 

The G. R. Kinney Company, con- 

ducting a chain of 64 retail stores 

































































New Castle Leather Company Havana 
Brown Kid, Two Button Pump, Circular 
Quarter Over, Plain Tip, Narrow Toe 
Last, Covered Louis Heel with Plate, 
Heavy Edge Turn. 
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Hopkins & Ellis turns of quality are sought 
by retailers who cater to women with discrimi- 
nating tastes. 
They present a splendid combination of smart 
style, real value and careful workmanship—and 
they make friends wherever they are worn. A sure 
way to do a big business next Spring and Summer 
is to stock up on Hopkins & Ellis Quality Turns. 


HOPKINS & ELLIS 


‘HAVERHILL —— MASS. . 
Boston Office 1O8 Lincoln Street 
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throughout the country, which shortly 
will be augmented to 100, according to 
present plans, has acquired the shoe 
plants of the following firms: J. Landis 
Shoe Company, Palmyra, Pa.; John- 
son & Bailey Shoe Company, Millers- 
burg, Pa.; Bedford Shoe Company, 
Carlisle, Pa.; and the Perry-Norwell 


Company, Huntington, W. Va. The 


capitalization of the Kinney Company 
is being increased from $5,500,000 to 
$12,000,000 in order to handle the new 
plants, according to G. R. Kinney, 
president of the concern. 


REGARDING HOURS 


Movement to Have East Side Stores 
Close at 9 P.M. 


A movement to have the shoe stores 
of the East Side close at nine, p. m., 
instead of ten, p.m. is being fostered 
by the Retail Shoe Salesmen’s Union 
of the East Side. Most of the shoe 
salesmen in the territory from the 
Battery to 14th Street are said to be 
members of the organization. 


AT ABOUT COST 


J. Stevens Ulman Establishes Shoe 
Store for Policemen 


New York’s policemen will be able 
to buy their shoes at little more than 
cost price now. J. Stevens Ulman, 
special deputy police commissioner in 
charge of the home service division, has 
established a shoe store for policemen 
at the old headquarters, 300 Mulberry 
Street. Three thousand pairs of shoes 
already have been bought by the com- 
missioner and a larger order will be 
placed soon. The price is figured at 
just enough over the actual cost of the 
shoes to cover the running expenses of 
the new store. 


ENGAGEMENT ANNOUNCED 


Miss Beatrice Lewkowitz to Marry 
Morris J. Saks 

A reception to celebrate the engage- 
ment of Miss Beatrice Lewkowitz, 
daughter of Mr. Lewkowitz, buyer for 
I. Blyn & Sons stores, took place at the 
home of Miss Lewkowitz in Yonkers, 
New York, on Sunday, November 23. 

Her fiance, Mr. Morris J. Saks, is 
New York City representative for 
Lazarus Fried & Sons, 118 Duane 
Street. Many prominent members of 
the shoe manufacturing and jobbing 
trade were present. 


CHRISTMAS CHEER 
To Kiddies Through “Old Woman 
in Shoe’’ Feature 
The humble shoe is playing its part 
in bringing Christmas cheer to the 
kiddies. James McCreery & Co. and 


Bloomingdale Brothers have both 
adapted the “Old Woman Who Lived 
in a Shoe” for Christmas displays in 
their toy departments. At McCreery’s, 
the kiddies enter the old shoe through 
a hole torn in the side, climb a flight of 
steps to the top and then slide down a 
toboggan on the outside. At Bloom- 
ingdale’s, the “Old Woman”’ herself is 
shown peeping from the top of the much 
battered piece of footwear. 


J. K. INGALLS 


Resigns as Eastern Branch Manager 
of Scholl Manufacturing Company 


After four years’ connection with the 
Scholl Manufacturing Company of 
Chicago, during the greater part of the 
time as Manager of its Eastern Branch, 
J. K. Ingalls resigned from the Com- 
pany on November 29. 

Mr. Ingalls plans to enjoy a well 
earned rest on the Pacific Coast, where 
he was formerly a prominent figure in 
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the advertising business and some time 
after the first of the new year will again 
enter the advertising field as an active 
member of one of the largest advertising 
agencies in the East. 

Under his progressive leadership, the 
Eastern Branch of the Scholl Manu- 
facturing Company, with offices at 
339 Broadway, has had a remarkable 
growth and now requires the services of 
a staff numbering more than fifty. Mr. 
Ingalls has made many warm friends 
in the trade who greatly regret his 
leaving this field, but who are con- 
gratulating him upon the wider scope 
for his activities afforded by his new 
affiliations. 

Recently, members of Mr. Ingall’s 
staff who tried to express their regret 
at his leaving and their good wishes for 
his future in gifts of jewelry had the 
tables turned upon them when Mr. 
Ingalls presented each one of them with 
a gift. 


Rochester 


ARCTICS SELL HEAVILY 


One Merchant Sells Fifty-Seven 
Pairs in One Day 


The sale of arctics having been so 
great during the past week, that item 
of footwear naturally proved to be the 
big topic for discussion at the last meet- 
ing of the Rochester Retail Shoe 
Dealers’ Association. One merchant 
reported that without cutting prices 
on his four-buckle arctic and without 
any newspaper advertising, 57 pairs of 
this style of rubber footwear were sold 
in one day. This store is on a side 
street not far from the main thorough- 
fare, and the manager reported that the 
arctics “‘covered up a lot of dilapidated 
shoes.” The prices prevailing were 
reported as follows: Women’s arctics, 
three-buckle, $3.50; four-buckle, $4.00; 
six-buckle, $4.50. The price on Ever- 
sticks was quoted as $1.35. 


SUPERINTENDENTS MEET 


Elect Officers—Talk Given by 
William Pidgeon, Jr. 


At a meeting of the superintendents 
of several shoe factories in Rochester, 
held last Thursday, the following 
officers were elected: President, J. 
Austin Cox of the Sherwood Shoe Com- 
pany; vice-president, Arthur Attridge, 
Dugan & Hudson; recording secretary, 
James P. McGrath, Levenson Shoe 
Company; financial secretary, Charles 
F. Donoghue, C. P. Ford & Co.; 
treasurer, John M. Fink, Sherwood 
Shoe Company; sergeant-at-arms, Paul 


Stangor, Sherwood Shoe Company; 
board of directors, John B. Meyer of 
E. P. Read Company; Thomas Kerwin 
of Utz & Dunn Company; Miss Gertrude 
Goers, Sherwood Shoe Company; 
Charles Aberts, Menihan Shoe Com- 
pany; William H. Love, Wright & 
Peters Company. Following the elec- 
tion a talk was given by William Pidgeon, 
Jr., of Rochester and R. W. Dow 
of American Shoemaking of Boston. 
The Rochester Association of Shoe 
Superintendents and Foremen was 
organized to promote co-operation 
among shoe factory executives. Lec- 
turers will be invited to speak on tech- 
nical subjects and programs of enter- 
tainment will be provided. Permanent 
clubrooms will be equipped and main- 
tained after the first of next year. 


JOIN A. F. OF L. 


Knights of Labor, an Organization 
of Shoe Cutters, Affiliate 


The Kaights of Labor, an organiza- 
tion of shoe cutters, has affiliated with 
the American Federation of Labor, 
according to an announcement made 
last week to the shoe industry in 
Rochester. The Knights have also 
taken membership in the Boot and 
Shoe Workers’ Union. 


CELEBRATES ANNIVERSARY 


Shields Boot Shop Is Three Years 
Old 


Shields Boot Shop, local agent for 
the Stetson Shoe, celebrated its 
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third anniversary this week. Former 
customers were mailed cards entitling 
them to a 15% discount on all pur- 
chases made during the Anniversary 
Celebration. 


BY AEROPLANE 


William Pidgeon, Jr., Fills Rush 
Order Through Aerial Express 


An interesting example of the value 
of aerial express to commerce was 
illustrated by William Pidgeon, Jr., of 
77 State Street. Mr. Pidgeon received 
a telegram from a Syracuse customer 
requesting a pair of Dr. Reed’s cushion 
sole shoes ‘in the quickest possible 
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manner,” and filled the order in the 
most up-to-date manner by shipping 
them by aerial express. 


RED CROSS SUBSCRIBERS 


Employes of Blum Shoe Manu- 
facturing Company Enroll 100% 


Employes of the Blum Shoe Manu- 
facturing Company of Dansville, N. Y., 
makers of Kreep-a-wa slippers, are all 
members of the Red Cross for the 
coming year, the firm having taken out 
a membership for each employe and 
presented certificates of membership 
to everyone connected with the firm 
in any capacity. 


Louisville 


BUSINESS GOOD 


Stores Operating Under Handicap 
of Fuel Regulations 


Business in the Louisville stores is 
good, but the stores are operating under 
a decided handicap in view of fuel regu- 
lations in the Southeastern section of 
the country, which prohibit them from 
opening before nine o’clock in the 
morning, or staying open after four 
o’clock in the afternoon. The worst of 
the restrictions has been that general 
industries have been limited to eight 
hours per day, which has resulted in 
payrolls being badly cut at a season of 
the year when holiday business will 
generally ke hurt. These rules went 
into effect on December 1, there having 
been several modifications since that 
time. However, Louisville is generally 
dark after five o’clock. 

On Thursday, December 4, restric- 
tions were modified slightly, store oper- 
ators being advised that they could stay 
open after four o’clock, provided they 
do not use gas, coal, wood or electricity 
for power, light, or heat. Cold stores 
may run with candle light, coal oil 
lamps, gasoline lamps, etc. 

Prior to announcement that artificial 
lighting such as candles, kerosene and 
gasoline could be used, some of the 
down-town retail shoe merchants felt 
that the restrictions would not affect 
them much, claiming that they could 
crowd nine hours into seven hours, pro- 
vided the public co-operated, and ap- 
parently the public did co-operate, 
although some retail merchants reported 
smaller sales. 

Stores will be permitted to remain 
open until nine o’clock on Saturday 
night for the sale of clothing, wearing 
apparel, shoes, etc., but with reduction 
in lighting and heat, and with window 
displays and electric signs off. 


SITUATION DISCUSSED 


By Fred Levy of Levy Brothers— 
Comments on Same 


Fred Levy of Levy Brothers, in dis- 
cussing the situation, said: “As every 
one is affected alike, I don’t believe that 
we will be hurt much. The suburban 
and side street stores for many years 
have been doing a lot of night business, 
staying open three or four hours later 
thaa the down-town stores, and doing 
60 per cent of their business after other 
stores were closed. The greatest draw- 
back will be the reduction of payrolls, 
which will result in smaller spendings. 
The workingman who has his day cut 
from ten and one-half hours to eight 
hours will feel the situation and will 
reduce expenditures, as the high cost of 
living doesn’t leave him much margin. 
However, reduction of suburban busi- 
ness will largely offset this loss to the 
down-town stores, as the workingman 
and his family buys a good deal of 
merchandise after down-town stores are 
closed.” 

By Andrew Morris 


Andrew Morris of J. Bacon & Sons, 
C. E. Brett of Stewart Dry Goods 
Company, and Henry Besten of Besten 
& Langen, as well as other department 
store officials, stated that they would 
make no attempt to operate their stores 
after regulation hours with artificial 
lighting methods. Andy Morris of 
Bacon’s said: ‘‘We don’t want a fire and 
won’t take chances on fire damaging 
the store or stock, or lives of employes 
and the public.” 


By B. Middendorf 


Ben Middendorf of the Florsheim 
Shoe Company, in discussing the situa- 
tion, said: “I haven’t made any ar- 
rangements as yet for artificial lighting. 
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Without heat the store would be cold, 
although we could burn coal-oil stoves, 
and use oil lamps. Men generally wear 
overcoats and wouldn’t feel the chill, 
although it would be hard on the force. 
We can probably get our business inside 
of seven hours and with the later closing 
on Saturday, but—seven hours in the 
business district has resulted in every 
one being rushed at the same time. 
The stores and office buildings open at 
nine o’clock, and we can’t get much 
business before general opening hours. 
At lunch time business men are sticking 
to their desks, or taking only 15 to 30 
minutes for lunch, and general employ- 
ers have cut lunch time to 30 minutes 
for all employes, as they only work 
seven hours in the business district. 
The result has been that everyone is 
too busy to buy during business hours, 
and we close when general business 
closes. Employes of industrial plants, 
who formerly worked eight hours and 
got in before stores closed, can’t get in 
now. The loss in payrolls will be felt 
worse than anything else, I fear. We 
may decide to stay open after four 
o’clock with artificial light and heat, 
but will wait and see what the rest 
decide to do.” 


By C. E. Brett 


C. E. Brett, president of the Stewart 
Dry Goods Company, stated that the 
company had taken on additional em- 
ployes, was taking all the experienced 
clerks it could get, and wovld endeavor 
to jam nine hours into seven. He 
stated that the public was buying 
earlier and that he believed business 
would hold up fairly well. He said: 
“T can’t figure the psychological effect 
of dark streets and dark store windows 
on the public. If this condition dulls 
the Christmas spirit the five large de- 
partment stores of Louisville may run 
short by $300,000 or more this season.”’ 


Burt Straus’ Opinion 


Burt Straus of Herman Straus & 
Sons Co. said: ‘“‘We have purchased 
large stocks of holiday goods and are a 
little afraid that we will have to carry 
over a good deal of merchandise. We 
slowed down on employing extra clerks 
on Monday until we could see our way, 
but are now taking all the clerks we can 
get, trying to get the people to shop in 
seven hours.” 


WITH PETOT 


Preston Was Formerly with Scholl 
Manufacturing Company 


W. A. Preston, formerly with the 
Scholl Manufacturing Company, Chi- 
cago, has joined the force of the Fetot 
Shoe Company, Louisville. Mr. Pres- 
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SHOES FOR WOMEN 


TWO SMART PATENT 
STYLES THAT ARE 
WELL DESIGNED AND 
WELL MADE 
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NEW PROCESS 
IMPROVED CUSHION 
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ton is a brother of H. E. Preston, for- 
merly of Byck Brothers, who is now 
traveling Ohio for the Scholl people, 
after several months in Western terri- 
tory. 

H. C. L. WORK 


Fred Levy of Levy Brothers Member 
of Committee 


Fred Levy of Levy Brothers, Louis- 
ville, has recently been named a mem- 
ber of the High Cost of Living Commit- 
tee of Kentucky. Mr. Levy is president 
of the National Retail Clothiers’ Associ- 
ation and well posted oo all general 
subjects. He is one of Louisville’s 
leading business men. 


DECEMBER MEETING 


Of Local Retail Shoe Association 
to Be Lively 


Secretary Roger Dougherty of the 
Louisville Retail Shoe Association has 
sent out letters to members, stating 
that the December meeting will be a 
lively one and that arrangements have 
been made whereby Harry McLaughlin 
of the Potter Shoe Company, Cincin- 
nati, will be present to make a talk on 
general problems of the retail shoe 
merchants. 


JOSEPH MEDER DEAD 


A Well-Known Retired Retail Shoe 
Merchant 


Lockjaw was responsible for the death 
of one of Louisville’s well-known retired 
retail shoe merchants in the recent 
demise of Joseph Meder, 2125 West 
Main Street, who retired from active 
business several years ago. Mr. Meder 
is survived by six grown children, Dr. 
Frank, Aurel and Florence Meder; 
Mrs. Henry Buddeke, Mrs. John S. 
Schenk and Miss Lillian Meder. Fu- 
neral services were from St. Anthony’s 
Church, with burial in St. Louis ceme- 
tery. 

POSITIONS CHANGED 


By Violette, Cobb, Freddy Grauel 
and Phillips 


Tommy Violette, who was formerly 
with the Regal Shoe Store, and who left 
that concern to enter Federal service, is 
now with the Louisville store of the 
Travers’ Company. Mr. Violette had 
several months’ service in Europe. W. 
J. Cobb, who was manager of the Regal 
store in Louisville at that time, was also 
in the overseas service. He is now with 
Store 90, on Jackson Boulevard in 
Chicago. Freddy Grauel, formerly 
manager of the Hanover store in Louis- 
ville, is now with Charles Phillips, 
manager of the women’s shoe depart- 
ment of Kaufman-Straus Company. 


SPECIALS OFFERED 
At Special Prices by the DuRand 
Perry Company 


The DuRand Perry Company, Louis- 
ville, recently featured a special sale of 
500 pairs of J. & T. Cousins Company’s 
boots, the sale being advertising on 


‘November 16, effective on Monday. 
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This sale featured high grade lines in all 
sizes at $7.85 a pair; $9.85; $10.85 and 
$11.00; short vamp models in cloth 
tops; gray in a new shade, cloth top; 
black kid vamps with dull kid taps; 
black and gray glazed kids; beaver 
glazed kids; dark brown and gray low 
heel models; and many others were 
shown. 


Boston 


SIX-HOUR DAY 


In Force at Exclusive Shoe and 
Department Stores 


A six-hour day for all retail stores of 
Boston, including exclusive shoe and 
shoe departments, went into effect 
December 11. Stores now open under 
the new orders at 11.30 a. m. and close 
at 5.30 p.m., in compliance with the 
Federal Fuel Conservation regulations 
which permit retail establishments to 
remain open only six hours a day. 
This schedule was decided upon Tues- 
day of this week at a special meeting of 
the governing board of the Retail Trade 
Board of the Chamber of Commerce 
and will be observed by Boston mer- 
chants until the coal shortage is relieved. 

The retail stores formerly have been 
opened from 9 a.m. to 5.30 p.m. 
This will mean quick work on the part 
of the sales force and other shoe store 
employes. But Boston retail shoe mer- 
chants are always prepared to meet any 
emergency and expect to do as much 
business as though the long hours were 
in force, although a more intensive work. 


Effective Trims 


Exteriors and interiors of stores have 
clever ideas to attract trade. Christmas 
business has opened up well in the vari- 
ous retail shoe and department stores of 
the city. This is promoted in large 
measure by the festive appearance of 
the store interiors aad exteriors. Never 
were practical gifts more prominently 
featured and it is predicted that this 
Christmas will witness the heaviest 
sales of footwear and accessories that 
have ever before been made in the 
history of shoe merchandising. 


AT WM. FILENE’S 


Practical Gifts in Gray Beaded 
Moccasins Prominently Feat- 
ured 


At the woman’s shoe department of 
Wm. Filene’s Sons Company attractive 
beaded moccasins in gray, tan, lavender 
and green, effectively trimmed with fur, 
looked very ‘‘Christmas-gifty” indeed 
at $2.50 the pair. There were some 


crocheted and kid slippers for the 
ladies at $1.69; boudoirs in plaia tan 
kid leather at $2.50 to $2.75; black 
quilted mules and black satin mules, 
artistically embroidered, were selling 
well. 

AT GILCHRIST’S 


Sales Managers’ Day Last Saturday 
Proved Wonderful Success 

At the shoe department of the Gil- 
christ Company department store, E. J. 
McManus, assistant buyer of women’s 
shoes, said that their Sales Managers’ 
Day, held last Saturday, proved a 
wonderful success. 

“It took time to get it ready,”’ said 
Mr. McManus. ‘‘We were busy for fully 
three weeks before we had it in readi- 
ness, but it was a success and brougbt to 
us the biggest trade in the history of the 
department. 

Two Leaders 

“Two leaders were featured in every 
department. In the men’s department 
there was a brown walking shoe at 
$6.65, a regular $10.00 value; there was 
a moccasin for $1.99 which was a $3.50 
and $4.00 value. In women’s, the big 
leader was a perfectly plain Havana 
brown kid shoe with Louis and Cuban 
heel at $6.65. This was a $10.00 value. 
There was a felt slipper, ribbon trimmed, 
a $2.50 value, at $1.85. In infants’ 
shoes there was a moccasin, a $1.00 
value, at 69c. A children’s Storm King 
rubber boot, value $3.00 and $3.50, was 
featured at $1.69; a boot for the young 
boy or girl of about seven or eight 
years, value $4.50, in a tan grain shoe, 
sold for $2.65. A regular storm boot 
for a boy, value $5.00, sold at $2.69; 
this was a heavy, practical shoe for the 
active youngster. 

The public certainly got something 
that day. This is the fourth year 
which our store has observed Sales 
Managers’ Day.” 


AT THE WALK-OVER 


Tremont Street Store Features 
Practical Gifts in Women’s 
Slippers 
At the Walk-Over Shoe Store on 
Tremont Street, a very attractve 
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TYLE shoes of Quality are 
made to meet the demand 
of fashionable dressed 

women who desire superior foot- 
wear. Just the class of consum- 
ers you want for regular cus- 
tomers. 


The extreme care which is given 
to every detail—materials, 
workmanship, style—makes 
“Style Shoes of Quality” the 
choice of most successful shoe 
merchants. 


The model shown on this page 
is our style No. 540Y. 


Cruiser Gray kid, imitation but- 
ton, Wychmere pump, three 
white ivory buttons, Bordeaux 
last, 23-8-inch wood covered 
full Louis heel, turn sole. * Not 
carried in stock but can be made 
in six to eight weeks. 


Also made in Patent leather and 
White Kid. 


UTZ & DUNN CO. 
Rochester, N. Y. 


BRANCH OFFICES: 
DENVER NEW YORK CITY LOS ANGELES 
218 Charles Bids... Bush Terminal Sales Bldg. 718 Story Bide. ; 
NU est 42d St. G. C. McATE 
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Fifth, Sixth, 
Seventh, 
Eighth, Ninth 
and Tenth 








EXHIBITS OF WELL- 
KNOWN and POPULAR 
WELTS, TURNS and 
McKAYS for WOMEN 
WILL BE DISPLAYED 
by MANUFACTURERS 
from ROCHESTER and 
CENTRAL and WEST- 
ERN NEW YORK 
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A CORDIAL WELCOME AWAITS YOU 
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Rochester Association of Traveling Shoe Salesmen 
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Is Your Business 
Holding You Down 


There is no need for a shoe merchant now-a- 
days to conduct his business on a “hit or 
miss” or ‘‘catch as can” basis. Guesswork 
leads to confusion, and confusion means 


failure. 


Tarco Business Record Systems are being 
used by hundreds of merchants for main- 
taining an accurate, simple, day-to-day ac- 
counting of every phase of retail store mer- 
chandising. In time saved alone this System 
will pay for itself in a short while. 


Send for literature and full particulars. 





TALLMAN ROBBINS & CO. | 
314 W. Superior St. Chicago 
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In Kersey, Felt, Buckcloth, Moires and Satins. 
Colors: Fawn, Castor, Brown, Pearl, Gray and 
Black. Prices up to $30.00 per dozen. 


We Make Deliveries — Not Promises! 


THE SIMON HALPERIN CO. 


121 W. 17th Street, New York 
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women’s slipper department was made 
even more attractive by its Christmas 
atmosphere. On the window was the 
“Shop Early” girl. I. B. Howe of the 
Walk-Over store stated that the aver- 
age man or woman was wont in the past 
to wait until about three days before 
Christmas to make purchases of foot- 
wear and accessories. ‘‘Then,”’ said Mr. 
Howe, ‘“‘the average person would get 
excited and say, ‘Oh, I must buy a pair 
of slippers for dear father or for my 
dear wife.’ We have tried toimpress the 
public with the importance of shopping 
early and of the desirability of shoes and 
accessories for attractive gifts.” <A 
beautiful assortment of holiday slippers 
was noted. There were the “Comfy” 
slippers and the “Cosy Toes’; there 
were traveling slippers neatly packed in 
attractive leather cases. Throughout 
the women’s slipper department was a 
holiday glow of attractive buckles, 
evening slippers and other dainty sug- 
gestions for Christmas gifts. 


Unique Slippers 


Unique slippers, in Austrian tinsel 
cloth in a very pale blue with a plain 
satin vamp and delicately brocaded 
quarter and heel, occupied a place in 
the glass display, cases. ‘The cloth from 
which these slippers were made,”’ said 
Mr. Howe, “is from the last shipment 
that came through from Austria just 
prior to the war. You will notice that 
they are the side-seam slippers. We 
used the limited amount of cloth which 
we had in the most economical way, but 
the effect is very beautiful. These sell 
at $6.50, so you will see that they are not 
expensive. We tint our white slippers 
where it is desired in a delicate blue or 
pink or other shades to suit the require- 
ments of the customer. Before the war, 
Austria was the greatest buckle country 
in the world; even the cut-steel buckle 
that America imported from France 
was made originally in Austria.” 


War Work 


Mr. Howe was a member of the 
Christian Science War Relief Commit- 
tee during the war and did splendid 
work for the boys at the front and in the 
devastated districts. This organization 
worked in connection with the Red 
Cross. and other relief organizations, 
furnishing writing and reading rooms 
for the boys, as well as relief stations for 
women and children and other war 
charities. 


VISITOR FROM NORWAY 


Member of the Foreign Trade Call- 
ing in Boston 


John Jerndahl of Christiania, Nor- 
way, was in Boston recently on a busi- 





BOOT AND SHOE RECORDER 


ness visit. Mr. Jerndahl, who is a 
prominent business man of Christiania, 
represents the Brockton Rand Company 
in Norway, Sweden, Finland and Rus- 
sia. He sailed for home the present 
week. 


CONTINUATION CLASS 


Opens on January 5 at 25 LaGrange 
Street, Boston 


The opening of a shoe and leather 
continuation class for the Boston Con- 
tinuation School of 1920 will take place 
on Monday, January 5, at 25 LaGrange 
Street, Boston. Already a number of 
applications from prospective pupils 
have been received. 

James W. Dyson, representing the 
Boston School Committee, will con- 
tinue his efficient direction of the class, 
and the New England Shoe and Leather 
Association will co-operate by furnish- 
ing lecturers and demonstrators. 

The course covers twelve weeks, with 
sessions every Monday and Friday from 
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3.30 p.m. to 5.30 p.m., and includes 
the fundamentals of tanning, shoe 
manufacturing and distributing busi- 
nesses, with instructive visits to tan- 
neries, factories and other plants. Ex- 
cept for non-residents of Boston, there 
is no tuition fee. Both young men and 
young women are eligible. Applications 
may be sent to James W. Dyson, Boston 
Continuation School, 25 LaGrange 
Street. 

: New York Office 


The Shawmut Corporation of this 
city opened a New York branch at 
65 Broadway on December 1. The 
Shawmut Corporation is under the 
supervision of the Federal Reserve 
Board and will aim through close 
co-operation with local New England 
banking institutions to provide the 
manufacturers and merchants of New 
England with the necessary facilities 
for conducting their foreign transac- 
tions through their local banking 
institutions. 


Chicago 


COAL SHORTAGE 


Causes Shoe Stores to Observe Six- 
Hour Day 


An order that has had a crippling 
effect upon industry in the city of 
Chicago and upon merchants particu- 
larly has been put into effect in Chicago 
last week and will continue indefinitely. 
The coal shortage has necessitated ex- 
treme legislation in cutting coal con- 
sumption down to a minimum, culmi- 
nating in shortened business hours, no 
display lights for windows and many 
other restrictions on the use of heat and 
light. Business offices are permitted to 
work only from 9 a.m. to 3.30 p. m., 
after which hour all light and heat are 
shut off. Retail stores, including shoe 
stores and department stores, are al- 
lowed to be open only between the 
hours of 12 o’clock noon to 6 p.m. 
daily, and Saturdays from 12 o’clock 
noon to 9 p.m. The result of this 
order by the Public Utilities Com- 
mission and Fuel Administration Offi- 
cials has worked extreme hardship on 
business, especially at a time when 
merchants have prepared for a tre- 
mendous pre-holiday season. 


LOCAL TRADE 


And That in Outlying Sections 
Suffering Through Fuelless 
Orders 


Local trade among shoe stores for 
the past month or so has been none too 


good and the merchants were hopeful 
that the pre-Christmas buying impulse 
on the part of the public and the cold 
weather that comes with it would tend 
to stimulate business to a point where it 
would somewhat offset the lethargic 
condition prevailing during the past 
few weeks. 

The stores in the outlying sections 
are suffering particularly as a result of 
this fuelless and lightless order. These 
stores depend upon most of their trade 
in the evening, but this order prevents 
them from keeping open later than 
6 p.m. on week days, and the conse- 
quences are a great falling off in trade at 
a time when they can lerst afford it. 
In the meantime, everything is being 
done to relieve this situation and the 
merchants are adjusting their store 
arrangements to fit in with present 
requirements. 


CHRISTMAS ATMOSPHERE 


One Store Gives a 10 Per Cent Dis- 
count on Children’s Shoes 


Shoe stores have planned early for 
holiday trade, and a visit among the 
establishments in the down-town sec- 
tion will impress all with the spirit with 
which they have anticipated the Christ- 
mas atmosphere. Not only are the 
windows and interior trimmed in the 
conventional way, but also gift certifi- 
cates are being displayed in wide pro- 
fusion with suggestions that this year 
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A394—Women’s “F. B. ¢ 
C.” Brown Kid Color 98 
9-inch Lace, imitation 
straight tip, 2)4-inch 
leather Louis heel, welt, 
Broadway Last, AA width, 
sizes 4-8; A width, sizes 
3%-8: B width, sizes 
3-8; C width, sizes 
2-8. 


$10.00 


In Stock 











Complete Stocks 
of 
Women’s 
High Grade 
Welts, Turns 


and 
. A396—Women’s Shoe Soap 
Flexible McKays Kid Binch Button, 
* lain toe, -inch cov- 
Ready to Ship pe wood heel, turn, 


Brooklyn Last, AA width, 
sizes 4-8; A width, sizes 
3%-8; B width, sizes 
3-8; C and D widths, 


$10.85 


In Stock 





CATALOG ON 
REQUEST 











A392—Women’'s Patent 9 
inch Lace, “F. B. § C.” 
Field Mouse Kid Color 
88 top, imitation. tip, 
2%-inch leather Louis 
heel, welt, Broadway Last, 

AA width, sizes 4-8; A 

width, sizes 34-8; B 

width, sizes 3-8; C 

width, sizes 244-8. 


$11.00 


In Stock 


A384— Women’s Dark Rus- 
sia Calf 9-inch Lace, 
imitation tip, 24-inch 
leather Louis heel, turn, 
Brooklyn Last, A width, 
sizes 34-8; B width, 
sizes 3-8; C width, sizes 


214-8. 
$10.60 


In Stock 


Www, Vaos GowngQainy, 


Manufacturers 
‘‘ White House Shoes” for Men, ‘Maxine Shoes” for Women, 
‘‘Buster Brown Shoes’ for Boys and for Girls 
and “Blue Ribbon Service Shoes”’ 


St. Louis, U.S. A. 
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will be one of practical gift giving and 
“‘What could be more practical than a 
pair of shoes?” Silk hosiery for both 
men and women are also items that are 
being shown in many stores as accept- 
able presents of Yuletide. The depart- 
ment stores are featuring felt slippers 
as practical gifts and are being packed 
in attractive holiday boxes to make 
them appropriate for the occasion. 
The Cutler Shoe Company has estab- 
lished a precedent by announcing that 
its Christmas gift to all children from 
December 5 to the 25th will be a 10 
per cent discount on all its children’s 
shoes. 


Iowa Notes 
AN UP-TO-DATE STORE 


Frank Dunlap of Victor, Iowa, Dis- 
plays Shoes Attractively 


One of the most interesting stores of 
Iowa is conducted by Frank Dunlap of 
Victor, Iowa, who has one of the most 
modern up-to-date stores. Mr. Dunlap 
carries a high-grade line of men’s and 
boys’ shoes and clothing, and every 
style of garment or shoe is enclosed in a 
glass fixture. It is one of the show 
places in that section of Iowa. Mr. 
Dunlap is very successful and outside 
of his large business owns many farms, 
and has built up half of the town of 
Victor with brick buildings, and every- 
thing he undertakes denotes success. 


BUSINESS CHANGE 


A. Abrahamsohn’s Succeeded by 
Lorenz Boot Shop 


Frank H. and Robert H. Lorenz, 
who have been with Stewart & Son of 
Iowa City for a number of years, 
recently bought out the shoe store of 
A. Abrahamsohn’s, and will conduct an 
up-to-date shoe store, to be known as 
the Lorenz Boot Shop. 


MODERN ESTABLISHMENT 


Of A. Hoepner & Sons, Bennett, 
Iowa 


A. Hoepner & Sons conduct a most 
modern store at Bennett, Iowa. Mr. 
Hoepner is also interested in bees, and 
has a reputation for miles around for his 
wonderful honey which he ships to all 
parts of the State. 


WEDDING TRIP 
Of R. A. Elsner of Balirstown, 


Iowa 


R. A. Elsner, of Balirstown, Iowa, 
who conducts a most modern up-to-date 
store, and was recently married, has 
taken a wedding trip to California. 
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First Annual Banquet 


Of Boston Leather Trade Benevolent Society, Inc., Wednesday, 
January 14, 1920, Copley-Plaza Hotel 


The first annual banquet of the Bos- 
ton Leather Trade Benevolent Society, 
Inc., will be held in the Copley-Plaza 
Hotel on Wednesday, January 14, 1920, 
at 7 p. m. 

Elisha W. Cobb of Beggs & Cobb, 
Toc., is president of the Boston Leather 
Trade Benevolent Society, Inc., and is 
heartandsoulin the work. Mr. Cobbisa 
native of Truro, Mass., and enteied the 
employ of the old leather firm of White, 
Oskorne & Co. as a boy for 75 cents a 
week. This concern was later succeeded 
by Beggs & Cobb., Inc. Mr. Cobb is 
very fond of his old home at ,Truro and 
runs down there at every available 
opportunity. Among his other bene- 
factions to his native town is a library. 


Fund Is Unique 

“This charity of the Boston Leather 
Trade Benevolent Society, Inc., is 
really a wonderful one,”’ said Mr. Cobb. 
“There are already four or five aged men 
on the list receiving benefits. These 
men were formerly bright salesmen and 
bright participating merchants, who, 
through adverse circumstances, have 
been placed in a position where they are 
beneficiaries from the Benevolent So- 
ciety’s funds. There is no other fund 
of a similar nature in the United States. 

‘‘Nothing pleased me so much,” said 
Mr. Cobb, ‘‘as the last very successful 
drive which our society made for our 
charity fund. I would say most em- 
phatically, if you wish to be’ happy 
yourself, work for someone else’s 
happiness. 

“The committee of 30 prominent 
leather dealers who acted in September 
as solicitors for the permanent charity 
fund will also act as committee for the 
banquet. 

Committee Appointed 

“This committee consists of the fol- 
lowing men: Samuel L. Agoos, Solomon 
Agoos, Harry F. Allen, Marcus Beebe, 
Junius Beebe, William M. Bullivant, 
Jr., Edwin T. Cady, Harry W. Clark, 
H. G. Cutler, Thomas M. Devlin, James 
Donovan, W. J. Fallon, Bertram C. 
Gould, A. F. Gordon, Julius Hollander, 
W. Thatcher Hollis, Frank L. Howes, 
F. E. Jones, H. Fred Lesh, M. J. Lowry, 
N. R. McKay, Albert Merrill, W. H. 
Odell, Charles A. Proctor, Burt W. 
Rankin, Sigmund Rotchild, M. W. 
Snyder, W. R. Stephenson, Harry L. 
Sutton, Arthur R. Tirrell, Gilbert Tol- 
man, Ira Vaughn, I. C. Webster and 
Leonard Wheeler. 


‘ could do for others. 


“The committee has agreed to take 
ten tickets each, which will make a good 
start for the large attendance which is 
earnestly desired. The officers of the 
Boston Leather Trade Benevolent So- 
ciety, Inc., expect at least 500 in at- 
tendance, consisting of families and their 
friends. Every ticket purchased helps 
some poor leather associate. 


Sentiment and Charity 


“This committee of 30 are among the 
very best men in the leather trade. In 
fact, a more representative leather com- 
mittee could not have been selected. It 
took their personality to accomplish the 
splendid drive for the society’s perma- 
nent charity fund. At the dinner, 
which I recently gave this committee 
at the Algonquin Club, there was no 
mention whatever of business. The 
talk was entirely on what the society 
All present had a 
wonderful time. The subject of the 
discussion at this dinner was ‘Sentiment 
and Charity.’ Plans were made for 
trying to do something to help perma- 
nently people connected with the trade.” 

Mr. Cobb continued: ‘‘Why should 
I not have sentiment? I have been 
here since a boy of 15. I have seen most 
of them come and go.” 


Distinguished Guests 


The annual meeting of the society will 
precede the banquet at 6 p.m. At the 
banquet the treasurer will read the list 
of subscribers received from the very 
successful September drive. Governor 
and Mrs. Coolidge have been invited to 
attend. Addresses will be given by 
William H. VanAllen and _ Robert 
Lincoln O’Brien; also vocal and instru- 
mental music. This society is to be 
congratulated in securing two of the 
most’ distinguished orators in our 
State. 

The officers of the society expect the 
ladies connected with the leather trade 
to assist in making the first banquet a 
rousing success. 

Mr. Cobb is sending a circular letter 
announcing this event to every member 
of the shoe aad leather trade. In this 
letter Mr. Cobb makes mention of the 
fact that it is the custom for the London 
Leather Charitable Society to make its 
annual banquet the greatest possible 
feature of the year. This event has 

(Continued on page 159): 
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A Greeting 


We wish, first of all—to extend to our present and 
prospective customers, the heartiest compliments of 
the season—a cheery holiday time and a prosperous 
New Year. 


And we wish, also, to thank the shoe merchants of the 
country who have bought our merchandise in the 
past, and to assure them that with our present 
doubled capacity, every effort will be made to take 


care of their future orders. 


We would suggest, however, that all orders be placed 
early, for our Foot Pal business is increasing in leaps 


and bounds. 


KE. Z. WALK MFG. CO. 


62-70 West 14th Street 
New York r a; N. Y. 


Dec. 13, 1919 
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PHILADELPHIA TRAVELERS 


Meet—Elect Delegates to National 
Convention at Cincinnati 


The regular meeting of the Phila- 
delphia Shoe Travelers was held at 
Bingham Hotel, Philadelphia, Satur- 
day, December 6, with about 20 present. 
President Raphael presided. Reports 
of various committees were read by the 
chairman, Mr. Schell. 

Arthur Earle and Frank Oberfield 
were selected as delegates to the Na- 
tional Shoe Travelers’ Association con- 
vention to be held at Cincinnati, Ohio, 
in January, 1920. Messrs. Yates, 
Franklin and Porter were named as the 
nominating committee, election of offi- 
cers to be held at the next annual 
meeting in January. 

The committee of last year’s banquet 
was reappointed with the exception of 
Fred T. Coleman, who has moved back 
to Boston. Mr. C. R. McClellan was 
named in his place. 


Plans for Banquet 


The committee was instructed to 
make plans for a banquet to be held 
some time in January. After a few 
brief remarks by a few of the members 
as to the best means of making the year 
1920 a banner year in the history of the 
Philadelphia National Shoe Travelers’ 
Association, the meeting adjourned 
to meet in January. 


ELECTION SLATE 


Prepared by Cincinnati Association 
for January 22 Meeting 

An important phase of the meeting 
of the Cincinnati Association of Na- 
tional Shoe Travelers was the nomina- 
tion of two tickets for the election of 
new Officers at their meeting which will 
occur on January 22 next. The Nomi- 
nating Committee presented the follow- 
ing ticket: President, Claude Orr; 
vice-president, W. T. Dickerson; secre- 
tary, Frank Weber; treasurer, Chas. 
Weckel; governors for three years, S. S. 
Fechheimer, Jas. Cowan, J. McDonald. 
The following independent ticket was 
nominated from the floor: President, 








Traveling, Shoe Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 
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Frank Dahoney; vice-president, A. L. 
Willey; secretary, Frank Weber; treas- 
urer, Chas. Weckel; governors for three 
years, Irvin Roth, F. M. Samuels, Dave 
Wolf. 
CHANGES LINE 
Samuel Zukerman Now Represents 
Herrick Shoe Company, Lynn 
Samuel Zukerman, who formerly 
sold the Marion Shoe Company’s line 
in Eastern Pennsylvania for the past 





SAMUEL ZUKERMAN 


four years, has made a change in repre- 
sentation. Mr. Zukerman now repre- 
sents the Herrick Shoe Company of 
Lynn, Mass., with an office at 713 
Denckla Building, Philadelphia. 


CHICAGO SHOE TRAVELERS 


Nominate Officers and Arrange De- 
tails of National Shoe Exposition 
On Saturday, December 6, at a 12.30 
luncheon at the Palmer House, the Shoe 
Travelers’ Association of Chicago made 
their annual nomination of officers, 
with the following results—for Presi- 
dent, Joe Kalisky and V. DesNoyers; 
for Vice-President, George Harris and 
Ross King; for Secretary-Treasurer, 
Harry Modlin and Dave Morris. 
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These nominations comprise two 
nominees for each office, which is pro- 
vided in the by-laws. Election will take 
place on Saturday, December 13. 

George J. Nichols of Minneapolis 
was present at the meeting here and is 
a candidate for next vice-president of 
the National Shoe Travelers’ Associa- 
tion. He made a very interesting 
speech before the gathering and was re- 
ceived with wide acclaim. 

Final details of the Chicago National 
Shoe Exposition which will take place 
at the Palmer House, January 5 to 10, 
were settled. All the members present 
were enthusiastic about the tremendous 
popularity that this exposition is meet- 
ing with among the trade. The largest 
gathering of merchants in the history 
of the Chicago shoe trade is expected 
here during the week of the exposition. 
Complete arrangements have been 
made for proper reservations for_all 
visitors. 


NATIONAL ASSOCIATION NEWS 


Letters from the Northwestern and 
Iowa Groups 

The Northwestern Shoe Travelers’ 
Association has written the Cincinnati 
Association of National Shoe Travelers, 
presenting for vice-president of the 
National Shoe Travelers’ Association 
George J. Nichols. 

The Iowa Association of National 
Shoe Travelers writes the Cincinnati 
Association, inviting the 1921 National 
Convention of Shoe Travelers to go 
to Des Moines. 


MINING DISTRICT CONDITIONS 


Of Hocking Valley Reported on by 
Travelers 

Salesmen making the Hocking Valley 
Coal Mining district report conditions 
in this territory as very unsettled. 
Merchants are only buying the necessi- 
ties of life and are very careful as to the 
credit risks among the trade. But very 
few mines are open in this district and 
it will be but a few weeks until the ma- 
jority of miners will be out of funds. 
The merchants are fearful of conditions 
when that time arrives. 
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THREE EXCEPTIONALLY GOOD NUMBERS 
FOR THE HOLIDAY SEASON 


GUARANTEED FOR 
AT ONCE SHIPMENT 


Believing that stocks are some- cE-~ These numbers have been very 
what broken at this time, we popular sellers and will be sure 
present these three up-to-the- to please. Send us your orders 
minute styles for your benefit. right away. 


1084—Wos. “Coronation” 
Dark Rus. Calf 9-in. 1070—Wos. “Coronation” 
Lace, Imt. Tip, 24- Hav. Brown Kid 9-in. 
in. Lea. Louis HL, Lace, Imt. Tip, 134 in. 
Turn, Brooklyn Last. Cub. H1., Welt, Co-Ed 
A 34-8, B 3-8 C Last. A 314-8, B 3-7, 
24-8. C & D 24-8. 


$10.60 $10.25 


1005—Wos. “Coronation” Kid 9-in. Lace, Pl. Toe, 214-in. 
Wood Cov. Heel, Turn, Brooklyn Last. AA 4-7,,A 
3%-8, B 3-8, C & D 24-8. 
$10.25 


. SHOE Go. 


MANUFACTURERS 


SAMPLE ROOMS 


Chicago Detroit 
Los Angeles Kansas City 
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Why don’t you as a Retail Shoe Merchant 
drive a wedge into high shoe prices by 
ordering shoes with ‘“‘Horn Fibre’’ Coun- 
ters instead of leather counters? 


‘‘Horn Fibre’’ Counters are superior to 
leather counters and they cost 400% less. 
Use our guarantee—given without reservations that 
‘“‘Horn Fibre’’ Counters will out-wear the shoes in 
which they are a part. There’s no guarantee with 
leather counters. And you pay four times as much— 
Isn’t this worth considering? 

‘‘Horn Fibre’’ Counters never were better than they 
are today. | 
First with the idea. 

First in quality. 

First in guaranteed Service 


Rogers Fibre Company 


Mousam Division 


121 BEACH STREET :: BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C. RUPP CO. DENNETT & PRINCE 
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Bright Lights 


Lundin Shoes hold their place in 
any environment — especially 
where shapeliness and originality 
are in demand. The brighter the 
lights, the more clearly their 
superiority is revealed. 


Lundin workmanship is the very 

best that can be had. The mate- 

rials of which the Lundin Shoe is 

— are selected for Quality and 
ear. 


The merchant who handles this 
splendid line of Dress Welts has at 
least one line he can rely upon. 





The Lundin Shoe is 
right all through 





LUND-MAULDIN Co, 


MANUFACTURERS 
ST. LOUIS U.S.A. 
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her Market 


Review of Leather 


Supplies and Prices 
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Coal Shortage and Rail Handicaps 
Affect Leather 


The effects of the coal strike are 
beginning to be felt. in the leather 
trade. A large number of large tanneries 
in the Central West have already begun 
curtailment in certain departments, 
which will affect the volume of business. 
Curtailment of railroad traffic will also 
interfere with the regular course of 
trade and cause much delay in shipping. 

The New England tanneries are run- 
ning as usual and the coal shortage has 
not as yet affected them. It is noted 
that the British sole leather tanneries 
have stopped partially or entirely, 
owing to the high prices of hides for 
which there has been strong competi- 
tion in buying among foreign tanners. 
Exports of leather on old orders con- 
tinue very heavy, although new business 
is very slow at the present time. This 
applies in a way pretty generally in 
the American market. Buying is 
mostly for immediate needs of shoe 
manufacturers. There is no marked 
weakness in the general situation. 


Strong Calfskin Situation 


The calfskin market continues strong 
and supplies of leather are getting 
shorter, particularly in the better 
grades of stock. Colors are in excellent 
request and are selling all the way from 
$1.00 to $1.50 per foot, but the better 
grades range from $1.25 to $1.50 per 
foot. Black skins generally range from 
5e to 10c lower. The call is not as 
active for light weight calfskins, but 
not a few shoe maaufacturers are re- 
sorting to these in view of the high cost 
of kid and heavier calfskin leather. 
On the other hand, the call for kid 
continues very strong, with prices 
practically unchanged and ranging up 
to $1.50 to $1.60 per foot and even 
higher, for special tannages. 


Side. Leather Active 


Side leather is in a strong position 
and there is a ready outlet for the better 


grades from 90c to $1.10 per foot. 
There are also good grades of side 
leather which can be purchased at 
70c to 90c per foot, according to grade 
and quality. There is a strong demand 
for patent leather and deliveries are 
being made on this stock about as 
fast as they are received. The sole 
leather market continues on about the 
same basis with prices firmly main- 
tained and with comparatively light 
accumulations. Oak bends are par- 
ticularly strong and are quoted at $1.10 
to $1.20 per pound. 


FIRST ANNUAL BANQUET 
(Concluded from page 154) 


been observed for the past 50 years. 
Royalty has always responded finan- 
cially as well as socially to the London 
Leather Trades’ banquet. Boston tan- 
ners have also been contributors for 
many years. 

Tickets are $5 each. Part of the pro- 
ceeds of the tickets will be passed to the 
credit of the society’s charity fund. 
For tickets, apply to the Special Com- 
mittee to the General Committee. 
The Special Committee will consist of 
the following: Bertram C. Gould, 
chairman; Edwin T. Cady, W. Thatcher 
Hollis and Elisha W. Cobb. 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Sole Leather 


Biemaieek 00, Reavy, INO: Booioissossise sois.sie0 ee 
Hemlock sole, seconds, mid.................. 


Oak sole, No. 1 bends. 
Oak sole, No. 1 backs, all welsiete.. 


Union steers, Oe eo 
ee Se ee ne eae 
en, MNO TONG 6 oa koa nin oes. bee urd cise 
OGal, hemlock betes... 0c cscccccs 
Offal, hemlock shoulders................ 
ES EE eT ee PETS Fe 
ee Tee eT re ear rer 


Chrome, A. 8. dry hide, 71% to 10 iron sides. 
Chrome, green hide, 6 to 8 iron sides... .. 


1910 1918 1919 
Cents per pound 
25@26  56@57 56@ 58 
23 @24 54@55 54@ 56 
45 @— 85 @92 1.10@1. 20 
43 @— 80@85 98@1.05 
33@35  84@85 90@ 92 
80 @83 92@ 94 
17@18 17@ 18 
inate 23 @25 20@ 27 
aw 38@40 39@ 40 
24@25 23@ 25 
27 @28 25@ 27 
Cents per foot 
43 @50 60@ 65 
ae —@50 —@ 60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


ERGO YS DOMINO PIII i aon. 6 os 055880 Hoses 
BROOMS UE DOIN oi. 65a dias cc drcamomdse 
UG Ts 8:60. Sas 560s ws mdioren heaelt-56 
Chicago City CAMSRING...3.. .0.6.6.660000000. 
ers eee eee 


1910 1918 1919 
Cents per pound 
.. 163% @17 —@29 44@45 
.... 154%@15% —@28 44@45 
1334@14 —@21 28 @30 
18. @19% 34@44 60@77% 
21 @23 —@34 43 @46 
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PATENT RAMONA “SS 
PUMP 
14 Louis Wood Heel 


Turn 





L.B.EVANS’SON CO. - 


BOSTON OFFICE 


1820 - ~1920 


( 7] LB Fvans’Son Company 


SHOEMAKERS FOR OVER ONE HUNDRED YEARS 


A LEADING STYLE 


FROM OUR LINE OF WOMEN’S 
MEDIUM GRADE TURN OXFORDS 


AND PUMPS. 


- WAKEFIELD, MASS. 


110 SUMMER ST. 




























































































MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 
Every Shoe Store Needs Milbradt Rolling “FISHER” 
o” Step Ladd Reg. U. 8. 
“MANCHESTER Pisa. shacgonnstl epics al 
(Trade Mark Reg. U.S. Pat. Off.) Solan to oul an baa 
CURVED JAW CUTTING stegeend aos ak SUPPORT 
NIPPERS theron and fearon You — Weak ‘Ankles 
The only nipper arance of your store. seins of "oote and 
. subject “ yy 
rit sage to cat oat pcreogt onondin || Bagowe thea 
= Write for our latest cata- The New I ved 
‘heaeeer ine ie oct “E. W.”” 
Trade Mark Reg. U.8. Milbradt SHOE STRETCHER 
Gua: ts Gee Manufacturing Ce. 
high-grade tool steel, 2410 Ne. 10th St. 
: nickel plated with a ST. LOUIS, MO. 
* curved jaw that ena- 
bles you to cut the 
z tacks close to the in- 
m sole. 
| Be sure and specify 
q “MANCHESTER” Xmas Cards 
— jaw when order- and 
sae al ne lg Price Tickets 
lim) CASH PAID 
) —— Price, $4.50 fer shoe stores or surplus stocks of shoes 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Chi Branch 
Boston, Mass. 323-325 W. Lake St. 

















Send us your order now and get them in time 


FOR XMAS 


CHICAGO SHOW CARD WORKS 
406 S. Dearborn St., Chicago 





Max Kalter Mercantile Co. 
51 Broadway, New York City 
Phone Spring 5160-5161-5162 
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ODE KID advertising will appear during i 
January in the Ladies’ Home Journal, 
Vogue, Cosmopolitan, Photoplay and _ the 


January 3 issue of the Saturday Evening Post. | 


This advertising is typical of the high quality 
of the leather itself. In this issue you will 
also find our advertising on pages 68 and 69. 


la 
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In Stock Ready to Ship 


All Brown Glazed Kid McKays 


No. | tee Girls’ English, 24 be 
7, C, D and 


No. 8641—Young Woman's Low Heel, ~ 
Tep, 24406, C, DandE.......... $5.60 


No. oe English Pony, Ns to 
4.00 


er 


2, D and 


No. 7758—Misses’ Medium Toe Pony, 
oR te Be | errr $4.00 


No. 7766—Misses’ Broad Toe, 1114 to 2, 
D and E $4.00 


No. és “eee s Low Heel, 8% to 11, 
D and E $3.50 


No. 7767 4%4—Children’s Spring Heel, 8 8 
to 11, DandE $3 


No. 7768—Infants’ Spring Heel, 5 to 8, 
D and E $3.00 


Neat Perforations, Fair Stitched, Natural 
Bottom Finish on Good Soles, Brown 
Leather Facings, Good Lasts, Made in 
Our Philadelphia Factory. 


ARENTS 

pleased when the 
performance of 3 W’s 
LENOX reveals the 
success of their 
children’s 
purchases. 


TRADE MARK 


are 


footwear 













CHILDREN’S TURNS 
ON OUR 
POPULAR PEGGY LAST 





Patent Chrome, Dull Top, Plain Toe. 


No. 7504, 3 to 8, Wedge Heel.......... 


$2.50 


Ne. T5065, 1 to 4; No Fieel.......... 0... $2.15 


Our sample line for Spring is the most attractive we have ever shown. 
It includes all leathers and many lasts—one entirely new. Prompt 


attention to inquiries is assured. 


Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 


New York 
Bush Terminal Sales Building 


Philadelphia, Pa. 
35 South Second St. 


42nd and Broadway 
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esting in the history of the 
Gare 


shoe industry. 


=| =f...) 

sl Je The 1920 Convention of the S( JE 

(Jz National Shoe Retailers’ As- == 

22 | sociation promises to be (JE 

= |= the biggest and most inter- aS 
() 

~ — 





























= It is predicted that the foot- |= S| . 
FEE wear displayed will be rep- == 
== resentative of the highest == 
=| attainment in the art of == 
S(JE shoemaking, and the prod- BE ! 
== ucts of our most progres- =|= 
ABE sive manufacturers. RE i 
i; The fact that these manu- i | 
= J= facturers turn first to us for EOE | ; 
=|> quality leathers justifies our Sell 
datelen.. pride in the worthiness of 
CLIO KID 


toy, NEW YORK their products. 
U. 3. PATENT © 





| Amalgamated Leather Companies, I nc. 
gi F. BLUMENTHAL COMPANY) 


Wilmington, ene 











junnttil 
Mn tom 








es $i emo 335222 
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Our business doubled this year 


E did twice as much 

business this year as 
we did during any other year 
in our history. 


This shows that merchants 
realize more than ever before 
that they should get their 
store records quickly and eco- 
nomically by machinery in- 
stead of by the slow, expen- 
sive hand method. 


It shows in the best way pos- 
sible that up-to-date National 


Cash Registers are helping 
merchants solve their prob- 
lems most satisfactorily to 
themselves, their clerks, and 
their customers. 


It is the very best evidence 
that our efforts to build a 
labor and time-saving ma- 
chine are appreciated by mer- 
chants everywhere. It shows 
that up-to-date National Cash 
Registers are meeting the 
needs of retail stores in every 
country in the world. 


Up-to-date National Cash Registers are a business 
necessity 


The National Cash Register Company, Dayton, Ohio 


Offices in all the principal cities of the world 
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Why do people believe in the announced 
discoveries of great inventors? 


Because they know that the discoveries 
would not be made public unless 
the inventors could back them 


up. 


For manifestly the same reason people 





have confidence in advertised merchan- 
dise. 

We've been telling American women 
for a good many years that Dorothy 
Dodd Shoes are better shoes. 

Public confidence in our statements insures 
unlimited possibilities for success to hold- 
ers of the Dorothy Dodd sales agency. 


DOROTHY DODD SHOE CO. 
BOS TON,MASS. 


Branches 


NEW YORK: CHICAGO 
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ON EXHIBITION AT THE 
NATIONAL SHOE RETAILERS’ 
CONVENTION 


SPACE NO. 3 and 4 





TURN TIES 


IN STOCK 


Early Delivery Widths AAA-C 


087 I Blk. Kid Iris Tie, Gaby, Wood 
I, 5.5 4 ccs me $8.50 


287 | Bik. Ooze Iris Tie, Gaby, Wood 
erie Caer ee 10.00 


5287 | Brown Ooze Iris Tie, Gaby, 
Wood Louis........+:- 10.00 


487 | Bik. Satin Iris Tie, Gaby, Wood 
EE APE Sr 7.50 





UPHAM BROS. SHOE CO. 


Stoughton, , Mass. 


























NOLSOd “LS NITMNVUH 0¢ 
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Ad ATAAISNTOXA AUTOS 


‘¢I-Z] Asenuel ‘uoysog ‘uoiquaAUo?D “YY "Yy “S “N ‘¢Z] YI0Og 3B AIqGIYxe INO 9aG 
‘UMOIG [B2IG pUe OddBGO] ‘JaAveg ‘ABID yIeq pue WWI] ‘oWYyM ‘YoRIG 
‘S1O[OD BUIMO]JOJ 24 Ul ‘syIPIA, YIOG ‘YooIs UT “YoUI 84—y ‘ON UI opeW Osye UsoqIed sIy 
‘soyoul %{—z ‘ON] YIPIA UT ‘UO! AIS [Ty Aqpend asoul-7 ‘OOZ] Us2877eg SMOYs UOI}BIISNII] 
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SNOUT a NOLLOAAadd S.YHTANVHO 
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Vln 
and ied OPAS, 
| DYeyeu mane ticeme Dlolbdolaaee 
White Leather. 
_ Select a White Leather 
Thats Right. f 7 
Specity The Whitest White LEVORS. 


G. LEVOR & CO, Inc. 


TANNERS OF CABRETTAS 
WwW YORK (on eo hYs 4-O- 2 Ales Ga 


1.5 
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i. 20 
CONVENTION 
NS‘R'A: 


BOSTON 

















GALLUN’S NO. 4 NORWEGIAN OXFORD, PER- 

FORATED, PINKED TIP, FOXING AND LACE 

STAY. THOMPSON'S BROGUE LAST, 
STITCHED HEEL SEAT 


WIDTHS, AA TO D 
SIZES, AA &11, A 7-11, B 6-11,C AND D 5-11 


| PRICE $9.75 PER PAIR 
| PRICE SUBJECT TO CHANGE WITHOUT NOTICE 














‘THOMPSON. BROS. IN¢- 


MEN’S FINE SHOEMAKERS 
BROCKTON 
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The Christmas Spirit now 
fills the air 


“Onyx” 





Reg U.S. Pat. orfies 


is being demanded every- 
where by those who desire 
to present a gift of excep- 
tional quality to express and 
fulfill their best wishes for a 
Merry Christmas. 





Emery & Beers Company Ine. 
Sole Owners of “Onyx”? Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 
Boston Office: Chicago Office: 
31 Bedford Street The Lytton Building 
Philadelphia Office: Buffalo Office 
1033 Chestnut Street Mutual Life Building 
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LOTT MMT 














MARSHALL 


4 ” 
QUACITY MAINTAINED 
“en 

















LOUNGING ROOM: "ATHLETIC 
CLUB- LOS ANGELES, CAL. 








The sixth picture of a series showing places which 
portray those refined characteristics typical of Marshall 
“Quality Maintained” Men's Shoes. 






MODEL 0261 


Tony Calf Varsity Bal on the 
Daybreak Last. 


with 


wine 1 
HEEL 


C:‘S-MARSHALL COMPANY, 


BROCKTON ~~ MASS 






eee 5) 
CRS 
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WALL, DOYLE & DALY, INC. 


BROCKTON, MASS. 








MEN’S FINE SHOES 


MANUFACTURED EXCLUSIVELY 
FOR WHOLESALE TRADE 


UNION MADE 





with 


Soonye>™ 100% Goodyear 


99 
wine Br oor ““Wingfoot” rubber 
ae ee ee 
HEEL 


ia TT ee 














LUV VV NV SV NS onanenranans 





MRM RMMMM MMMM MMMM SY MM SSE 


WALL, STREETER & DOYLE CO. | 


NORTH ADAMS, MASS, 


We Manufacture 


Streeter Shoes for Men Who Stay Young 
and 
J. M. O’Donnell & Co. Shoes ‘‘ Your Old Friends.” 
Character Shoes of Quality 
Union Made 












With Goodyear 
**Wingfoot”’’ rubber 
heels 4 














AA AAA AAA ARH AAAI ALARA IAA LL A LEAL LEA ALA HE 
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OMIT OMIM RIO LO MIO MEME OMIIIOMMITOMU MU? BLL 


IN-STOCK 


FOR IMMEDIATE DELIVERY 





ID UYERS of sound 

values will do well 
toacquaint themselves 
with our complete line 
of H. M. & H. women’s 
fine shoes. Only a few 
of our popular, wanted 
styles in your store 
will demonstrate the 
assured salability of 
this line. Wewill gladly 





4213—Hav. Br. Kid, 9 in. Lace» 2 - . 
Imit. Tip, 18-8 Lea. Louis, A- 3214—Rus."Cf. Lace, 11-8 Mil. 
D. send samples. A-D. 
ag Br. ae \— 5214—Blk. Gun Met. Lace, 
wi ie use , Imit. il r sal 
Tip, 18-8 han Late, cS aee, a 
2213—Blk. Kid, 9-in. Lace, 3215—Rus. Cf. Lace, 11-8 Mil. 
_—. Tip, 18-8 Lea. Louis, A- = toe for growing girls), 
6213—P t. V . with Mat. ‘ . P 
Top, Plain Toe, 18-8 Lea. Louis, re De Ny 9 in. Lace, 11- 
IQ 20) 
Merchants attending CONVENTION and 15, are cordially 
the Convention of the N-S-R-A invited to make our 


National Shoe Retail- 
. geo et ee offices and sales rooms 
ers’ Association in Bos- 


ton, January 12, 13, 14 their headquarters. 





Hughes & Tansey, Ine. 


Sales Office and Stock Rooms 
128 Summer Street 
BOSTON, - ~ MASS. 


Distributors of Hennessey, Maxwell & Hennessey Shoes 


Py 
: 
: 
5 
5 
: 
: 
5 
5 
5 
5 
5 
: 
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“Walk-Croft, “Fascination! 


Here is a model, with a refine- 
ment that pleases the gentlewoman, 
and, yet, a smartness and a snap 
that charm the millions. 


WalkCooff Process lasts and pat- 


terns are a safe and sound invest- 
ment. Before adoption they must 
stand the acid test. They must 
prove to be fascinating on the foot. 





Where else can you find this mer- 
chandising force in shoes at reason- 
able prices. 





A post card will bring you a sample 
or a salesman. 








mcrory, BANCROFT WALKER COMPANY ostox orcs 


13 WORMWOOD ST. 


BOSTON, MASS. 
MAKERS OF SMART SHOES FOR WOMEN 


RICE BUILDING 


“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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New Castle Leather Company Inc. 


NEW YORK 
BOSTON MONTREAL, CAN. CHICAGO 


and the Principal Seather and Shoe Centres Gverywhere 
Factory, Wilmington,Del. 
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HOWES BROS. CO, 


CAPACITY 
Thirteen Tanneries; 2,000,000 
pounds of hides per week. 


TANNED 


from Foreign and Domestic 
Green and Dry Hides. 


HIDE PURCHASING 
OFFICES 


Buenos Aires, Argentina, 
New York City, 
Boston, Mass. 


SOLE LEATHER 





Main Office and Warehouse 
321 Summer Street, Boston, Mass. 


SELECTED 


in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Bends, Bellies, 
Shoulders and Heads. 


WAREHOUSES AND 
OFFICES 


ST. LOUIS, 1221 Gratiot St. 

CHICAGO, 229 West Lake St. 

LEICESTER, ENGLAND, 
12 DeMontfort Chambers. 


























CUT SOLE DEPT. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and Sort- 
ed to Standards by Experts. 
Enlarged Capacity and Variety 
of Grades enable us to supply 
all demands. 





FINDERS DEPT. 


Oak, Union and Hemlock, 
TAPS, TOPLIFTS, STRIPS, 
BENDS and BLOCKS. Va- 
riety of selections to ‘meet 
every requirement of the Shoe 
Repairing Trade. 





MANUFACTURERS TOPLIFT 
FACILITIES 
Large Capacity Prompt Service 
Extensive Range of Styles 


MANUFACTURING PLANTS DISTRIBUTION OFFICES 








Cut Soles - 90 Wareham Street Cut Soles - - = 321 Summer Street 
Finders - - 321 Summer Street Finders - - ——_— Street 
BOSTON, MASS. 

MASS. NEW YORK, CHICAGO and ST. LOUIS 











i 
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IN STOCK 


EE STYLES 


/ 
1920 


SE NN OI OS oor Motorore Ni Ss RA Peo Mohootior oreo sorsototots a atau tata teaemeater ere 
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_ _ -=OS TON 








OO 













A 2 
Booth No. 67 


STOCK NO. 512 
DART LAST 
Cherry Calf Varsity Bal, Single 
Sole, Leather Heel, New Ex- 
treme Narrow Toe 
Sizes and Widths: AA, A, 7 to 
11; B,6to11l; C,D,5%toll 
Price $10.00. 















Unbranded 


Plain Cartons 











STOCK NO. 524 
BROGUE LAST 
Gallun’s 4 Norwegian Brogue 

Bal., Rawhide Slip Sole 
Sizes and Wicths: AA and A, 
7 to 1; B, 6 t6 21; C, D, 
5 to 11 
Price $10.75 


STOCK NO. 587 
BROGUE LAST 
Gallun’s 4 Norwegian Brogue 
Oxford, Rawhide Slip Sole 
Sizes and Widths: AA and A, 
7 toll; B,6to 11; C, D, 

5 to 11 
Price $9.75 





Send for Catalogue showing full line of Dalton Shoes 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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ADVENTURES OF BARBARAWELT | 
ACT 12 | | | 
ca | | 









































leave the 


factory of 


the 
BROCKTON 


AND 
COMPANY 
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“What an enormous load of Welting,” i 
exclaimed Anny. 4 
a 

“Yes,” said Barbara, “‘We are pretty proud i 
of the volume that goes:out of our a 
Shipping Department every day. A | 

production of over 200,000 yards per day 

is pretty fair evidence of the satisfactory a At 

quality of Barbour Grooved Endless | 

Welting.”’ i 
“You said something, Barbara,” replied mr A 

Reddy Walker. eA A | 
eat Hy i. 
BROCKTON RAND CO. ab | 


BROCKTON, MASS. i BB: 
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The Retailer Knows 


and appreciates a beau- 
tiful snug fitting heel 
that stands up and 
eliminates complaint. 


GAC 
Wood Heel 


Fasteners 


overcome many of the 


old difficulties and 


faults of loose, shaky, 
gaping wood heels. 
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Auburn, Me............... 87 Main 
Brockton, Mass........... 93 Centre 
RM caccec coed 18 South Market 
Cincinnati............708 Broadway 
Haverhill Mass........... 145 Essex 





BRANCHES: 
Johnson City, N. Y........124 Main — — Peper ee <_<; em 
Oe ere 306 Broad oll uy gale — 
hiladelphia. ....... 221 North 13th 
Marlboro, Mass......... 11 Florence Sareea | . RES °130 Mill 
Milwaukee.............. 258 Fourth err 1423 Olive 


Investigate and specify in some of your lines 


United Shoe Machinery Corporation 




















RED CROSS CHRISTMAS SEALS ARE CONQUERING TUBERCULOSIS 
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GET RID OF YOUR 
SMALL SIZES 


MR. MERCHANT 


It is a known fact that every shoe store 
accumulates more or less small sizes and: 
odds and ends. It does not pay to carry 
dead stock or slow sellers on your shelves. 
Invest the money you can get for these back 
numbers in good salable shoes and make 
your regular profits. 

We are in the market to buy all kinds of 
Shoes, Small Sizes, Broken or Discontinued 
Numbers, Old-fashioned Shoes, etc. We 
also buy entire stocks of Boots, Shoes and 


Rubbers. 


Write us what you have to offer and we 
will quote you our prices. 


H. 9: Gilles 8 Cn 


EXPORTERS and JOBBERS BOOTS and SHOES 
TELEPHONE CANAL 861 


315-317 CHURCH STREET 
NEW YORK CITY 
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ARISTO- | | 
| CRACY 


Glazed Horse 


Strong as Horse 
Soft as Kid 


Pleases the wearer 


Profits the Retailer 











CC CECT) Mt 








Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 


} i 
~ B. D. Eisendrath Tanning Co. 4 | 


Tannery 


Chicago RACINE Boston 
. 130N. WellsSt. WISCONSIN 195 South St. 


AUTUMN EAMONN TCT WAI EE Ae resounsvenpnnnniessuniusinmnyinnnet 


HMC 
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E still have some 
Black Satin side- 
seam operas in 
both High and Baby 
Louis heels. We also 
have a complete run 
of sizes from A to C 
on Stock No. X 281 











Uérrect Dodg ec 


FOR ALL OCCASIONS 


IN STOCK 


as long as they last. 


Get in on some of these 
if you need them. 


Our stock of Gun Metal 
and Patent Leather 
Pumps is most complete. 


Boston New York Philadelphia 
183 Essex St. 851 Marbridge Bidg. 600 Denckla Bldg. 
Montgomery, Ala. Kansas City, Mo. 
20 Galena Ave. 537 Ridge Bldg. 


20 W. Jackson Blvd, 
Great Northern Bldg. 






Stock No. X 281—Black Satin 
Bea 


Plaza, Jet ded Tongue, 
2%-inch Full Louis Wood- 
Covered Heel. ‘ 


ee $6.50 







Stock No. X  287—Patent 

Leather Opera, 14-inch Baby 
is Heel. 

| Rae ere $7.00 

Stock No. X 291—Same in 

Black Satin only it is a Side- 

Seam Pattern. 


Stock No. X 292—Black Satin 
Side-Seam Opera 2%-inch 
Full Louis Wood-Covered Heel. 
RRR SOROS $6.00 
Stock No. X 251—Same in 
Patent Leather. - 


a, RRO rere, $7.00 
Stock No. X 252—Same in 
Dull Calf. 

| PL Aree $7.00 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe 
Newburyport, Mass. — 


San Francisco 
417 Pacific Bidg. 


Philippine Islands 
304 Roxas Bidg., Manila 


Chicago 


All goods sold F. O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra 
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Ea ee 


GALLUN QUALITY 





AZTEC MANDARIN 
CALF SIDES 


ZTEC CALF is recognized the CHROME tanned side 
A world over as the standard of A leather made in glazed and 
excellence for Spring and boarded finish and offered in 
Summer shoes for men, women and two colors. Mandarin Sides are 
children. Pliable and strong, this strikingly attractive and of the 
leather is pleasing to the eye and highest integrity. They are de- 
comfortable on the feet. Aztec signed to meet the call for fine 
Calf will be offered in the coming shoes that can be sold at prices de- 
| season’s fashionable shades. manded by the great majority. 
: 














Four Stanch Leathers 
For Spring 1920 





NORWEGIAN VIKING 


VEALS CALF 
O'- of Gallun’s specialty STRONG grained mellow calf- 


leathers—a heavy, rugged, skin that is moisture-repel- 

high-grade leather that is the lent. This leather does not 
first choice of high-grade manufac- peel orchip and isespecially adapted 
turers for the popular brogue shoe. for a high-grade shoe. Viking Calf 
Norwegian Veals are suitable for is favorably known and universally 
both men’s and women’s shoes and used by discriminating shoe manu- 
are produced in two colors and facturers. It takes a brilliant 
polish and is offered for the coming 


black. 
season in five colors and black. 














A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 
H. A. ELY, Manager, 11 EAST STREET, BOSTON, MASS. 
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N. Y. Office and Show Room 
Marbridge Bldg., 47 W. 34th St. 


M GREILICH & SONS 
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WILLIA 
Factory and Sales Offices 
Brooklyn, N. Y. 
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A Real Thrift Leather 


a iptbowrsai Kid will give your customers appearance, 
comfort and service equal to that of genuine glazed 
kid at lower cost. 


And moreover—NOVILLA KID will not scuff. Specify 
*“NOVILLA” and make more sales. 








CASTLE KID COMPANY 


Originators and Sole Producers 
CAMDEN - - - . NEW JERSEY 
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ERE are two strong-selling 
H styles from the Cotter Spring 
line. Smart in line and depend- 
able in construction, Cotter Shoes have 


long enjoyed the confidence of the 
country’s big buyers. 


You will have an opportunity of 
looking over our complete sample line 
in Exhibition Hall during the Conven- 
tion in January and of observing the 
niceties of fit of individual styles as 
they appear on living models on the 
Runway at night. 


THE COTTER SHOE COMPANY 


LYNN ~ - - MASSACHUSETTS 
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BOSTON OFFICE CHICAGO OFFICE 
212)Essex Street 1716 Republic Building 
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No. 818—O’BRIEN LAST 
All Black Surpass Kid Bai, 
Chrome Pearl Leather Fac- 
ings and Trimmings, Flush 
F Sized Felt Lined 
coageee. High Quality Oak 
uffed Insoles, Heavy High 
Quality Strictly Prime 
umber One (Over- 
weight) Outsoles, Leather 
Counters, Wingfoot Rub- 
ber Half Heels, B, C, D 
Widths, Sizes 5-11. 


PRICE 
$8.95 


less discount 


T is vitally important that no stone be left unturned to keep up the 
interest of old customers and obtain that of new ones. Money invested 
in styles that promise to be an attraction and fill gaps is sure to return 

good dividends. The O’Brien Last shown above gives dealers sales ad- 
vantages not to be had without it. There are times when no shoe seems to 
suit, until the O’Brien is brought out and placed on the foot of the customer. 
There’s no chance for an excuse then. The customer invariably comes 
across. 818 is ready. Order today, but don’t misjudge its selling qualities 
and order short of possible requirements. 


J. W. CARTER CHICAGO COMPANY 


CHICAGO, ILL. 
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\V E have worked and studied and made good 


shoes for women for many years. 


And during these years, we have always en- 
deavored — to produce Lindner footwear a bit 
better each season—in material—in making and 
in close adherence to desired styles. 


The result has been a pronounced leadership and 
the name Lindner today suggests at once women’s 
shoes of the standard quality. 


Shoe merchants who feature our line know this 
fact and capitalize on it with their particular 
customer. 


To our prospective customers we offer a very 
complete line of women’s high grade footwear— 
correct in every detail—and in addition assure 
promptest deliveries. 


It would please us to hear from you. 






Bik. Dongola Kid, 
Circular Vamp Ox- 
ford, 435 Last, 15/8 
Cuban heel. 
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Jsindner Shoe 


: CARLISLE 
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ACE CALF 











A smooth finish Ruby Red 
—the accepted Fall style— 





Also in boarded finish if desired 


J. S. Barnet & Sons, inn 


Tanneries at Salesrooms 


Lynn, Mass., U.S. A. 75 South St., Boston, Mass., U.S.A. 
NEW YORK OFFICE, 154 NASSAU STREET 


CABLE ADDRESS: **TENRAB” 











Color No. 75 : 
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Booth 124 


at the 


Shoe Retailers’ 
Convention 


GHos retailers, shoe manufacturers 







Building. 











waterproof Nedlin So‘es. 





‘The Goodyear Tire & Rubber Company 
Offices Throughout the World 


Neodlin Soles 


Trade-Mark Reg. U.S. Pat. Off. 











and traveling shoe salesmen attend- 
ing next month’s ‘convention of the 
National Shoe Retailers’ Association in 
Boston are cordially invited to visit the 
Goodyear exhibit in the Mechanics 





Guaranteed Nedlin Soles and their guar- 
anteed walking mates—Goodyear Wing- 
foot Heels—will be displayed in booth 
No. 124, where retailers, especially, will 
find an excellent opportunity to famil- 
iarize themselves with the new guar- 
antee on long-wearing, comfortable, 
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1920 CONVENTION 


HE 1920 Convention of the National Shoe Re- 

tailers’ Association in Boston, January 12, 13, 14, 
15, will doubtless be the greatest in point of attend- 
ance, in the serious aspect of its program, and in the 
good accomplished, ever held by any department of 
the shoe industry. 

The arrangements for the display of shoes by man- 
ufacturers have never been equalled at any previous 
convention. 

RICE & HUTCHINS display of shoes will embrace 


the product of eight factories featuring footwear in 
many grades for men, women, misses, boys, children, 


and infants. 

A most cordial invitation is extended to all visiting 
shoe men to visit our display in booth 71, Mechanics 
Building, and to make use of our offices at 10 High 
Street, Rice Building, during their stay in Boston. 


RICE & HUTCHINS, Inc. 


BOSTON, U.S.A. 























